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‘‘This is something a shoe dealer ought to be 
born knowing. Yet look how long it took me 
to catch on. 

‘For a heckuva time I used to be the un- 
happy victim of too doggone many walkouts 
for size. And, like a boob, wondering why it 
happened so often: One month I had 38% 
walkouts. 

‘“Then one day I took stock of my operation. 
What I discovered was what I should have 
known all along. I found holes in the wall that 
I was taking much too long to fill up. I’d take 
my own sweet time between the point where 
I’d be out of my basics... and the point where 
I’d get ’em back in stock. That gap is the big 
profit-leak in shoe retailing. So I closed the 
gap...and cancelled out from 20% to 40° of 
my volume loss. 


‘That’s what Brown Shoe Company’s 
‘Operation Size-Up’ for September and October 
is all about... closing the gap. It’s providing 
some of the finest retailer-help I’ve ever seen. 
Super-service with a capital ‘Speed’. 

“T got me a tight rule now: Don’t lock up 
before you size-up. And I’m not talking about 
just Saturday night size-ups. Some stores | 
know are reordering every single night in the 
week. 

‘*Yes, the next nine weeks will make the dif- 
ference for you between big profits on increased 
sales—so-so profits on break-even sales—no 
profits on lost sales! Filling up those holes in 
the wall can save you one and two out of three 


Vee Rafgiler 


walkouts for size.”’ 


Qatity at your feet 
BROWN SHOE COMPANY 


Makers of: Air Step * Buster Brown * Glamour Debs by the makers of Buster Brown © Official Boy Scout Shoes * Official Girl Scout Shoes 
Life Stride * Westports by Life Stride * Naturalizer * Pedwin * Propr-Bilt * Risque * Rcebin Hood « Robinette * Roblee 





the “Envoy”. ..a one-strap pump with stiletto toe and 
rhinestone buckle accent... in Hl ‘(BSC H M. A N’S me Ge ALF 
+3344 Tartan Green...also in #572 Town Brown... and Black... 


by Clark Shoe Com any, Auburn, Maine 
h pani 


E.Hubschman © Sons, Inc., Philadelphia 23. . . . Fashion Office: Empire State Building, New York 1 





Tell YOUR Story to [aay 
the youngsters too 


Stock No. 7679 
Red Two Strap Stock No. 846 


In Stock Brown Allenite 


6%, to 8, Bto E Tip Oxford 

8Y%, to 12, Ato E In Stock 

12% to 3, Ato E 8% to 12, A to EE 

3%) to 6, Ato E 12% to 3, A to EE 
Also in stock in brown 3% 10 6,AtoE 


Styling of KALI-STEN-IKS shoes, along 
with years of quality craftsmanship, means more 


Flabistonibes sales for the merchant. KALI-STEN-IKS 


are a Capital Asset in any store. 


THE GILBERT SHOE CO., THIENSVILLE, WISCONSIN 
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AS ADVERTISEB IN GLAMOUR 


1. Soft back 

2. Soft toe, tapered 

3. Satin lining 

4. Foam Cushion inside 

5. Thin unbreakable high heel 
6. Medium heel 
7. Permanent top lift 


etal $99 


ON A “TOKEN INVENTORY” THIS PUMP SOLD 
465 PAIRS IN THREE WEEKS, IN ONE STORE 

AND THE VERY DAY WHEN 

REORDERS TO A TOTAL OF 1403 PAIRS BROUGHT 
INVENTORY UP TO SELLING STRENGTH... 

THE LID BLEW OFF... 


THIS PUMP SOLD 


98 PAIRS IN ONE DAY, IN THIS SAME STORE! 


and, the store* has not yet spent one dollar in advertising it. They just 
put the shoe out where women could see it, touch it, ask to try it on! 


THIS “GOLD MINE” PUMP IS CALLED “FLEXY” 


GET ABOARD THE PUMP THAT PROMOTES ITS OWN SALES 


je HIGH HEEL MEDIUM HEEL MATERIAL 
IN STOCK 


$555 21-624 21-824 Black Calf “f 
less 5°, — 30 days 29-624 29.824 Black Suede 
41.624 41.824 Brown Calf 
| MAKE-uP | 


624 23-824 Black Patent Leather 


ORDERS ONLY 23-62 
+575 51-624 51-824 Blue Calf SHOE 


61-624 61-824 Benedictine Calf 

















less 5°, — 30 days < 52 ) ~ 
45 week delivery pi 626 91-824 Red Calf 288 A Street, Boston, Massachusetts « Div.: Consolidated National Shoe Corp 











SIZES: AAA — 6 to 10; AA and A — 5¥% to 10; B and C ~ 4 to 10 this big Eastern department store permits us to use their figures but not their name. 
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| a" feo} were) Me} i 
are on the boards of 
key designers 


these are 
colors * in LEVOR CALF 


“THE WHITEST WHITES” women | TRANSPARENT KID 
love for 


cruise .« and TAN-ART SUEDE KID 
wear 





. LEVOR & CO., INC., Tanners since 1876 TAN-ART CO., Inc., Gloversville, N. Y. 
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STYLE and VALUE! 


IT TAKES ALL THREE TO BECOME “FIRST CHOICE” 


Selected “FIRST CHOICE” in an independent coast-to-coast 
survey of Mothers and Children! American Juniors 
HAVE what your customers WANT! Stock American 
Juniors, the retailer’s year ‘round pre-sold shoes! 

The Fastest In-Stock Service 
in the Children’s Shoe Business 


AMERICAN JUNIORS SHOE COMPANY, INC. 


ONE ISLAND STREET, LAWRENCE MASS 


DIVISION CONSOLIDATED NATIONAL SHOE CORP NEW YORH SALES OFFICE MARBRIOGE BUILDING 
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Mr. NEOLITE says: 


Now even the daintiest hi-style shoes 
can be super-comfortable with 














There's such an easy way to combine super com- 
fort and high fashion—and give your hi-style lines the 
edge in sales appeal! 

You simply use the NEOLITE FLEX SOLE. 

Here's a sole that has everything . . . sensational 
lightness, flexibility, durability, plus a high-fashion 


finish. And something extra special—the NEOLITE 


6 


FLEX SOLE can roll up like a ball longitudinally, but 
it resists flexing laterally! This means that with all 
the easy-walking comfort it gives it also holds the 
shape of the shoe even after long wear! 

See it... feel it... get all the facts. Call your 
Goodyear Representative. Or, if you prefer, write to 
Goodyear, Shoe Products Division, Akron 16, Ohio. 
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NEOLITE 
FLEX SOLES 


FOR MEN’S, WOMEN’S AND CHILDREN’S SHOES 


Made only by 


GOOD*YEAR ( 4 , Fetes ao Watch “GOODYEAR THEATER” on TV 


every other Monday evening. 


September 15, 1958 . 





FOUR STYLEFUL 
STEPS TO 
COMFORT 


Top-flight fashion and built-in 
comfort are incorporated in 
these originals designed by the 
SHUGOR Taylor. Inter- 

esting novel materials 

are combined with 
elasticized SHUGOR 

to produce chic, 

easy-to-wear 

footwear. 











ae No.7 A neat T-strap 
pump fitted with a 
band of Mylar-flecked 
— SHUGOR. 
Na nso ¢ No. 17 Side gores of 
sparkling Mylar SHU- 
GOR set off this high 


K, " : heel suede model. 
Photographs and de- a” , : 
tailed information of the a! No. 30 This medium 


models pictured here are wedgie features multi- 
available free on re- colored Taylon strip- 
quest. Please order by une and rufflette 
number. SHUGOR at the heel. 








AANo. 16 Glittering 
bands of Mylar SHU- 
GOR give style and 


a "i comfort to 
= ©6h|s6Ccthis sandal. 





THOMAS TAYLOR & SONS HUDSON, MASS. 








COPR. 1958 THOMAS TAYLOR & SONS 
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They Can Dream. | 
oun *t They? SUMP) ) Ce @ 8) 











—Every job is in a rush. Everyone wants his order 
delivered yesterday. 


—To correct the chaotic conditions and to alleviate 
the situation, at least psychologically, The Broad-, 
way Toastmasters Club, No. 1000 has come up 
with a new calendar which they feel will bring a 
measure of stability to all business. The way they 
line it up, it shows: 


GEN FRI FRI THU WED TUE MON 


8 7 6 5 4 3 2 
16 14 13 12 11 10 9 
23 22 21 20 19 18 17 
30 29 28 27 26 25 24 


oe 36 35 34 33 32 3 ° 
with 5 styles to sell! 


Get ’em young and keep ’em growing 
— - with 5 styles in Originals and Juniors 

—All customers want their jobs on Friday—so there ‘ 
are two Fridays in each week. for Creepers, First-Steppers and 
—There are several extra days at the end of the Graduate Walkers. You have more to 
month for those end-of-the-month rushes. sell with Jumping Jacks in the grow- 


—There are no “first of the months” or “fifteenths,” ing baby market! 
therefore, reports may be eliminated. 


—With this calendar, customers can order on the 
7th and have delivery on the 3rd. 


—There are no bothersome non-productive Satur- 
days and Sundays. 


—There’s a new day each week—General Day. On 
this day, orders may be cancelled without pen- 
alty, order changes made and other matters re- 
opened. For instance, a change on the 8th may 
reach you on the 5th. But you may make the 
change even though the goods were shipped on 
the 6th. Everybody will be happy and we will 
have an ulcer-free industry. 


—Thanks for the above calendar antidote to ulcers 


are due Dan Daniels, Editor of THE SPEAKER, 
official publication of The Broadway Toastmasters NATIONALLY ADVERTISED... in 


Club No. 1000. 
MY BABY e¢ TODAY'S HEALTH 


—— YOUR NEW BABY « BABY TALK 
EB. Jones ~ VAISEY-BRISTOL SHOE CO. 
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FABRIcushon V/A linings give you... 











new comfort INSIDE: / 











new look WT: ODE L 








new sales EVERVWHERE! 


—_———e 











8189-AA 


NEWEST DEVELOPMENT IN FOAM-FABRIC ‘‘SANDWICH”’ MATERIALS 
CREATES MULTI-PURPOSE LINING FOR EVERY STYLE 


THIN GAUGE FOAM . 


4 ; 
4 4 HEAVY SUPPORT FABRIC 


LIGHTWEIGHT CALF, KID, REPTILE OR FABRIC 


FABRIcushon TRI-PLY linings feature three sales-boosting advantages 
in one ready-to-use material! They have the softest surface ‘“‘hand”’ obtain- 
able on any lining... provide a comfortable, breathing foam cushion 
around the feet . . . serve as doubler and/or plumper for soft uppers (light- 
weight leathers, skins and fabrics). 

These new ‘“‘sandwich’”’ combinations are functionally correct in almost 
every type of shoe. Accurate thin gauges permit use even in the most deli- 
cate high fashion styles. In addition to vamp linings, FABRIcushon 
TRI-PLY is adaptable for counter, strap and sock linings. 


Leading shoe manufacturers are already featuring FABRIcushon TRI- 
PLY linings in women’s Fall ’58 and Spring ’59 styles — a real plus in 
styling, comfort and merchandising. 


WRITE TODAY FOR SAMPLES, DETAILS AND PRICES. 


FABRIcushon products are manufactured 
THE KEN DA | w e | COMPANY under Patents 2,628,654 and 2,649,391 
and Patents Applied For. 


Andrews-Alderfer Division 
1031 HOME AVENUE * AKRON 10, OHIO 


Representatives: BOSTON: Continental Textile Corp. « NEW YORK CITY: Eastern Foam Fabric Co. « CINCINNATI: M. Hale Company « NASHVILLE: 
Robert Porter « ST, LOUIS: Gerald D. Scott Sales Co. « MILWAUKEE: R. J. Piekenbrock « LOS ANGELES: Herman Schlobohm Foam Rubber & Plastics Co. 
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traight 


STRAIGHT 
LAST 





No Inflare—No Outflare 


Last Shoes 


to bring specialized business, 
plus franchised protection, to the 


[ dealer who aims to build a reputation for 
juvenile shoes, recognizes the importance of one basic 
piece of sales strategy — gaining and maintaining 
trade interest, trade action, trade support at all levels 
... from mothers, and professional men alike. 
That’s why Straight Last shoes are an important 
part of this objective. They allow greater freedom 
for normal foot action and growth... provide ample 
toe room to allow toes to grow straight forward. Ad- 
ditionally, CHILD LIFE Straight Last shoes are read- 


ily adaptable for all prescribed wedges and are fre- 


dealer who 
Sells them 


quently recommended as “follow through” shoes for 
corrections already obtained. Because of their welt 
construction, they lend themselves to use with Dennis 
Brown splints. 

CHILD LIFE Straight Last shoes are available as 
a short, well-balanced line that belongs on the shelf 
as a staple for daily call. They offer a solid business 
building opportunity of great potential for alert mer 
chandisers. Full information is yours for the ask 


ing. Call or write 


HERBST Shoe Manufacturing Co., Milwaukee 45, Wisconsin 
New York Office — 557 Marbridge Bldg., New York 17, N. Y. 





Laconians’ new boys’ and young men’s shoe with the popular stitch and turn vamp. Black or tan. An outstanding 


value in both good wear and good looks. 


Lawrence Melgo is tanned twice with boys’ shoes in mind! It’s tanned once to withstand 
rough and tumble, tanned once to take a fine Sunday polish every day of the week. Lawrence 
Melgo — tanned twice to bring you man-sized sales in boys’ shoes. 

Other ‘“‘tanned twice’’ Lawrence leathers are FINA and KEENA. A. C. Lawrence Leather 
Co., a division of Swift & Company (Inc.), Peabody, Mass. 


rOnC?_ lAelao ... the better part of better shoes 
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Editorial 





The Consumer's Voice 


UST about the time the shoe industry introduces its 

spring lines at the National Shoe Fair, Detroit will 

have completed its showings of its 1959 cars. Ad- 
vance reports from previews say that automobile makers 
have done it again! 

The new cars are longer, lower and, in the language of 
the trade, “chromier” than ever. Prices will be higher 
too, a toll exacted each season by inflation. Automobile 
manufacturers are anxiously awaiting the verdict of the 
public on their lines, just as shoe manufacturers at this 
time await the reactions of retailers and consumers to 
their new offerings. 

Detroit has been accused of obstinacy in refusing to 
recognize the temper of the American public, its resis- 
tance to constantly increasing prices and a growing 
For another 
year at least the issue has been decided and the automo- 


demand for an economical, functional car. 


bile industry is committed to its program of “planned 
Only two 
makers have reversed the field and produced a smaller 
more economical car. 


obsolescence,” through radical style change. 


Some of the other manufacturers 
have given token recognition to public opinion by an- 
nouncing some less ornate models and more economical 
engines, 

While ’59 cars were still on the drawing boards, auto- 
mobile manufacturers were given ample evidence of 
growing public criticism of their styling and price policies. 
But manufacturers paid little heed, defending their posi- 
tion by stoutly maintaining that elaborate consumer re- 
search had established policy for them. There is a con- 
siderable difference, the automobile people maintain, be- 
tween what the public really wants and what they consider 
a more vocal consumer minority says it wants. 


A Real Consumer Need 


For years, the shoe business has held the automobile 
industry in a certain amount of awe. Detroit’s long 
record of successfully creating obsolescence through style 
change and extravagant use of color has generally im- 
pressed shoe men. This is natural in an industry which 
has been tied so closely, and for so long, to a product 
which is basically practical and is necessarily functional. 
But the automobile industry in its all-out emphasis on 
style has virtually closed its eyes to a real consumer need 
for functional and practical cars. 

According to one car manufacturer, consumer research 
has established that only 10 per cent of automobile sales 
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are accounted for by “off-standard” makes, small im- 
ported and American made cars, with basic economy and 
“functional” appeal. The remaining 90 per cent is the 
volume field which car makers are cultivating so inten- 
sively with their radical seasonal changes in style and 
color and higher priced cars each year. 

Manufacturers would have us believe that, in selecting 
automobiles, the non-conformists who are interested in 
the functional and practical are the minority and that 
their wants and tastes, for the present at least, are not 
to be considered in styling cars for volume selling. 

Even though these folks do not fit the automobile manu- 
facturers’ concept of the norm, they have nevertheless 
been sufficiently vocal during the past year to make 
Detroit start thinking about them. An improvement in the 
economic situation and a boom in automobile sales might 
cause the makers to continue to write off the non-con- 
forming minority. If not, look for their opinions to be 
reflected in the shapes of cars in the years to come. 


A Built-in Brake 

The wide variety of styles and types of shoes con- 
sumers need and the range of sizes and widths in which 
each must be made have kept shoe manufacturers con- 
tinually aware of the practical and functional. Perhaps 
the fact that shoes must fit has provided a built-in brake 
against too extreme swings in the style pendulum. 

But there is a growing criticism of certain of our 
more extreme styles and a growing voice among consum- 
ers which is saying, “why can’t we have a wider selection 
of well-styled attractive shoes that can be worn with com- 
fort?” It is coming from people who want to look well 
and be fashionably shod but cannot wear some of our 
extreme styles because they can’t be fitted, or because we 
simply can’t fit them. 

Change is inevitable and changes in style are stimulat- 
ing, but it would be tragic for the shoe industry to 
emulate Detroit and close its ears to the voice of any part 
of the consuming public. 

Particularly so in this case since these people do not 
constitute a minority. They are, in fact, the people who 
make volume ... a point for our designers to remember 
when planning more changes in styles and lasts, and for 
retailers to bear in mind when evaluating the future pro- 
motional possibilities of some of the more extreme con- 


temporary styles. 





TRL a Get the PROFITS... 


all CONVERTIBLE 


SIX-WAY CONVERTIBLE T-STRAP WITH OUR NEW POINTED TOE 


Just the thing for the smart gal’s “back to school” shoe-wardrobe . . . 
a great new idea that has great new possibilities. With every pair your customer 
gets three pairs of reversible T-Straps .. . they snap on and off easily, but 
stay on firmly . . . that makes the shoes convertible to compliment 


six different costumes. What an idea! What a price! 


CONVERTIBLE A687 ‘ack teed Ki 


Al 16-87 
RTM. 
Al17-87 Gray Kid Suede 
The Six-Way Shoe—Each Pair Has Three-Pair Reversible A118-87 Black Calf 
Strap-Assortment: Black Calf and Cognac Calf; Bronze A119-87 Black Kid Suede 
Patent and Red Kid; Gunmetal Patent and Leopard Print B 3'/o-10 AAA 5-10 
—Chrome Leather Sole—New Pointed Toe AA 4-10 AAAA 6-10 


ONLY ONE OF OVER 190 STYLES IN STOCK FOR IMMEDIATE DELIVERY 


Let Our Shelves Be Your Instock Department ORDERS IN TODAY ARE OUT TODAY 


STYLE © QUALITY @ PRICE e@ SERVICE 
AA J o Shwe ? MANUFACTURERS 
a UMN" iii actin | PARAGOULD, ARKANSAS 
y\ 


LOS ANGELES: M. S. Rifkin Shoe Company, 759 So. Los Angeles St. SALES OFFICES NEW YORK: 933-35 Marbridge Building, 47 West 34th Street 
SAN FRANCISCO: Kaye & Tieso Shoe Company, 51 First Street ST. LOUIS: Room 132, Merchandise Mart, 10th & Washington 


ALL MADE IN OUR OWN MODERN FACTORY —PRICES SLIGHTLY HIGHER WEST OF DENVER 
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CASCADE CALF 
a supple ‘‘hand” 
for comfort afoot 





distinctive touch that spurs sales upward dint nialedttiniaidh oie iasaeirians 


All in favor of sales, say “Cascade Calf.” For this superior tannage is supple and 


satin-soft, with a good “hand”... lends itself to fine detailing ... shrugs off : GALLUN 
LEATHERS 


the ravages of wear and weather...and molds gently, but persistently, to contours 


of the foot. Little wonder its presence in a shoe means sales for you. : WU), 
: (Yea 


A. F. Gallun & Sons Corp., Tanners, Milwaukee, Wisconsin : sranpanes Of execiicect 





Sar AC a Sai a aati Libe 








* 





THE QUALITY LEATHER 


#503 





< yun 


lightened mist of a brown... 


resort and spring into summer... 


for dress and casual 


LEATHER Co. GIRARD, OHIO 
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Pleased, Satisfied, and 
cager to buy them again | 


CUSHIONED BELLAIRES have a wonderful 
way of giving today’s active woman the 
comfort, support and fashion her busy 
days demand . . . and of giving the dealer 
a steady customer whose loyalty to the 
brand is proven by the swelling repeat 
volume reported by stores from coast to 


coast! 


Write For Latest 


RETAIL 


$9.95-$11.95 f IN-STOCK 


CATALOG 


EXCLUSIVE 
\ é ‘ " FEATURES 


a 2 


1— Unique LUMFLEX insole eliminates 
“breaking in" . . assures instant flex- 
ibility. 

2— Full length soft cork cushion covers the 
entire foot. 

3—Riveted ‘“comfortized’’ sustaining arch 
assures foot ease and support for the 
life of the shoe. 


CUSHIONIZED BELLAIRE SHOE CO. 
15 Lowell St., Portiand, Maine 











| / 
IY RIBBED 


ee 








BILTRITE NURON-CREPE SOLES & SHEETS 
CELLULAR soles that are a boon to the creative shoe 





merchandiser! Biltrite Nuron-Crepe — the world's largest- 
selling cushion sole — in a striking new ribbed design. 
In the latest fashion-right colors, it's a sole that gives 
shoes that continental look that sells. Super-comfort, too! 
Give your shoes fresh new styling — with smart new 


Ribbed Biltrite Nuron-Crepe Soles. 


« MAGAIINE 


1908-1958... 50 YEARS OF GROWTH AND PROGRESS 








RIBBED | 
BILTRITE GUM-TRED SOLES & SHEETS 


Still another great fashion sole from Biltrite! Ribbed 
Biltrite Gum-Tred Soles in the wanted colors, including an 
exceptionally beautiful group of the new TRANSLUCENTS 
. . . the newest note in smart continental styling. Ribbed 
Biltrite Gum-Tred Soles, with all their extreme lightness 
and superb comfort, give extra long wear too! Biltrite 


Gum-Tred Soles are also available in crinkled design. 


Printed in U.S. A. 


FROM THE WORLD'S 


LARGEST PRODUCER OF 
SHOE SOLING MATERIALS 


BILTRITE 


HEELS AND SOLES 


AMERICAN BILTRITE RUBBER CO. 
CHELSEA 50, MASS 








Warehouses: 4464 District Blvd.,Los Angeles - 1010 Gratiot St., St. Louis 
In Canada: American Biltrite Rubber Co. (Canada) Ltd., Sherbrooke, Que. 
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A FOR MEN ON THE GO, 


For busy days in town, for week-ends 


aae* - 


in the country...men want 


at 


' 


the newest in leather footwear. 


High in preference are Bondshire shoes 


Na'e al a! 


styled for men on the go, and featuring 


Rueping’s TOMAHAWK leather. 


Bondshire 


SHOES OF QUALITY FOR MEN 


SHOES: Style No. 1710 
By Albert H. Weinbrenner Co 


Milwaukee |, Wisconsin 


LEATHER: Rueping’s TOMAHAWK 
Color No. 1523 


HG 


FINE LEATHER FOR FINE SHOES 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 





July Output Gained Slightly, 
New Estimate by U. S. Shows 

WASHINGTON — Reversing an 
earlier estimate of a decline, the 
U. S. Census Bureau has reported 
that July footwear production ran 
slightly ahead of the same month 
last year. Output was set at 46.1 
million pairs as compared with 
July’s 46 million pairs in 1957. 

The new figure was 2 per cent 
ahead of June, 1958, when 45.2 mil- 
lion pairs were produced. 

The Census Bureau’s adjusted 
index of footwear production 
(1947-49 equals 100) for July, 1958, 
was 119, compared to 115 for June. 

(In New York recently, the Na- 
tional Shoe Manufacturers Asso- 
ciation estimated shoe production 
for the first eight months of this 
year at 386 million pairs, against 
406 million for the corresponding 
period of 1957. This would be a 5 
per cent decline.) 


Ist Self-Service Shoe Store 
Opens in Central Milwaukee 

MILWAUKEE — This city’s first 
downtown self-service shoe store de- 
buts this month with men’s, women’s 
and children’s footwear. Owner-Man- 
ager William Ryder said the store, 
to be called King Brothers Shoe Out- 
let, will handle only name brands. 

The store will be at 735 North 
Third St., in the heart of the down- 
town area. Racks of shoes arranged 
by category, with women’s high-style 
numbers featured, will viewed 
easily from the street. 


be 


Registration Deadline Nears 
5 


For Ohio Spring Shoe Show 

COLUMBUS, O. — Registration 
deadline is September 29 for the 
Spring Shoe Show which the Ohio 
Shoe Travelers Club will sponsor at 
the Deshler Hilton Hotel here, 
November 9-11. More than 2800 re- 
tailers have received invitations. 

William Short, arrangements 
chairman, said the event will get 
underway unofficially Saturday eve- 
ning, November 8, with a free din- 
ner for club members and an elec- 
tion. Retailers will be guests at a 
free brunch Sunday, where they 
will hear a talk about the shoe 
industry. A buffet supper and en- 
tertainment will follow on Sunday 
evening. 
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Guild’s First °59 Collections Stress Color 


NEW YORK—Color again 
the big news in all collections as 
members of the Guild of Better 
Shoe Manufacturers opened their 
showing of resort and early spring 
styles, here last week. 

One Guild member showed a 
single pump in a combination of 
10 colors. A designer for another 
of the very high fashion houses 
stressed the importance of tones of 
colors, tracing the appreciation of 
this kind of treatment to the devel- 
opment of mutation leathers and 
the interest in prints. 

For resort these colors are very 
gay, deeper pastels good with solid 
colors and with white. High-colored 
kidskins are very much liked in 
pale yellowed greens and pale olive, 
in geranium, hot pinks, orange and 
in the pale beiges, Bone and white. 
The same colors follow through 

smooth calfskin and in deldi 
suedes. Also popular are light blue, 
turquoise and red. 

Some Guild members are using 
the aniline kidskin and some 
have carried luster calfskin 
from the holiday lines. Black 
patent leather and the new lighter 
navy calfskin are going into spring 
shoes for early selling. Very much 
liked is Bone trimmed with black 
patent. 

The most important last is still 
the needle sharp toe. Some square 
tips—very fine—are being 
An oval, flattened-on-top, elongated 
vamp is expected to be the next 
important shape. The pitch of the 
heel will still be forward under the 
shoe. Slender high heels are still 
the favorites for all the dressy re- 
sort and early spring styles. There 
are also tailored walking shoes in 
14/8 to 19/8 heights, a _ little 
broader than the higher heels. 
Magnesium heels in the extremel\ 
high heels are being used. 

In silhouettes there are many 
variations of the T- and _ instep 
straps, some asymmetric. The trend 
is toward much more open 
than a year ago. This is due in part 
to the demand for these in summer 
1957. 

In all 
materials 


was 


new 
over 


used. 


shoes 


these 
and 


ways—silhouettes, 
the Guild’s 


colors 


first 1959 collections show 
variety and original style thinking 
with opportunities 
promotions. 

The 


busy sample rooms. 


great 


for individual 


new opened with 


season 


International Shoe to Close 
1 of 2 Fulton, Mo., Factories 


FULTON, MO. International 
Shoe Company is closing one of its 
two plants here, which 
ployed 260 persons in the manufac 
ture of 
operations ceased 
and shoes in 
completed in the next 
two 


has em 
shoes. Cutting 
September 12 
to be 


children’s 
process were 
10) day 0 
weeks. 

A company spokesman said the 
Fifth St. plant’s pre-welt work will 
transferred to 
other pre-welt plant at Evansville, 
Ind., and company plants. 
The soft-sole line made at the fac 
tory will probably go to the othe: 
International Shoe plant in Fulton, 
known the State St. factory 
About 20 of the Fifth St. plant’ 
workers are expected to be hired «at 


be International's 


other 


as 


the second plant. 

A company spokesman said Inte 
will be to make the 
more efficiently unde 
the new arrangement. The two pre 


national able 


same lines 
welt factories had been operating 
at less than capacity, the spoke 
man explained. 


Montgomery Ward Reduces 
Prices 10% in New Catalog 
CHICAGO—Price cuts averaging 
10.2 per cent on 14,448 items were 
announced by Montgomery Ward & 
Company, retail 
house, in its fall sales catalog, just 
published. The book is 
the largest fall sale catalog eve 
printed by the company. 
Paul M. Hammaker, 
vice-president, said the price cuts 
“in addition those 
nounced two months ago in the big 


and mail order 


272-page 


executive 


were to an 
fall and winter mail order catalog, 
when the reduced ihe 
price of its merchandise an average 


company 


of 2% per cent below the previou 
fall book.” 
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Experts Named for NSF ‘Profits’ Session 


NEW YORK 


the fields of 


Four specialists in 
retail manage- 
nent, sales training, marketing and 
promotion have been named to con- 

the “NSRA Executive Confer- 

e: Idea Roundup for 1959 Prof- 


store 


M. SEKLEMIAN JAMES WATSON 


its” at the National 


Chicago. 


Shoe Fair in 
The conference, which has been 
for Sunday, October 
26, is intended to help shoemen in- 
crease next year’s profit margins. 
Co-sponsors are the National Shoe 
Retailers the Na- 
tional Shoe Manufacturers Associa- 


re-scheduled 


Association and 
tion. 

conference a 
will 


the 
Shoe Fair 


plore such topics as executive con- 


Sessions of 
new feature ex- 
duct in business, shoe store operat- 
ing costs, new influences affecting 
and merchandising, 
factors to consider in advertising 


hoe buying 
and display programs, and training 
of retail salesmen. 

Iixperts who will conduct the ses- 
ions and their backgrounds: 

© M. Seklemian, a top authority 
on retail advertising who will be 
brought to the conference by Mce- 
Call’s. He will visual 
sentation of latest advertising and 
methods prepared by the 
Mr. Seklemian has 
served as an advertising executive 
with The May Company, RCA- 
Victor Records and Montgomery 
Ward and is a partner and creative 
director of Seklemian & North, New 
York City. He is also editor of 
Retail Advertising Week. 

© James Watson, who will utilize 
30 years’ executive experience in 
discussing means of reducing staff 
selling costs and increasing staff 
Looking at 


offer a pre- 


display 
magazine. 


production. personnel 


22 


problems from the retailer’s view- 
point, he will consider the art of 
supervision, the use of tact in busi- 
ness, good leadership, the need for 
good communications, and means of 
competing for better sales person- 


DR. WILLIAM EMORY BERNARD W. SMITH 


nel. Mr. Watson has been associated 
with R. H. Macy, American Mer- 
chandising Corporation in New 
York, and Bullock’s in Los Angeles. 

°® Dr. William Emory, 
writer and professor of marketing 
aut Washington University’s School 
of Business and Public Administra- 
tion, who will interpret shoe store 
operating costs in terms of guide- 
He will 


business 


posts for greater profits. 


also outline next year’s economic 
forecast for shoe retailers. 

® Bernard W. Smith, professor 
of retailing at New York University 
and a consultant to manufacturers 
and retailers in merchandising, 
marketing and promotion, who will 
spotlight new factors affecting shoe 
buying and merchandising pro- 
grams. (A panel of outstanding 
shoe retailers will participate in 
the session.) Mr. Smith has served 
more than 36 years with such firms 
as Gimbel Brothers, R. H. Macy, 
National Silver and Kirby-Block. 

Sessions of the NSRA Executive 
Conference will be held in Chi- 
cago’s Palmer House from noon to 
5 p.m., with attendance limited to 
advance registrants. There is a fee 
of $10 for luncheon and all 
sions. Reservations may be mailed 
to: NSRA Executive Conference, 
National Shoe Retailers Associa- 
tion, 274 Madison Ave., New York 
16. 

The National Shoe Fair is sched- 
uled for October 26 to 30. The 
NSRA conference was shifted from 
October 25 to the following day to 
allow retailers from throughout the 
U. S. to arrive in time for the ses- 
sions. 

Four hotels, the Palmer House, 
Conrad Hilton, Morrison and 
gress, will house the Shoe Fair. 


ses- 


Con- 





Shoe Women Executives . . . They'll Show Fashions 


"Shoe Jubilee, U.S.A." will be the title of a footwear fashion 


show which the Shoe 


Women Executives will present at a luncheon October 27 at the National Shoe 
Fair in Chicago. The show, previewing footwear for men, women and children, will 


be a Shoe Fair highlight. 


Steering committee members, from left, are: Helene 


O'Hara, of Allied Kid; Mary Mackenzie, Brevitt-American; Billie Howard, SWE 
president and fashion show chairman; Ruth Hammer, Ruth Hammer Associates, 
and Jean Bandler, Pappagallo. 
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First Shoe Fair Head 


Still Active in Industry 


NEW YORK—Twenty-two years 
later, the man who served as chair- 
man of the first National Shoe Fair 
is still active in the shoe industry. 

He is James E. Wall, president 
of the Wall-Streeter Shoe Company, 
North Adams, Mass., men’s shoe 
manufacturing firm. He founded 
that business in 1912. 

Recalling the 

first National 
Fair in 1936 
when the Na- 
tional Shoe Re- 
tailers Associa- 
tion and the Na- 
tional Shoe Man- 
ufacturers As- 
sociation joined 
forces, Mr. Wall 
said recently, 
“We needed one JAMES E. WALL 
national show ito stimulate the 
creative thinking of the entire shoe 
industry and the Shoe Fair cer- 
tainly lived up io our highest 
hopes. 

“The fair,” said Mr. Wall, 
“serves the same vital role today 
that it did when I had the honor 
of being its first chairman. It’s im- 
portant to the retailer because it 
offers him merchandising, styling 
and promotion ideas that small, re- 
gional shoe shows can’t afford to 
emphasize. For the manufacturer, 
the fair provides the impetus to 
create something new in shoes :t 
least once a year.” 

Mr. Wall called the National 
Shoe Fair “the focal point for the 
creative thinking of thousands of 
earnest shoe people.” 


Welleo Profit-Sharing Totals 
Over $14 Million in 6 Years 

WAYNESVILLE, N. C.—More 
than a half million dollars has been 
paid out in profit-sharing bonuses 
to employees of Wellco Shoe Cor- 
poration since the company set up 
a profit-sharing system in 1953. 
Heinz Rollman, Wellco president, 
said $53,981 is being distributed 
chis vear. 

Although this year’s figure is not 
as large as last year’s, total take- 
home pay for the average employee 
has been higher than in any pre- 
vious year of Wellco’s history. 
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3000 Try On Slipper as Detroit Seeks a Cinderella Girl 


DETROIT—More than 3000 pros- 
pective Cinderellas tried on a “glass” 
slipper (actually it was plastic!) as 
this city staged its annual hunt last 
month. 

A ‘Prince Charming” and a 
“Fairy Godmother” helped with the 
trying-on, and a local shoeman was 
on hand to check the finalists’ fit. 

The event is sponsored by the 
Central Business District Associa- 
tion to call attention to downtown 
Detroit as a shopping center. The 
Cinderella hunt is part of the 
group’s Back-to-School Week pro- 
gram. Assisting in the hunt is the 
city’s Department of Parks and 
Recreation. 


The would-be Cinderellas tlocked 
to the lobby of the Bank of the Com- 
monwealth to try on the fabled slip- 
pers. Fashioned to fit a girl in the 
9 to 12 age range (the winner 
turned out to be 8), the footwear 
was of a secret size but quite nar- 
row. Gold leather soles and a silver 
buckle on the heel strap set off the 
slippers, which were made by the 
Red Goose brand of International 
Shoe Company, St. Louis. 

According to Howard P. Parshall, 
president of the bank, the Cinderella 
quest draws attention to the down- 
town shopping area in a worthwhile 
manner. 

“The little girls,” he said, ‘appear 
in our lobby all and 
cleaned, accompanied’ by _ their 
mothers —- sometimes their fathers 
and even their grandmothers and 
grandfathers.” 


serubbed 


The bank lobby is decorated for 
the event with a raised throne plat- 
form and a large high-backed royal! 
fitting chair. Each prospective Cin- 
derella is given a doll as a gift from 
the bank. 


Endicott Johnson Dividend 

ENDICOTT, N. Y.—The board of 
Endicott Johnson 
Corporation this month declared a 
dividend of 40 cents per 
the company’s common stock, pay- 
able October 1 to stockholders of 
record at the close of 
September 17. The same amount was 
paid in July. Earlier, the company 
had paid 50 cents quarterly. 


directors of 


share on 


business 


Detroit's 1958 Cinderella winner, eight- 

year-old Margaret Jean Heinen, dons 

the "glass" slippers with the help of 

“Prince Charming," 10-year-old David 
Paruch. 





Thom MeAn Opens 8 Units 
At Centers, Highway Sites 

NEW YORK The 
Thom McAn chain moved into 
September with eight new links 
after holding grand-opening cele 
brations for new shoe style centers 


erowing 


in every part of the country. 
Opening simultaneously on Au 
gust 28 were units at Linden, N. J.; 
Norridge, Il].; St. Ann, Mo., 
Alameda, Calif. The Linden 
au drive-in store and the company’s 


and 
unit 


18th New Jersey unit, will be man- 
aged by Edward J. Sauer. The Nor 
ridge unit, 87th Thom McAn in Illi 
nois and also a drive-in, will be 
managed by Gene Tousey. 

At St. Ann, the manager will be 
Bobby Branson. The drive-in store 
22d unit for the 
in Missouri. The Alameda 
a shopping center, will be 
Manuel Del Arroz, Jr. It 
McAn’s 47th 


is the company 
unit, in 
man- 
aged by 
is Thom California 
store. 

Previously, the chain held simul- 
openings for four other 
Their 


agers are: Indianapolis, Ind., Glen 


taneous 
stores. locations and man- 
dale Shopping Center, Ralph Groe 
schen; Austin, Tex., North 
Plaza Shopping Center, Raymond 
Markert; Fla., Park- 
way Shopping Center, Brian Vet- 
traino, and Peabody, Mass., North 
Shore Shopping 
Azarian. 


Loop 


Tallahassee, 


Center, Hygus 
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Portland Showing Draws from Wide Area 


PORTLAND, ORE. Buyers 
from 11 Western states were on 
hand to look over the initial show- 
ing of the Portland Shoe Caravan 
at the Benson Hotel here. 

The August 23-25 show, first of 
its kind in Portland, was _ pro- 
nounced “very successful” by Nor- 
man O’Neal, who arranged the Car- 
avan. Mr. O’Neal is a representa- 
tive of Freeman Shoe Corporation, 
Beloit, Wis. 

Buying, however, was not as 
strong as some had expected. Al- 
though most of the salesmen re- 
ported business somewhat slow at 
present, they were optimistic about 
the future. 

“The shoe 
the hot weather is hurting us,” re- 
marked Mr. O’Neal. He added, how- 
ever, that both salesmen and buyers 
showed enough enthusiasm 
the showing to warrant another one 
next January. In addition, Mr. 
O’Neal said the Caravan would 
become an annual attraction in 
Portland. 

Most the Pacific 
Northwest, he said, were pushing 
their fall lines and, in particular, 
a color called “coffee bean.” The 
shade is similar to cordovan and 
matches a deep line of suiting ma- 
terial that is predominant for men’s 


business is fair, but 


about 


salesmen in 


fall wear. 

White satin and other white ma- 
terials suitable for dyeing were the 
for buyers of women’s 
Buyers reported women 
found it convenient to dye their 
to match their suit 

Women were preferring narrow- 
er toes and styles were constantly 
changing to the dismay of the 
salesman. 


favorites 
shoes. 


shoes colors. 


George R. Rule, of Los Angeles, 
a salesman with Styl-Eez Shoe Cor- 
poration, Auburn, Me., and Middle- 
town Footwear, Inc., Middletown, 
N. Y., put it this way: “It’s hard to 
put your finger on anything sure to 
please.” 

The showing was offered as a 
special service to the retailer. Ex- 
plained Mr. Rule, “It’s for the mer- 
chants that we have this kind of 
show. Too many merchants want us 
to come to them. They can’t see all 


24 


our lines when we do this. This way 
they come to us and there are lots 
of shoes for them to see.” 

Mr. Rule said he was disap- 
pointed with the sales made at the 
showing, but he blamed the situa- 
tion on slow business in general 
plus hot weather. 

“Pointed toes (in women’s wear) 
are the only thing that’s giving us 
a shot in the arm,” remarked Jack 
Olsten, Los Angeles, a salesman for 
Pan American Modes, Miami, Fla. 


Three Leather Men Organize 
Tanning Firm in Wilmington 


WILMINGTON, DEL. — Three 
experienced leather men have organ- 
ized the Del-Tan Corporation and 
have located the new business in the 
plant formerly occupied by the 
Richard M. Young Company here. 

Del-Tan will operate as a contract 
tanner of high-grade upper leathers. 

Members of the new firm are 
Woodrow D. Hawbecker, Philip 
Odell and Maurice Fine. Both Mr. 
Hawbecker and Mr. Odell were 
formerly associated with the Hart: 
nett Tanning Company, of Ayer, 
Mass., a division of the Colonial 
Tanning Company, Boston. Mr. Haw- 
becker served as vice-president and 
plant manager. Mr. Odell was the 
Hartnett tanner. Mr. Fine at one 
time was vice-president and trea- 
surer of the Reading Tanning 
Corporation, Reading, Pa. 


¢ Obituary 


Alfred Jameson, Plant Aide, 
Dies on Eve of Retirement 


ST. LOUIS Alfred Jameson, 
assistant superintendent of Inter- 
national Shoe Company’s Kirksville. 
Mo., plant since 1946, died from a 
heart attack August 31 at Troy, Mo. 
He was to have retired from the 
company September 1. 

Mr. Jameson joined International 
in 1912 in the packing department 
at the St. Charles, Mo., plant. 
Survivors include his widow and 
their daughter, Julia, wife of Russell 
Smith, fitting room foreman of 
International’s Flora, Ill., plant. 

(Other obituaries, page 102) 


Edison Remodels 4 Stores; 
12th Baker’s at Detroit Opens 


ST. LOUIS—Four Edison Broth- 
ers stores have held formal reopen- 
ings after undergoing extensive re- 
modeling, company officials an- 
nounced. The stores, all in downtown 
shopping districts, are a Burt’s store 
in Minneapolis, Minn., Baker’s 
QualiCraft stores in Cedar Rapids 
and Davenport, Ia., and a Leed’s 
QualiCraft store in Bakersfield, 
Calif. 

The remodelings were part of the 
company’s program of modernizing 
its older leaseholds. 

Meanwhile, Baker’s QualiCraft 
Shoes opened its 12th store in the 
Greater Detroit area, at the new 
Seven Grand Shopping Center, 
Farmington, Mich. 

Measuring 30 by 150 feet, the 
store has a facade of terra cotta 
bulkheads and two “L’’-shaped dis- 
play windows that frame a deep 
lobby in front of the building. There 
is a 2100-square-foot sales area with 
table displays easily accessible to 
customers. Nicholas Farhood is the 
manager. 

Other new stores announced by 
Edison are a Burt’s in Stockton, 
Calif., with Paul Derrick as man- 
ager, as well as a Baker’s Quali- 
Craft store in a shopping center at 
Peoria, Ill., with Vernon Baum- 
garner as the manager. 


Keith Co. Continues Retail 
Growth, Adds 5 Departments 


BROCKTON, MASS.—The retail 
division of George E. Keith Com- 
pany is continuing its West Coast 
expansion. 

Five more men’s shoe departments 
in the so-called Roos-Atkins group 
of stores are now under Keith man- 
ugement. Two are in San Francisco, 
one at 798 Market St. and the other 
at 201 Montgomery St. The others 
are at Palo Alto, San Jose and San 
Mateo. 

Keith now operates 15 men’s shoe 
departments in this store group, 
which came into existence last spring 
with the merger of Roos Bros. and 
the Robert S. Atkins Company. 
These departments are managed by 
3en Marsh with headquarters in 
San Francisco under the general 
supervision of Regional Manager 
Lynn Knowles of Salt Lake City. 
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100 STYLES IN STOCK —RETAILING FROM $21.95 TO $65.00 


SPARE TIME TIE 
Also in black, soft grain 


HIGHLIGHT 


Leading 
“lights” 


fashioned on elegant lanes 


a making these matchless “lights” Stetson has 
preserved, to the fullest degree, that splendid 
sophistication of line and faithfulness of fit that 
have become exclusive characteristics of this fine 
footwear. Thus a man may enjoy the finest fashion 
afoot.with nary an extra ounce of weight to hamper 
his style. 

These shoes present a luxurious aspect that com- 


plements the new-found richness of fabric 
featuring fall and winter’s smartest apparel. 
Stetson’s Highlight accents the splendor of 
smooth, polished black calf, Spare Time the 
burnished beauty of brown calf, hand rubbed to 
a mellow glow. Both are magnificently designed 
to part a male from his money. THE SreETSON SHOE 


Company, INc., South Weymouth 90, Mass. 





Which one is 
the Cement? 


Both are stylish, light and flexible. 
One is a Goodyear Welt. 
One is a Cement. 
It is hard to tell them apart. Both have 
advantages and both have enthusiastic supporters. 


If you make men’s dress shoes and you 
want the light look, let United show 


you how to get it — well or cement. 


SHOE MACHINERY CORPORATION 


Boston, Massachusetts 











ba fa 


In tune with your life, year SS 
‘round...the textured look of = 4 


BARRETT & COMPANY, INCORPORATED guality tanners of fine shoe leathers since 1913 


®Reg. U.S. Pat. Off. 








THEY'RE TEACHER PLEASERS 
AND MOTHERS’ HELPERS, 100! 


Tingley light weight, all rubber—not plastic 
—one-piece Closure Boots for little tots and 
youngsters have revolutionized the protective 
footwear business. Tingley sales have doubled 


each of the past 2 years, 


BECAUSE... 


Tingleys s-t-r-e-t-c-h on easily 

Can't pull off until unbuttoned 

Button, loop and strap are a molded part of the boot 
No fabric lining to snag or tear 

Can be washed inside and out in seconds 

"Grow" with growing feet 


One pair fits 4 shoe sizes 


And remember ... 


You make more money because you can fit more shoes, 
better with 1/3 the inventory. 


for Children _ 


black, red, brow 
There's a Tingley Distributor near you. ". Yellow, an 


To 4 
If you don't know him, write — Childrens’ p M $2.69 4 
U 


bbers also 


If you d 
h ° 





TINGLEY RUBBER CORPORATION 
903 Ross Street, Rahway, New Jersey 


NAME 


ADDRESS 


CITY ZONE STATE 


Rubber Footwear for Children « Adults * Mechanics * Farmers 


In Parents’ Magazine for October. 


(Read by the mothers of 3,500,000 children) 











Today, with all the talk about 

what ails our economy, you're probably 
concerned with ways of improving 

your own business. Wolf Brothers prescribes 
the 30/6 plan as a tested and approved 
remedy to stimulate your store traffic, WOLF BROTHERS 

expand store identity and boost your volume! 332 N. 12th St., Philadelphia 7, Pa 

Get the inside story now on how Plan 30/6 Yes, | am interested in the inside story of your 
can chase away the “‘tired feeling’ plan. Please rush details 

currently plaguing your business and Name 

stimulate selling with 

Creative ensemble wrappings. 

Fill and mail back this coupon TODAY! 


Store Name 
Address 


Zone 
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come rain SJ or come shine 


PROFITS ALL YEAR LONG 


Yes, every day of the year you bank on us for 
products that SELL...and bank the profits too! 


anne 
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10, anniversary / 


a 


> 


drizzle boots. \ 


America’s Premium 
Quality Boot 


Handy plastic bathroom accessory that 
sells on sight for only 


$1.25 RETAIL 


For complete information on year-’round 
profits write to Coffey-Hoyt Products, 

a division of PRINCIPLE PLASTICS 
Gardena, California 

In New York: 45 West 34th Street 

In Chicago: Excel Bonded Warehouse, 


3920-46 South Calumet or call your 
nearest warehouse or jobber 


@ All products NATIONALLY ADVERTISED... all products carry generous advertising allowance! 
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THAT © 
LOVE 
STORMY 
WEATHER... 
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MORE FOR YOUR MONEY 


EASY FITTING 


Soft leather lined for glove-like comfort 
. .. Shaped by hand for foot kindness. 


GOOD LOOKING 


Always ahead in styling ... every stitch 
precisely placed for neatness and dura- 
bility. 


LONG LASTING 


“Engineered” for long service . . . spring 
steel shank in arch...superior materials 
throughout. 


Here are two new Nocona styles ... one for men, one for children. . 
that give you better dollar-for-dollar value. 


Left is “EBONY” (No. 1089) 
—high in styling, high in 
value ...a black beauty in 
kip leather . . . 14-inch top 
with white stitching in quilt- 
ed pattern. Has double medal- 
lion stitching on the toe. 


For the younger generation we have created this 

handsome quilted number called “HI-STYLE” (No. A-13). The . 

10-inch red kid top has two rows of black stitching. Vamp is black kip leather 
... toe has double medallion stitching. 


WHAT'S UNDER THE SOLE? 


—That is where real quality starts. Ask your local shoemaker. Nine 
out of ten will say NOCONAS are better. 


NOCONA BOOT CO., INC. 


ENID JUSTIN, PRESIDENT NOCONA, TEXAS 
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© Government faces possibility of raising taxes next year be- 
eause of lower revenues and to combat more inflation. 
Neither political party willing to talk about it 
in election year but national defense is now 
expected to increase from 840 billion a year to 
$70 billion within a relatively short time. 


® Washington again talking about shoe labeling 
legislation. Discussion heard in Congress as 
well as in executive branch of the government. 


Baker Reporting from WASHINGTON 





Higher taxes next year are a real possibility. The steady rise in the cost 
of national defense is to blame. Revenues, due to lagging production and 
sales, are away off. 

Right now, neither political party wants to talk about tax increases. Elec- 
tion campaigns are under way, and nobody wants to frighten the voters with 
talk of smaller paychecks. Campaigners in both parties report that there’s 
plenty of disenchantment over Washington among the voters already. So all 
unpleasant subjects will be avoided like poison. 

One member of the U. S. Senate who is speaking freely on this subject, how- 
ever, is Prescott Bush, Connecticut Republican. (His Senate seat is safe until 
1963, so he can afford to call the shots as he sees them.) Mr. Bush says bluntly 
that Washington faces cumulative deficits for 1958, 1959, and 1960 of more 
than $20 billion unless the Congress and the Administration have the courage 
to sharply increase taxes. 

If taxes are not raised, more inflation will result. And in periods of infla- 
tion, the “rich get richer and the poor get poorer.” Mr. Bush points out. The 
rich can invest in stocks or commodities or real estate in order to ride with 
rising prices. But the poor are usually tied to their bank accounts or life 
insurance, and are hard pressed when the cost of living rises. 

National defense now costs us about $40 billion a year. The Pentagon says 
this figure is necessarily going to have to climb to about $70 billion a year 
“within a relatively short time.” 

And, since Congress lacks the courage to cut the budget by that amount, 
the only alternative is to increase taxes by that amount, Bush observes. 

Here’s what he says next year’s session of Congress should do: 

* Set up a government commission to find where to increase taxes. 

* Order the White House to seek price stability. 

* Permit the President to veto separate items in appropriations bills. 
(Now, the President must buy everything in an appropriations bill or reject 
the entire bill. No selection is permitted.) 

* Use a single federal appropriations bill. 

* Consider consumer credit controls. 


* Find out if industry or unions have too great concentrations of power. 


The possibility of a federal shoe labeling law is being discussed in Wash- 
ington again. 

Congressmen are disturbed because they've been receiving many letters this 
year from consumers complaining of shoddy materials in the footwear they buy. 

In the executive branch of the government, too, federal officials admit freely 
that they are giving serious thought to plans requiring shoe manufacturers 
to label every pair of shoes with a statement of the component materials. 

But it is also conceded that a “statement of contents” affixed to every pair 


of shoes might not necessarily help the consumer. Most consumers are not in 
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® Federal Trade Commission readying new rules 
to cover advertising of fake bargains. Pre- 
ticketing and phony list prices are included. 


Report from 


® No action taken by Congress on proposals mak- 


WASHINGTON reir iicomers pay heck 





a position to judge the relative values of the materials that make up a shoe. 

How will a consumer be any better off for having read a label showing the 
percentages of the materials in a shoe? The government people are stumped 
by this. “What good is a label if the customer can’t understand it?” one 
government official asks. 

A typical shoe contains leather. leather board, fiber board, plastic, or 
rubber, Putting this information on a label in the shoe doesn’t make the cus- 
tomer a better judge of shoes, 

Because an effective shoe-labeling law would be difficult to write, it is 
doubtful at this time that the Congress or the Federal Trade Commission will 
impose mandatory labeling on shoe manufacturers. But the subject is going 
to be raised in Congress next year, and the trade should be prepared to speak 
up on the good points and the bad points of any compulsory labeling of 


footwear. 


The government is readying new rules designed to prevent merchants from 
advertising fake bargains. The coming crack-down will deal with such prac- 
tices as pre-ticketing, phony list prices, and any other retail pricing practices 
which may mislead purchasers. 

The new rules are being written by the Federal Trade Commission. They 
are to be issued in the form of an eight-point guide dealing with retail pricing 
practices. Says the FTC: “The guide will offer merchants a clear-cut warning 
on what kinds of price advertising violate the law.” 

“Our increasing concern with protecting the public from spurious bar- 
gains has been a major factor in stepping up FTC’s policing of advertising 
lo an extent far exceeding any year since the war,” says Harry A. Babcock, 


the executive director of the FTC. 


Congress gave considerable thought this year to proposals making it harder 
for Washington, D. C., merchants to garnishee the pay-checks of their customers. 

But the Senate and the House couldn’t agree on how far they should go in 
easing this law, and the legislative session finally closed without any conclusive 
action having been taken. As a result, the D. C. garnishee law remains as is for 
another year, 

The Senate approved a bill which would have handicapped merchants offer- 
ing “easy credit.” But the House objected to a provision in the Senate bill 
which would have prevented any merchant from taking more than 10 per cent 
of any customer’s paycheck beyond the first $50. The House wanted a garnishee 
limit of 10 per cent from the first $1 of any paycheck. 

Francis J. Kane (Kane Transfer Co.), president of the Washington Mer- 
chants & Manufacturers Association, urged the Congress to liberalize the city’s 
garnishee law, claiming that the present law permits “unscrupulous credit stores 
to take advantage of poor people who don’t know how to take care of them- 
selves.” 

Any change in the D. C. garnishee law could set a pattern for similar 
loosening up of the garnishee laws in other cities. 


The government has signed up six more executives from the leather and 
footwear industries to serve their country in time of emergency. 
[CONTINUED ON PAGE 83] 
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CHAMBORD 


now offers you a complete line 
of the latest French styles 
in quality children’s shoes 


to retail at $4.95 to $10.95 

higher than average mark-ups 

all styles distributed nationally 
in-stock service from New York, N. Y. 


BRAND NEW PARISIAN STYLES . . . created by leading French 
shoe designers for manufacture by old world craftsmen from finest 
and softest glove leathers, elk and unborn calfskin. 


PERFECT FIT... sizes 1 to 8, including half sizes, available in 
widths B, C, D and E. Sizes 8'%2 to 12 and 12% to 3, in widths A, B, 
C, D and E. American lasts guarantee a perfect fit! 


OUTSTANDING VALUE .. . although suggested retail prices are 
very competitive, we can offer you higher than average mark-ups 
because of our economical modern production techniques. We are 
confident that you will never find a better buy in quality children’s 
shoes anywhere! 


ON-TIME DELIVERIES . . . Over 30 years of manufacturing 
experience . . . more than 800 skilled shoemakers . . . 8000 pairs 
per dav production . . . 15,000 sales outlets throughout the world 

. In-stock service from New York City! These are your guarantees 
of fast and dependable service. For further information write or 
phone CHAMBORD SHOE COMPANY, INC., 350 Fifth Avenue 
(Empire State Bldg.), New York 1, N. Y. Telephone: LAckawanna 
4-4492 Cable: CHAMBOSHOE NEW YORK. 


O 
% 


MBO 


TRADE MARK 
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#385 "DOUTCHKA" 


Lambskin glove-leather bootee with 
luxurious fleece lining, avail- 
able in 4 colors. Sizes 1-3 
retail $3.45 , , , sizes 4-8 
$3.50 


#2015 "KIDDYBOOT" 


White or tan elk uppers, fully lined, 
roomy moccasin toes Patented 
heel construction Widths B, 
C, D, E. Sizes 2'%-5: retail 
$4.90 sizes 5 
$5.50 


#1025 "SANDALETTE” 


White or red elk uppers with famous 
patented ‘“Babyboot” heel and 
leather or crepe soles. Widths 

B, C, D, E. Sizes 4-8: re- 


A ( “ re 
as Rs > 
a 


#2025 "DERBY" 


White or tan uppe! Fully lined with 
toe Leather 

and rubber 

Widths B, C, 


#2045 "PARISIENNE" 
Soft calfskin fully lined uppers 
leather or composition soles in 
Widths A, B, €, 


Sizes 814-12 


#3045 'MIDSHIPMAN™ 


Fully lined calfskin uppers with 
leather or composition ole in 
three colors. Widths A, B, C, 


D, E. Sizes &'4-12: retail 


SEE this profitable new line 
of CHAMBORD shoes at the 
NATIONAL SHOE FAIR 
in Chicago . . . at the 
Palmer House, Room 910 





ORITTN WALKCRS 


ARE ON THE 
MOVE... 


now made in 


al sae io ry 
by the Julian Kokenge Co. 


makers of famous 
Foot Saver And \ REE 





make them fast-moving merchandise. 


Dr. Locke shoes 


jor women 














Tred-Lite 


THE BIG BRAND IN MACHINE WASHABLE CASUALS 
GIVES YOU : 


ACTION 


THE LEADING BRAND ADVERTISER IN ITS PRICE FIELD 


serene! LIFE 


AND COAST-TO-COAST TV 


for ACTION and the name of your nearest distributor — write 


Cambridge Rubber Co., Cambridge, Mass. 


Boston Show: Room 436, Hotel Statler 





American Standards T esting Bureau 


SS 


biggest in-stock selection, too... 
why pass up a winning combination like this! 


dress, school and sport 

— cements and welts from tots to teens 
In-stock, nationally advertised 

$4.50 - $7.95 (some slightly higher) 


LACONIAN SHOES CORP., LACONIA, N. H. 


Miami Shoe Show, Deauville Hotel, 
Miami Beach, Fla. ...... .September 27-30 
Advance Spring Shoe Market Week, New 
England Shoe and Leather Association, 
Hotels Statler-Hilton and Sheraton 
Plaza, Boston October 5-9 
Annual Shoe and Leather Fair, Shoe and 
Leather Council of Canada, Sheraton- 
Mount Royal, Montreal ... October 12-16 
Spring Opening, Guild of Better Shoe 
Manufacturers, members’ factory 
showrooms, New York.Week of October 20 
Annual Convention, Tanners’ Council of 
America, Edgewater Beach Hotel, 
Chicago .................October 22-24 
Annual Convention, National Shoe Trav- 
elers' Association, Hotel Hamilton, 
Chicago October 23-24 
National Shoe Fair, National Shoe 
Manufacturers Association and Na- 
tional Shoe Retailers Association, 
Palmer House, Conrad Hilton, Morri- 
son and Congress Hotels, Chicago 
October 26-30 
Spring Shoe Fair, Northwest Shoe Trav- 
elers, Inc., Hotel St. Paul, St. Paul, 
Minn. .... November 1-4 
Spring Shoe "Show, Pacific Northwest 
Shoe Travelers, New Washington and 
Olympic Hotels, Seattle, Wash. 
November 
Michigan Spring Shoe Fair, Michigan 
Shoe Travelers Club, Statler Hotel, 
Detroit ..... .November 
Spring Shoe Show, ‘Southeastern Shoe 
Travelers, Henry Grady, Dinkler Plaza, 
Peachtree on Peachtree, and Pied- 
mont Hotels, Atlanta, Ga...November 
Spring Shoe Show, Southwestern Shoe 
Travelers’ Association, Adolphus, Baker 
and Southland Hotels, Dallas, Tex. 
November 2-5 
Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, la. .. ...November 8-10 
Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. November 9-10 
Indiana Spring Shoe Show, Indiana 
Shoe teavelals Association, Claypool 
Hotel, Indianapolis, Ind....November 9-1! 
Spring Shoe Show, Ohio Shoe Travelers’ 
Club, Deshler Hilton Hotel, Colum- 
bus, OO. .... .....November 9-11 
Spring Shoe Show, Boston Shoe Travel- 
ers’ Association, Parker House, Boston 
November 9-12 
Heart of America Shoe Fair, Central 
States Shoe Travelers’ Association, 
Hotels Muehlebach and Phillips, Kan- 
sas City, Mo. ....November 15-18 
Spring Shoe Mart, Pennsylvania Shoe 
Travelers’ Association, Hotel Penn-Sher- 
aton, Pittsburgh ..... November 16-19 
Spring Shoe Market Week, West Coast 
Shoe Travelers’ Associates, Los An- 
aeles _...November 16-19 
Spring Shoe Market, Midwest Shoe Trav- 
elers' Association, Hotel Morrison, 
Chicago November 22-25 
Spring Shoe Show, Mountain States 
Shoe Travelers’ Association, Albany 
Hotel, Denver, Colo... November 23-25 
Popular Price Shoe Show of America, 
New England Shoe and Leather Asso- 
ciation and National Association of 
Shoe Chain Stores, New Yorker and 
Sheraton-McAlpin Hotels and New 
York Trade Show Building 
November 30-December 4 


JS 
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NATIONALLY 
ADVERTISED 


A year-round schedule in OUTDOOR 


LIFE, FIELD & STREAM and SPORTS AFIELD 
ACME BOOT COMPANY, Inc. 


Clarksville, Tennessee 


\ FEATHER- 


ww LITE 


Game-bird boot that makes your cus- 


Bantam weight leathers ... but tough 
tomer the ‘‘cock of the walk'’! Unbe- 


Grips the ground 


lievably soft and light, this boot weighs 
only ounces more than his dress oxfords! 
Acme-built for incredible ease of action, 
in smooth Duc-Bak sports leather. Neatly 
tapered, ankle-conforming comfort for 
the lightest, most tireless hike of your life! 


and rugged-wearing! Treated with a full 
quota of QUILON, it's exceptionally 
water and acid resistant. Has a cooling, 
sweat-resistant insole. Only Acme's 
choice in leathers could combine such 
great durability with such gentle ease-of- 
wear in this all-new, light-as-a-feather 
boot! 


safely, softly, sure 
footedly! Amazing Goodyear ‘‘Cobra’’ 
wedge sole with ingenious design which 
makes it remarkably non-skid self 
cleaning, too. Criss-crossing ‘scales’ 
keep dirt and mud from chunking up 

won't let mud or dirt be lumped or 
tracked along! This ‘‘Cobra’’ crepe sole 
is added proof that Acme has put only 


the finest in its new ‘‘FEATHER-WEDGE'’ 


WORLD'S LARGEST BOOTMAKERS out-of-doors boot! 


ALSO MAKERS OF COWBOY BOOTS, WELLINGTONS, PARADE MAJORETTE BOOTS, ENGINEER BOOTS 
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Greatest variety on the market! 


Welling 


ACME BOOT COMPANY. INC. * CLARKSVILLE, TENNESSEE 


Ce ee) 


9900... for men 


Acme's popular priced 
dress Wellington for 
everyday wear. Soft, 
pliable kip foot and top. 
Leather lined leg. 
Goodyear welt con- 
struction. Oak insole. 
Available with Oak 
Bend or Genuine Neo- 
lite outsole. 6% thru 12, 
nagi3.°S. GG. uo 
and “E"’ widths. 


Cost to you ... 


$6.50 


Give ‘em what they want! Here 
are three of many all-different 
styles that helped Acme to sen- 
sational sales records! National 
advertising in Esquire, True and 
Argosy; with window displays 
and other advertising material 


. . » help you sell 'em faster! 





9955... for men 


The ‘'Suburban" 
brushie for casual 
wear. Unlined leg. 
Heavy drill vamp lin- 
ing. Thick soft crepe 
sole and heel. 6% thru 
12, and 13. “B"’ and 
“D"' widths. 


Cost to you... 


$6.50 


9050... for men 


Full-grain glove leather 
Acme Ranch Welling- 
ton. Full leather lined. 
Goodyear welt con- 
struction. Oak Bend in- 
sole and outsole. 6% 
thru 12, and 13. “B", 
“D" and “E"’ widths. 


Cost to you... 





GD taonlep dstnson inbast 


e WORLD S LARGEST BOOCTMAKERS 


PARADE MAJSORETTES 


MAKERS 
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BooTSsS ENGINEER BOOTS AND 
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CUDDERER .. . 
sugar white and 
just as sweet. In 
white elk with per- 
forations for small 
foot comfort. 


straps and dainty 
decorations. Black 
patent leather for 
little ladies who 
travel in style. 


3 
es 


> 


SHU-LOCK . ; 
smart ’n’ smooth for 
growing boys. Ad- 
justable for perfect 
fit. Easy to slip on 

. no shoestrings 
to tie. 


= 


. ‘ 3 | “s, 
fe a” he ng Ley 4 
HiLDRI 4 t0'¢ it AtEAP HI 
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Perfectly Fitted 


...lo the 
OLE 
Scene... 


...are Gustin’s 
new Patinos, 

gay footnotes 

to the smartest 
leisure wardrobe. 
Gustin fashions 
this pace-setting 
Casual ina 
BERKSHIRE 
leather 

to impart a 
luxurious suppleness 
and quality 
appearance 

that is found 
only in superior 
glove-tanned 
hides. Leading 
manufacturers of 
footwear for 





every occasion 
choose distinctive 
BERKSHIRE 
leathers 

to enhance their 
most popular styles. 


A GUSTIN 
patino 

Creation in 

BERKSHIRE® LEATHER 


e Je- so 

MAIN PLANT: NEWARK, NEW JERSEY * TANNERY: PITTSFIELD, MASSACHUSETTS * TANNERS OF BERKSHIRE® TACONIC, 
BERKSHIRE PREMIER, AND BERKSHIRE EMBASSY GLOVE-TANNED LEATHERS * BERKSHIRE SADDLE-TANNED ‘‘AQUARIZED” 
COWHIDE * BERKSHIRE ‘“‘BERBUK”’ * BERKSHIRE LINING SIDES * ‘‘SWAGGER BUK"’ WHITE AND COLORED SUEDE * AND SOLE SPLITS 




















SCHOOL BUSINESS DOESN’T STOP WITH THE FIRST 
BELL! TAKE TIME TO SIZE-UP RIGHT NOW! 


Back to school sales still have two good months to go if you p 


cards right. You can’t make a profit from smiles 
stock in your store. When customers want eae fo. 
won't wait. And, when you lose that sale, ch 
customer and the “repeats” that would folloy 


Look—why not play it safe? Even though you'r 
check your stock now. Anticipate the sales 
order in today. Our In-Stock Department | 
don’t delay. 


Terms 5%—30 Days F.0.B., Reading, Pa. 


Curtis-Stephens:-Embry Co. 
READING, PA. a oe 
FINE QUALITY CHILDREN'S SHOES SINCE 1882 4 is E 


Pro tek tiv” hEXtra SUP POI Tsim Play Weal MODERN AC pe 


! 
! 
the finest t 
children’s shoes $ 
‘ 
1 


Girl Scout and 


i] 
' 
' 
by Pro-tek-tiv shoes by Pro-tek-tiv for every age and Official 
{ Brownie Scout Shoes 
| 





Soft spots in an unsuccessful 
shoe business 





\\ 7 
Hard spots in a successful one 





NATURALLY 


Natunal Bnidge 


PICKS McCALL’S... BECAUSE 


‘Calls works 


Month in and month out during the heavy spring and fall selling 











seasons, Natural Bridge uses McCall's to bridge the selling gap 
between its retailers and the 9,600,000 potential customers in the 
families that read McCall's. 


Again this fall—for the fifth consecutive year—attractive, hard-selling 


Natural Bridge advertisements will be pre-selling MeCall’s readers. 


If you’re a Natural Bridge retailer, be sure to let the MeCall families 
in your community know your store is the place to buy Natural Bridge 


shoes. If youre a manufacturer, why not let MeCall’s work for you, too? 
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the magazine of Togetherness... 
circulation now more than 


9,300,000 
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These are Results Measuring Rules 





No. 1 The Golden Rule 


(Measure factory results or store results on either side 
and the result is the same) 


‘ No. 2 The Preference Rule 2 


(Preferences to either factory or store costs the other) 


No. 3 The Heydays Rule 


No. 3 was called ‘‘Bakers Dozen’’ when an extra roll was thrown in. The reverse was 
the ‘‘Meat Cutters Thumb” when he weighed it along with the sausage. 


One + Factor in Heydays is the new and unusual styles, larger stock department, 
superior construction, better materials, fit and comfort seldom found in other shoes etc. 
Such Product Superiority makes for more Consumer Preference, thus more sales. 


Another + Factor is insurance. Insurance of no competition from factory dominated 
or owned or controlled stores; or no second price on the same product whether the 
name is changed or not, which adds more profits to the more sales on Heydays. 





Have you received the 
new Winter Catalog of 
stock shoes? It's just 
off the press. We'd 
like to send you one! 


Babette 





Stocked in: 
e Black Calf 
e Jersey Brown Hornback Alligator 








HEYDAYS SHOES INC. 2032 LOCUST STREET SAINT LOUIS, MISSOURI 
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business, 


tall 


executive 


Looking ahead to 
JAMES KEMPNER, 


president of Kempner’s in Little Rock 


V ice- 


Ark., says: “I feel more optimistic 
about the coming season, than | have 
for the past several years. 


“Customers seem to be _ enthusiastic 


over the new shoes and are accepting 


G hoes 





them without hesitation. Closed shoes 
100 fall 


fashion picture and the slender toe 


are nearly per cent in the 
of the past season, seems almost modi- 
fied in comparison with the new. sil- 
houettes. 

“Judging from all the fashion maga- 
zines, the school age group will be 
anxious to buy the most extreme shoes 
in our stock. For example, the long 
tights and stocking combinations . 

if the kids accept these. as I feel sure 
they will, then it seems certain they 
will go for the extremes in footwear. 
“Since | believe most merchants have 
their stocks of 


antiquated looking shoes and are now 


thoroughly cleaned 


in a healthy condition—with plenty 
of fresh merchandise to greet the new 
season. | look forward to a banner 
vear for all fashion-wise shoe depart- 
ments in our section of the country.” 


* * * 


BOB SACHAR of M. Wolf - Nick 
Parker, Inc.. New York, during a re- 
cent showing of his cocktail and eve- 
ning shoes at The Smart Shop in 
Houston, Texas. said: 


September 15, 1958 


~The trend for the coming season .. . 
is to lots of gold for eveame wear. 
This is true in both formal ready-to- 
wear and fashion footwear. As a_re- 
sult, glittering new shoe fabrics and 
treatments of gold have evolved . . 

antique, gold embossed suede, dye 
able fabrics interwoven with gold 
threads.” 

Mr. Sachar agrees that the pointed toe 
pump still leads in fashion importance. 
It is followed closely by the closed 
toe-open back pump and a new. ver- 


sion of the ankle strap. 

S. L. SLOSBERG, president of The 
Green Shoe Manufacturing Company. 
Boston, Mass., spoke at the NSMA 
Merchandising Clinic. His topic 
“Hou 
vidual retailers” and he said, in part: 
“A branded 


reason for living. 


was. 
to sell branded shoes to indi- 
line must have a good 
It must be capable 
of filling the needs and desires of a 
certain group of consumers, who are 
willing and able to pay for your shoes 
within the price range you have  se- 
lected as the grade in which you want 
lo operate. That means that the line 
must be really competitive in quality 
price, value, styling and service. 

“Your salesmen should not. sell indi- 
fact 
shouldn't be selling shoes at all. They 
should, rather, sell the idea that the 
will be 


retailer: will please his customers: will 


vidual shoes: in they really 


line as a line eood for the 
show him a profit: and that concen- 
tration on a good line and a good 
trademark is streneth and safety foi 
the retailer. 

“Your salesmen must help the retailer 
in his merchandising —-reviewine his 
plans for advertising for the season 
and his direct’ mail contacts. where 
applicable. and always reminding the 


retailer that a style not backed up by 
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sizes is a bad style and just has to be 
a poor fitter.” 

‘Old-fashioned manufacturing or sell- 
ing is dangerous today.” says JOHN 
LL. MORAN, president of the Moran 
Shoe Company, Carlisle, Ill. “We have 
seen that even a modest recession can 
have a serious effect on an industry 
like ours, where inadequate financial 
resources and overburdened manage- 
ment result in many fringe operations. 
Cutting costs where they can be safely 
cut is important, but more important 
will be getting greater productivity out 
of every dollar spent whether it is in 
the factory or in selling.” 

* * 

“More Effective Selling All The 
Way,” was the goal of the N.S.M.A. 
Merchandising Clinic, under the gen- 
eral chairmanship of A. WEINMAN. 
vice-president of Five Star Shoe Com 
pany. In amplifying——just what was 


meant by “All the Way.” he said: “A 


revolution has taken place during the 


jast ten years in this’ thing called 
Marketing. The most important aspect 
of this the 


importance — of 


increasing 
both 


revolution is 
the 
dealers and consumers. 
“More 


strategy 


customer 


and more of the marketing 


that 


information 


off centers about 


pays 


concerning move 


ments of consumers. their buying 


habits. and their buying motivation 
as in other 


this 


Too often in our industry. 
the field, 


concept been ignored. We have tended 


parts of clothing has 
to be production and dealer-oriented 


What we 


consumer-oriented, 


must be is customer and 


That is. we must 
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study more and more what our dealer- 
customers need and how the consumer 
behaves. 

‘The second key characteristic of this 
marketing revolution is the importance 
of striving for complete coordination 
between all selling activities—product 
planning and styling, personal selling. 
advertising, point-of-sale merchandis- 
ing, internal and external displays. 
like. 


ordination 


and the Furthermore, this co- 


must pervade every 


job performed by the shoe manu- 


facturer. Production must co 


ordinate with marketing and both 
must work hand in hand with finance: 
each of these three groups must tailor 
its program to one set of market goals. 
These goals must embrace what you 
expect to accomplish among consumers 


and among your customers. 


SIMON EDISON, 
Edison Brothers Stores, Inc.. 
“We find in order to do a better job 


necessary 


\ ice-president ot 


Says: 


each season, it is not only 
to keep pace with the new, but it is 
very important to perform the old 
principles of retailing better. 

“Our buyers want to do business with 
manufacturers who do a good styling 


make 


who give good values and can be de- 


job: who vood-fitting shoes. 
pended upon as to deliveries. 
“Resources who can help to supply 
these old, important wants to volume 
retailers, who are constantly expand- 
ine. will find not only an open door 
in all buying offices. but will be sought 
out in the market to become partners 
progress.” 


in’ their 


“Retailers who are enthusiastic about 


brands want to see advertising and 
promotion plans at the same time thes 


ee the shoes. or even before they see 


1 


the merchandise. Retailers who adver- 


tice and promote with this enthusiasm 
coming in. and 
That's 
to be enthused 
CHARLES H. 


Commonwealth 


find new customers 


watch their business erow. 


why they continue 


thout) brands.” says 
JONES. 


Shoe & Leather Company. “How do 


we cet all this started?” 


president of 


He advises 


“through salesmanship. confidence. 
pre-selling. We have to know that the 
product is right, the price is right. 


the advertising. the merchandising.” 
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MAX LEFCOURT 


WENTY years ago, Madison Avenue in the upper 40°s and beyond 
was already notable for the many fashionable shops catering to men’s 
sartorial needs apparel, haberdashery and shoes. The idea of 
adding one more shop to that imposing number, albeit an exclusive men’s 


They had 


no way of knowing at the time, but the past two decades have certainly 


shoe store, was a challenge. The Lefeourts decided to chance it. 


proved that their decision was a fortuitous one. During the intervening 


years, building activity and movement have been in the direction of 


uptown bringing with it multitudes of potential customers and increas- 
inv the merchants’ opportunity to serve. 

When Max and Dave Lefcourt opened their shop at 400 Madison 
(venue, they asked themselves: “What can we do to distinguish our shop 
and service from the others? What can we do to attract the customers?” 
chose the right 


Those were $064 questions even then. Evidently, they 


approach the right answers . . . for the business has grown and _pros- 
pered, They decided to offer the customers shoes that were unusual! 
shoes that were different... “highlights” as Max Lefcourt puts it. 

He learned about the importance of “highlights” while in the men’s shoe 
at Saks Fifth 


appropriations were made only for promotions that were new or startling. 


department Avenue. Advertising budgets were tight and 


You just had to pick the right styles... be there first with the new .. . or 
else the shoes would never see the light of the newspaper ad page. 

This “highlight” approach has been the operating principle at the Lef- 
court Shop ever since its opening whether it be expensive, genuine 
ostrich shoes (before anyone else had them) or offering customers shoes 
with the Continental flair without crossing the Atlantic or even taking 
a ferry. 

Max continued at Saks Fifth 
resigned his position as men’s shoe buyer and took over the complete and 


Avenue until ten years ago, when he 
aclive management of Lefcourt’s. He has an innate ability to recognize an 
important fashion even before its inception and is in the right spot to give it 


| CONTINUED ON PAGE 80] 
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Casual comfort and styling heightened by a strone dash of 


omnipresent Continental influence are seen in this rich brow: 


slip-on with high riding, crimped square cut tongue. The apro 


is an overlay threaded to the vamp. The quarter is two-piece 
the bottom portion a continuation of the vamp. 

The lightweight sole has fine wheeling and both sole and 
are close-cropped., Its a versatile shoe—a shoe of toda 
traveling, for staying at home. for virtually any occasion 


For further information write BOOT AND SHOE RECORDER 











Starting at bottom and 
reading clockwise: Print 
bow and sock-lining gay 
note on solid color pump 
from Genfoan; “Patti,” 
stepin with style note in 
striped throat insert and 
print sock lining, by 
Servus; Two-eyelet tie in 
Indian-striped fabric, 
from Bristol; “Playday” 
in orange fabric with 
hook ’n’ eye lacing, on 
crepe type outsole, by 
Beacon Falls; “Skipjack,” 
campus type canvas ox- 
ford in sunfast duck with 
built-in arch cushion, also 
by Beacon Falls. 





ummer Playshoes Can Be 


Treat them as such and give them the kind of promotion that they deserve. This 
year, more than ever, they are varied and smart in styling, practical in construction 
and materials. In addition, some of the manufacturers are 


now offering coordinated handbags. 


Starting bottom left and 
reading clockwise; Dressy 
white pump in strawcloth ef- 
fect with gray and white 
pompom, by Wellco Foam- 
treads; “Slenderaire” in 
slender shell over pointed 
toe last, colorfast duck 
upper, white cork compound 
outsole and heel lift, from 
Beacon Falls; “Barely Hi,” 
in sailcloth with ribbed 
crepe sole, on shaped 8/8 
wedge heel; “Swinglow,” 
canvas upper, ribbed rubber 
sole, available in all-black, 
allwhite and 13 different 
prints, both Sun-Steps by 
Hood and B. F. Goodrich; 
Pump in yellow terry type 
fabric shot through with 
gold thread, a WV ellco Foam- 
treads. 


SS 
— 
4 OT 





Reading from left to 
right: Misses’ swivel 
strap pump with folded 
tongue, and sock lining 
in tri-color stripe, by 
Bata; “Sunkist.” another 
misses’ swivel strap, 
amusing designs on navy 
blue upper — fish. boats 
and others—a Solaires by 
La Crosse; Multicolor 
stripes in a hand print 
and a cork compound 
outsole for a child’s 
swivel strap pump, a Ked- 
ette by United States 
Rubber Co.; “Tobago” 
pump with flower print 
bow and sock lining, a 
Red Ball Summerette. 


erious Business... 


BECAUSE they are “play” shoes, because they are so But these shoes are worth every bit of promotion that 





easy to sell. because they offer so much that is pretty and — you are willing and able to put behind them, If you have 


practical for so low a price, perhaps you have not looked — sold one or two pairs to most of the women who come 
at your casual. summer play types with as serious an into your store, why don’t you set out to sell two or three 
intent to sell as you have done with your more expensive, or maybe four pairs come spring 1959? There is cer- 
style shoes. tainly sufficient variety and style interest in the shoes that 


manufacturers are offering you to warrant such a goal. 
Starting top left. reading 
clockwise; Matching print 
bag and “Tea Time” shoe 
from Fun-Shus of Interna- 
tional; the shoe in a smart 
T-strap and the bag plastic- 
lined for beach or pool use. 
“Tobago” pump in sailcloth 
with flower print sock lining 
and bow matched to clutch 
bag, both from Red Ball 
Summerettes. “Lotus” pump 
on little outside heel, vul- 
canized outsole, a Kedette ,# 
by United States Rubber Co. 5 
the print fabric matched inky 
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Know Your Job... 





























Hk shoe salesman is responsible for many other 

activities in the shoe store besides selling and 

pleasing the customer. These responsibilities are 
varied and important to the smooth functioning of any 
profitable operation and every shoeman must realize 
and understand them. 

He must contribute to the daily routine of caring for 
stock in stores where there is no porter. When new 
merchandise comes into the store, it must be unpacked, 
checked against a shipping memo, and marked. Old 
boxes must be removed from the wall, flattened, and 
the new shoes placed on the shelves to take the place 
of those that were sold. If necessary, the wall must 
be completely shifted to make room for the new shoes. 

Shoes left out from the day before must be moved 
off the floor and set back into stock. Shoe boxes must 
he dusted, shoes repacked with clean tissue paper and, 
importantly, the inventory must be made attractive 
even to the salesman himself. This is essential since the 
salesman, of course, hesitates to present shoes to the 
customer when they are in an unattractive, dusty or 
broken box. Many a sale has been lost due to care- 


lessness in this regard. 
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Shoes that are in demand should be easily accessible 
to the sales force. Somehow, salespeople are not apt 
to present merchandise that is out of their reach in the 
stockroom, or hard to get at. It is only natural to do 
things that require the least amount of effort. This 
fact might also explain why new shoes are always 
shown before shoes that are already in stock are 
brought out. Management always “takes a slow burn” 
when the older inventory is neglected in preference to 
the new merchandise. Therefore. it is extremely impor- 
tant that all shoes likely to be sold during a season 
must be within easy reach of the salesforce . . . even 


if the whole store must be reshifted. 


Keep the Store Tidy 

To ease the stock situation, it is advisable to replace 
shoes in their proper position on the shelf after they 
are shown. This prevents piling up of shoes that gives 
the store an untidy appearance. It also can be the 
cause of lost sales if shoes cannot be found in thei: 
proper places in the wall. It is therefore the duty of 
everyone to replace his own shoes . . . and even those 


of his associates if they are left on the selling floor. 
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SALES TRAINING SERIES 





The conscientious shoe salesman’s day is a full one. There are many seemingly unim- 


portant but necessary duties to be performed in the store and at home. The willingness 


with which the salesman undertakes them and the thoroughness with which he discharges 


them help make him a good salesman and instill a sense of importance and responsibility. 


It has always been a problem in the handling of 
shoes, especially in the white family and also in the 
lighter shades, as well as in the suedes and other 
brushed materials, to keep them fresh, new and clean 
looking. Many fragile shoes have been ruined and 
sales lost unnecessarily because of the lack of care 
when the shoes were presented to the customer; and 
returned to stock. When sales personnel understand 
that every pair of shoes mishandled in this way is a 
financial loss to management, they react differently. 

Shoes are packed in boxes to make them as compact 
as possible as well as for easy handling. The most 
common way for this packing is, when the front face 
of the box is held towards the body, the left shoe is 
placed in the box first with the heel towards the front 
and the toe pointing away from the packer. It is 
placed on tissue that covers the bottom of the box 
and extends upward to the left side of the box. The 
tissue is then brought to cover the left shoe and the 
right shoe is placed over the tissue with the toe facing 
the salesman and the heel at the far side, over the toe 
of the left shoe. This compact pairing prevents poor 
handling. broken counters and other damage to per- 
fectly good shoes. 

What would happen if a salesman were to be 
charged $5.00 (regular wholesale cost of the shoe) out 
of his own pocket if he broke the counters of a pair 
of shoes that he was handling. Of course, this is not 
the way to correct this situation but management 
could get effective results, especially if the shoes cost 
more than $5.00 a pair at wholesale. The salesperson 
would have a better appreciation if he were made to 
understand that the loss was coming out of some- 
hody’s pocket, maybe his own. He would then realize 
that fresh. well-kept shoes are much easier to sell at 
normal prices than mishandled shoes at a loss. 

When white and lighter shoes are handled. care must 
he taken so that they will not be soiled unnecessarily. 
Tissue paper should be used at all times for protection 
and to keep the shoes looking fresh. Lipstick also has 
a way of getting on light colored shoes. This should 
be removed before the shoes are shown to the next cus- 
tomer. Nobody likes to purchase shoes that they know 
have been shown and tried on by others before them. 
How many times have salespeople been asked for “‘a 
fresh pair that has not been tried on yet” -even if thes 


are satisfied with the shoes they are trying on. There- 


September 15, 1958 


By SEYMOUR HELFANT 


Manager, Smaller Stores Division, N.R.M.A. 


fore, cleanliness and proper handling should be the rule 
of the day so that the merchandise will always look 


fresh and be desirable to the next customer. 


Replace Loosened Ornaments 


If ornaments fall off the shoe, they should be re- 
placed immediately even though the shoes are not being 
shown at the time. If the salesperson waits for a new 
customer before he readjusts the ornament, the next 
sale can be lost because there was no time to waste 
with an ornament. 

The shoe salesman must help keep accurate records 
on inventory, for control as well as for purposes of 
reordering desirable numbers. In many stores inven 
tory is taken carefully at least once a week. The sales 
person’s cooperation is very important. 

Another duty of the salesman is to keep careful 
records of sales, especially in the children’s field, so 
that notices can be sent out at the proper times for 
check-ups. Parents look forward to receiving check-up 
notices when they are due. As a rule, they lose al! 
track of time and realize that it is time to check Suzy’s 
shoes only when the mailman brings the notice. Also. 
birthday records must be kept carefully. Birthday cards 
are an effective promotional stunt. Children look for 
ward to receiving them and some stores even invite 
the small fry to return to the store with the card to 
receive a gift. Other stores send eift certificates for 
$1.00 with the card which is good towards the purchase 
of a new pair of shoes. 

Customers must be notified as soon as special order 
shoes are received. Each salesman usually handles his 
own customers. Telephone calls must be made and post 
cards written just as soon as “specials” are received 

Kach salesman should) know his) customers well 
enough so that when new shipments come into the 
store. he will know which customers to phone that new 
and “interesting” shoes have been received. These 
calls usually result in sales because customers are flat 
tered by the attention of the salesman. 

It is the duty of the salesperson, where there is no 
specific personnel to handle complaints and adjust 
ments. to perform these duties himself to the satisfae 


CONTINUED ON PAGE 76 
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OLOR 


other 


coordinations between footwear and 


fashion accessories tend to create mul- 


tiple sales for a store while increasing shoe 
wardrobes in general.” This is the belief of George 


Potashnick, for all 


shoes at Stix, Baer & Fuller, St. Louis department 


divisional merchandise manager 
store. 
Pointing out that many women are “afraid” of high 


Mr. 


“planned coordinations simplify 


are shown how to wear them. 


that 


colors unless they 


Potashnick 


said 


customer shopping while giving meaning to specific 


color or material ideas.” It is a well-known fact, this 
prominent shoe retailer points out, that footwear sales 
have been lost because the customer could not find the 
matching handbag or another coordinated item. There- 
fore, planned promotions are especially vital to large 
operations where many people do the buying. 

That Stix, Baer & 
reputation for color promotions is a fact well known to 
St. Louis shoppers. 


Fuller has established a fashion 


And that Stix’s firmly believes 
that THIS is the fall for colored footwear is proved 


by three successful August promotions tied-in closely 


with other accessory items. One presentation was en- 
titled Mississippi Browns,” a theme provided by the 
city's riverfront locale; another on “great, great Green” 
explained the neutral qualities of this color: the third 
projected the young point of view by exploiting six 
high colors for back-to-school wardrobes. 

This latter promotion proved to be an explosive one. 
Geared to a volume price level. it was inspired by six 
the Haus of Krause “PIG-MILLION” 
brushed pig line Blue Sage. Gold Nugget. Gila 
Scarlet Maverick Black 


Thunder. 


colors in 


Green. Feather. Brown and 


| CONTINUED ON PAGI 


78] 


Main floor shoe department display with six 
shoes in the six featured colors. 





Accessory display cart centrally lo- 
cated near escalator on main floor. 


Left: Stix’s promotion, coordinated 
shoes, hosiery, gloves and blouse in 
colors, and two featured shoes: a 
one-eyelet flat with tasseled leather 
laces and fringed tongue and a 


Blouse department’s outstanding display fea 
youthful bal oxford. I I zn 


turing shoes, handbag, hosiery. beret and 
jewelry in coordinated promotion colors. 


Fashion Store 
Goes All-Out tor Color 


Shoe, Accessory and Blouse Departments at Stix. Baer & Fuller Join in a Back- 


to-School promotion of the six colors featured in Pigmillion Pig. 
by GERALDINE EPP 


Leather handbags and jewelry featured in the promotion in coordinated colors. 
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Remodeled Store Adds Men's 


Greater Customer Satisfaction Is Achieved and Sales Are Increased in Erie, Pa., Store. 


by Acknowledging and Gratifying the Divergent Shopping Instincts of the Sexes. 
; ying a PI 








The Budget Basement, a sales room, is colorful and at- In the Children’s Area: a random effect is achieved by 
tractive but the aura is strictly business. Displays are furniture placement. The decor is colorful and stock 
spotted throughout but minimized. Stock is in the walls. easily accessible; parents are assured of minimum wait- 
Entire family can be shod. ing time for children’s fitting. 
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NDIVIDUAL entrances to the men’s, women’s and 

children’s departments are one of the outstanding 

results of complete remodeling of Howard Shoes at 
10th and Peach, Erie, Pa., promoted as Erie’s only com- 
plete department store of shoes for the family. 

Various departments in the remodeled store are clearly 
defined by individual decor, layout and seating arrange- 
ment. The business was acquired by Howard B. Levine 
in November, 1955. Mr. Levine immediately made plans 
for the extensive remodeling project. He set out to create 
“one of the most beautiful shoe stores in the nation.” and 
feels he has acomplished this objective. 

The stocking system and layout of the entire store were 
revamped to conform with the proper “flow.” as con- 
ceived by Harry Koepke of the Florsheim Shoe Company. 
Chicago. Interior decoration was by Anita Hoffer of 
Erie and Chicago. 

The revamped store has nine large display windows. 
Windows looking into the main women’s salon. now 
named the “Holiday Room.” have been opened up to afford 
a complete view of the selling area. An accessory bar is 


another new feature of the women’s department. 


The new men’s section has its own entrance and win- 
dow display area. The atmosphere in the men’s depart- 
ment appeals to the male shopper, with simple decor and 
quick availability of stock. By contrast, the women’s sec- 
tion stresses a salon atmosphere. 

The children’s department is laid out and decorated 
in a manner appealing to the young shopper. with a very 
informal seating arrangemnt and stock within easy reach 
of clerks, cutting down waiting time. 

The downstairs store, offering budget footwear. also 


has been completely remodeled. It features a decor and 


layout that rivals that of many upstairs sections, 

In designing the new store, Mr. Levine put particular 
emphasis on having suflicient stock space. The result is 
that peak inventories can be handled with ease, simplify 
ing the merchandising operation. 

A separate display or art room is provided for window 

[CONTINUED ON PAGE 76} 


and Womens Shopping Areas 


Above Left: Women’s Area, the street 
window is “opened” and provides a com- 
plete view of the women’s salon. Directly 
in front of window is the accessory bar. 
The atmosphere is one of decorum and 
restraint. 


Above Right: Casual Section, a special 
section of the women’s area is devoted 
to casuals. A more “homey” feel is pro- 
vided by cottage or suburban wall deco- 
rations. Greenery is used in partitions. 


Right: Separate Entrances. The highly 
individual character of the men’s and 
women’s sections of Howard’s Shoes is 
pointed up by the window displays. The 
store has nine large display windows. 
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Leather Footwear 
ndustry in India... 





The Honorable 
LAL BAHADUR SHASTRI 


HE PRINCIPAL LEATHER IN 
INDIA, as in for the 


production of footwear. About two-thirds of the 


USE OF 
any other country, is 
entire quantity of leather utilized within the country 
is accounted for by the leather footwear industry. The 
production of footwear covers Indian and Western 
types which are machine- as well as hand-made. The 
total production of leather footwear of all types in 
1957 has been estimated at about 93,000,000-95,000,- 
000 pairs. Of this, it has been estimated that about 
16,000,000 to 17,500,000 pairs are of Western type and 
the rest are of indigenous type. 

The bulk of the footwear requirements of the coun- 
iry are manufactured by a large number of small-scale 
and cottage units spread all over the country. The chief 
\era, Kanpur. 


centers of the industry are SJombay and 


Calcutta. 


58 


by THE HONORABLE LAL BAHADUR SHASTRI 


Minister of Commerce and Industry 
Government of India 


EDITOR’S NOTE 


A country that demands better footwear 
and more footwear is a country on the way up. India 
Many of her people are just 
awakening to the added comfort and safety that good 


footwear offers. 


and gets 


is such a country. 


Today, in the cities of India, the per capita con- 


sumption of footwear is but one pair a year for every 
two 


persons. But the rate of consumption is rising 


rapidly. A gain of about 13 per cent in the next five 
This article, written exclusively 
AND SHOE Recorver by the Honorable Lal 
Bahadur Shastri, Minister of Commerce and Industry 
for the India. 
important problems facing India’s footwear industry. 


years is anticipated, 


for Boor 


Government of outlines some of the 


There are at present 12 large-scale organized units 
manufacturing footwear in the country. Their annual 
capacity has increased from 5,975,000 pairs to 6.688, 
OOO pairs of production. The capacity of these fac- 
tories for Indian types of footwear which are hand- 
made fluctuates with demand. 


The present output of leather footwear by the cot- 
85.500,000- 
37,900,000 pairs per annum (12,000,000 to 13,000,000 
pairs of Western type and 73,500,000 to 74,500,000 


pairs of Indian type). 


ige and small-scale sector is estimated at 


‘ 
« 


Targets 

It was estimated that the domestic requirements of 
leather footwear would rise from 85,000,000 to about 
90,000,000 pairs per annum during the First Plan. Be- 
sides, exports were visualized at between 500.000. to 
1,000,000 pairs. Accordingly, the production target 
was envisaged at 91,000,000 pairs to be achieved by 
1955-56. 

As regards the present pattern of demand in the 
urban and rural areas (urban population 67,200,000 
and rural population 316,800,000 according to the 
ratio disclosed in the 1951 Census), it is roughly esti- 
mated at one pair per annum for every two persons in 
the former and one pair for every five persons in the 
latter. This indicates that there is a wide disparity in 
the use of footwear between the urban and rural areas 
and that it is primarily through increased use in the 
jatter that any stimulus could be 


significant given 
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.. « The Fabric Footwear Profits Are Fine 


come join the Fu 


With The Bristolite Line 


September 15, 1958 


Weekends ore fun . . . but weekdays are 
fun, toa, when sales are up and there’s a 
tidy profit at the end of the week. Build those 
profits this season with eye-appealing fabric 
and canvas footwear by Bristolite 


Casual living demands casual footwear 
comfort. . . smart styles . low prices. 
Bristolite has it! Ask your jobber to show you 


the Bristolite line 


Write For Catalog 
of fabric and canvas footwear fashions. 


BRISTOL MANUFACTURING CORPORATION 
BRISTOL, RAO Se Pea aw o 
‘Where Teamwork Builds Fine Footwear’ 





(Bll makes news in 
= WOUDAY 
_ , S® SHOES 


Black Patent Leather 


exciting new high style party shoes 
bring big profit opportunity! 


Here — fresh off the designer's drawing 
CHEMISE 
Hock Patent teether board — are brand-new, never-before-shown 
Blue Star styles that simply crackle with 
fashion excitement. These vivacious young 
Styles will sell, sell, sell to the party-goers 
of your town. And with all their quality 
features, they're priced to retail at 


the big-selling $5 to $6 level. 


CINDY 
Black Patent Leather 
Black Smooth Leather 


*FANTASY 
Black Nylon Velvet; 
Black Raspberry Patent 


SPICE 
Black Patent Leather 


IN STOCK 


SAME DAY SERVICE 


Write, wire or phone collect today for complete information about a franchise in your city 


"Ready October 15th . 
BLUE BONNET SHOE COMPANY, MANUFACTURERS, 5 FRANKLIN STREET, LAWRENCE, MASSACHUSETTS 
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Tape Tells the Tale 


An ingenious method of correcting minor non-crippling gait defects employs 


temporary and easily applied wedges made of successive layers of adhesive tape. 


ETAILERS who specialize in the fitting of chil- 


of the 


strangest paradoxes in the entire field of health. 


dren’s shoes are confronted with one 
We could play an important part in its solution. 

In the last twenty years orthopaedic medical prac- 
rice has advanced to a point that we rarely see a 
crippled child anymore. Even when the parents cannot 
éflord the necessary treatment, the Society for Crip- 
pled Children, the Polio Foundation or a Service Club 
quietly foots the bill. There has been no fanfare. but. 
f you are not convinced that a wonderful job is being 
done, try to remember the last time you saw a crip- 
pled child on the. streets. 

\t the same time shoemen see an_ ever-increasing 
number of children with minor non-crippling defects 
such as pigeon-toe and splay-foot. Doctors often joke 
about the fact that they have a sure cure for pneu- 
These minor 
gait cold 
except that the after-effects of the cold seldom make 
Foot 


monia but none for the common cold. 
defects could be likened to the common 
anyone uncomfortable for the rest of his life. 
defects can and do, 

The writer has discussed the problem with upwards 
of 70,000 doctors a year for more than four years.* 

There can be little doubt that early diagnosis is the 
reason for the wonderful results obtained in treatment 
of the severe crippling defects. The defect that can be 
seen at birth is often under treatment within a week. 
We hear it said that each week of delay means an 
added month of therapy. 

Why don’t doctors diagnose and prescribe for the 
minor defects? Because almost every child has some 
If a 


pediatrician wanted his babies to walk “normally” he 


little eccentricity when he first starts to walk. 
would have all of them in braces. Can you visualize 
his waiting room? 

The only sensible thing to do is to give the child a 
chance to outgrow the defect. but the difficulty here is 
deciding how much time should be allowed. Most of 
the bitterness that we encounter in the shoe store is 
from parents who postponed treatment until the defect 

*EDITOR’S NOTE: Mr. McKee represented Vaisey- 

Bristol Company at Medical Conventions. 
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by JOHN MeKEE 
McKEE SHOES, LORAIN, OHIO 
was well established. “Maybe 99 out of every 100 do 
outgrow it but my boy didn’t and he is the one 1 am 
interested in.” Sound familiar? 

Lacking prophetic vision we should agree upon som« 
approximate age when a child’s foot should straighten 
out. | think that telling a mother that a four-year-old 
will outgrow a defect is wishful thinking. It is just as 
likely Because 


to become more pronounced, every 























ul 


The Sincock method uses standard corrections, the ef- 
fectiveness of which can be pretested with wedges built 
up with adhesive tape; eight layers of tape make a 
\,-inch correction. 


phenomenon that occurs consistently in Nature serves 
some real purpose we can reason that the purpose of 
the constant running of childhood is the strengthening 
of muscles. This perpetual motion begins soon after 
babies learn to walk and every precious moment of il 
is beneficial if the feet function properly. 1 suggest 
that not more than three or four months of this amaz 
ing activity be allowed to pass before we take measures 
to correct faulty gait. 

Doctor Henry A. Wisconsin 


pediatrician who studied engineering before entering 


Sincock, Supe lor, 


medical school, has conceived a wonderfully simple 
method of correcting minor gait problems with ad 
hesive tape wedges. Eight layers of tape make a wedge 
of one eighth inch and because each layer is applied 
inside the edge of the preceding layer these edges give 

[CONTINUED ON PAGE 82 | 
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Whats In A Shoe 





And How To Sell It 


LATHER is world’s second 
oldest 
When 
food 


immediately 


the 
consumer product, 


apple, the industry was born. 
When, 
Adam donned fig-leaves, this was soon 
the 
practical tanned animal skin. 
leather “industry” 
far bac k as 
history can be 
the 
was the basic attire. 

As to 
first material ever used for this pur- 
But 


“new” today as they were when first 


after. she and 
durable and 


And the 


For as 


replaced by more 


was born. 


human and sub-human 


traced, into the cave- 


man days. tanned animal skin 


footwear. leather was_ the 


pose, our shoe feathers are as 


used. The constant research and turn- 


over of new technical developments 


Grained Side Leather 


Kve took a bite of the 


* 


iy 


Y 


ve ds 


each year give us new versions of 
leathers that make this the most prac- 


tical yet exciting of shoe materials. 
What Is Leather? 


What is leather? Its the 
skin of an animal. But that, obvious- 


tanned 


ly, is a deceptively simple definition. 


Examples of differ- 
ences in grains or 
surface features of 
different kinds of 
leathers, giving 
each type a “char- 
acter” of its own. 


Photographs for 
this article courtesy 
of Leather Indus- 
tries of America. 


Lizard Cabretta 


‘To convert the skin of an animal into 


leather is a detailed and complicated 


process combining both art and 


science. 
of the 


skin of just about any creature—bird, 


Leather can be made out 


beast or fish. 

Ikach kind of skin, when tanned, re- 
sults in a leather with its own unique 
characteristics. It may be tough like 
an elephant hide (four inches thick) 
or delicate like the skin of a baby kid 
or unborn calf. 

Leather is used for countless articles 


shoes, handbags. waistbelts. wal- 


lets, gloves. industrial belting. hats, 


garments, upholstery, countless novel- 
For example, during World 
War II, over 700 different military 


items made use of leather. 


lies, ete. 


the 
is used in 


But about 83 cent of all 


leather made in the U. S. 


per 


shoes. Leather might well be termed 
the backbone the 
footwear industry, not only from prac- 


of footwear and 


ashion 


Shrunken Calf 
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viewpoint as well. Some 650 million 
feet of upper stock and 250 million 
pounds of bottom stock and welting 
are used by the shoe industry each 
year. This leather is valued at around 


$800 millions. 


Where Is Leather Used? 
Now, as weve noted. each kind of 
skin 
with its own 
There 


which 


animal converts into a leather 


distinctive characteris- 


tics. are many parts of the 


shoe utilize leather. For  in- 
stance, uppers, outsoles, insoles, welt- 
ing, laces, linings, ornaments, trims, 
heels, counters. etc. Not only does 
each of these components require a 


different kind 


accord with 


of leather to serve in 
but 
often 


For ex- 


functional needs, 


various types of leathers are 
required for the same use. 
ample, shoe uppers may be made of a 
wide variety of leathers: cowhide (side 
leather), calf. kid. horse (cordovan), 
pig, snake, alligator. lizard, kangaroo. 
sheep, deer or elk (buckskin), ostrich, 
shark, ete. 

Cowhide (known as side leather 
because the hide is cut in half through 
the center of the backbone to become 
two “sides”) is the leather most used 
in shoes. and perhaps the most 
versatile. 

Each type of leather comes in vari- 
ous grades of quality, or sizes, or 
weights. This depends on a number 
of influential things: for example, 
where and how the animal was raised, 


or the particular part of the hide or 


Upper Left: Leather-making starts with the 
raw. wet hide. such as seen here being 
made ready for the complex tanning proc- 
ess which will convert these raw hides into 
leather. 


thove: The finished leather is now sorted 
or graded by quality and size standards, 
which determine the price. 


Right: Finished leather in display at the 
New York semi-annual Leather Show 
where the season’s new leathers and colors 
are exhibited for shoe manufacturers and 
stvlists. 


Leather .... 


Every Year Research Provides Something New In This Age-Old Material; 
Annual Consumption In Shoe Industry Alone Is Valued At $800 Million. 


by WILLIAM A. ROSSI, FIELD EDITOR 


skin from which the leather is made: 
or Whether the hide or skin has been 
subjected to disease or injury: or how 
the skin is flayed (taken off) from the 
animals back: or the season in which 
\s the 
saying goes. you can’t make a silk 
And so the 


basic quality of the hide or skin large- 


the animal is slaughtered: ete. 
purse from a sow’s ear, 
ly determines the ultimate quality of 


At the point of 


origin of the hides or skins. such as 


the finished leather. 


in the meat-packing houses, the skins 


are sorted and graded by size and 
quality, and are sold to the tanners 
on this basis. 

The special treatment that is given 
to leathers during the tanning proc- 
ess can also result in a wide variety 


of textures and grains. For instance, 


» 
Y 
! 


: 
: oi a 
% 


y oO 
y 


cowhide or side leather can be made 
into a firm texture or into a soft, sup- 
ple glove-type leather. by virtue’ of 


the tanning treatment eiven, 


Determining Leather Quality 
skin. by 


herent characteristics. 


each raw virtue of its in- 


will result in a 
particular grain or surface when fin 
Usually, the finer the “egrain’ 
is folded. the better 
\ calfskin. 


finer 
better 


ished. 
when the leather 
the quality of the leathe 


for example, will show a eran 


than a cowhide. Or a vrade 


of cowhide will have a finer erain 


than a poorer grade. In fact. there is 


now a device and method which 


“counts” the wrinkles or grains in a 
piece of leather, helping to ascertain 


its quality. [CONTINUED ON PAGE 79} 
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4-1183 Sizes 242-6 
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3-1129, 6129 Sizes 11-2 
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Many Factors Boom 
Denver Shoe Retailing 


SHOE business boomed in Sep- 
tember. Back-to-school business ac- 
counted for a large share of the 
sales, yet high fashions and staple 
wear for men and women were sell- 
ing in volume. Three other reasons 
for the activity in shoe-selling 
were: 1) the new shoe shops and 
stores that had opened in August 
in Denver, Greeley, Leadville and 
other cities, 2) added purchasing 
power on the ‘West Slope” follow- 
ing a bumper peach crop, and 3) a 
much rosier employment picture. 

The opening of the new $8 mil- 
lion May-D&F Department Store 
here was a boon to downtown busi- 
ness everywhere, doubling and even 
tripling traffic past other stores and 
shoe shops. Shoes were among the 
most active categories in the open- 
ing days of the new store, and this 
trend was repeated in other stores 
selling men’s, women’s and chil- 
dren’s shoes. Fontius Shoe Com- 
pany, one of the West’s largest in- 
dependent shoe retailers, followed 
May-D&F opening with a fanfare 
announcing the completion of the 
downtown store’s big remodeling 
program. 

Fashionwise this fall, the story 
is “green,” from olive, dusty Corsi- 
can, to moss, willow and deep Tar- 
tan. As a leading buyer said, 
“Women are buying colorful, youth- 
ful shoes as never before.” While 
black is leading, and brown shades 
are second, green is a strong third 
in women’s fashion wear here. Navy 
interest has been good. Interest in 
suedes is lagging, as more women 
are buying smooth and glace calf- 
skin. Delti silks in beige and green 
tones have been selling in volume, 
and mulberry has been popular in 
both smooth leather and suede. 

In many shops, high heels and 
mid-heels have been selling equally 
well. One store reported activity in 
14/8 Louis-type heels in short T- 
strap numbers. Another buyer said 
that much interest has been noted 
in the $24.95 bracket with these 
shoes outstanding—a blue, red or 


black calf T-strap, closed toe shoe 
with suede piping and a slim low- 
ered heel to balance the rising hem- 
line, a black suede closed shoe with 
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satin baby strap and jeweled but- 
ton and a calf-trimmed suede pump 
with lowered heel in curry and red 
rock red. 

Colored boots have been selling 
for the back-to-school crowd. Teen- 
age girls bought in volume 
new lightweight black buck 
with grooved crepe soles and hooks 
and eyes, lancer type bals with hard 
and pointed lasts in grey 
buck and white buck. T-straps and 
skimmers appeared to be slipping 
except those styled with front bars 
or other new treatments. 

For college and older high school 
boys, the play has been in two-eye- 


also 
bals 


soles 


let desert or bingo boots in natural 
colors with cushion crepe soles, and 
also on the new square toe casual 
loafers, both with buckles and in 
plain styles. Young boys are still 
prefering standard black oxfords, 
saddles and loafers, while dirty 
buck oxfords have made a hit with 
little boys. Swivels and black and 
white lightweight saddles are sell- 
ing best for little girls. 


Back-to-School Trade 

Early at Milwaukee 
BACK to school business at Mil- 
waukee started a week or so earlier 
than normal and hit good levels. 
Volume was expected to exceed last 
year’s figures. Swivel straps, loaf- 
ers and saddle shoes proved to be 
top items for the young girls’ trade. 





JAY THORPE 21 cst 57 





Points at all angles are emphasized to 
bring home a style note in this ad by 
Thorp, N. Y. (5 cols). 





Black loafers, with three-eyelet ties 
the depart- 
ments; demand = for 
styles were below expectations, and 


moved best in boys’ 


“shoe-lock” 


dirty buck volume took off at a 
promising pace. 
Indications point to a fine sea 


son for men’s fall footwear. It looks 
as though dressy slip-ons will con- 
tinue to gain in popularity in the 
young men’s lines. Men’s square toe 
shoes continuing to make a 
favorable impact. 

Ladies’ shoe business wound 


are 


up 
the summer on a spotty note. Dol- 
lar volume and pairage slipped a 
few points in outlets all over town 
yet several fashion outlets claim 
that their salon shoes were hitting 
sales figures nearly 10. percent 
above last August, with better shoes 
selling particularly well. Stepped 
up ad budgets were being thrown 


into the battle in an attempt to 
snap consumers out of their leth- 
argy. 


Salon buyers noted evidences of 
customer interest in early fall pro- 
motions of deep, V-throat pumps, 
and a swing to 24/8 heels in tail- 
ored numbers. Casuals in brushed 
leather were also showing profit- 
able activity. 

According to several buyers, the 
sack look has failed to become en- 
trenched in this apparel market; 
but the leggy, elegant silhouette 
has succeeded in casting a potent 
influence on footwear tastes. 

Black calf skin continues to rate 
at the top of the sales charts. Good 
bets for fall in this area are rust, 
subtle of the 
Also luring a lot of 


and other variants 
brown family. 
interest are deep greens and deep, 


royal blue. 


Chicago Selling Seen 
‘Coming Into Its Own 
THE 


is gradually 


Chicago retail shoe busi 


ness coming into its 


accelerating so that 
slightly 


own. Sales 
they 
ehead of 4 

Last September sales 


are 
unre expected to run 
year “go. 

were on the 
downgrade. The upswing, which be 


gan in April, has continued. 


Cool and wet weather retarded 
the sale of whites and other hot 
weather summer type shoes. But 


CONTINUED ON FOLLOWING PAGI 
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sale of dark shoes has been sus- 
tained, so much so, that inventories 
have reduced. Early selling 
was sparked by college types and 
children’s Women’s | style 


shoes are now coming into the pic- 


been 
shoes. 


ture. 

The decline of the past year was 
probably not as severe in Chicago 
as in certain other large metropoli- 
tan One of the economic 
strengths of the Chicago area is 
the great diversity of manufactur- 
ing industries located here. Thus, 


areas. 


although some industries have been 
hit, the have not 
general. Throughout, there 
has enough business to at 
least sustain most stores. 
The chief effect has 
greater activity in popular priced 
and budget shoe 
departments actually showed sales 


hard reverses 
been 


been 
been 


shoes. Basement 
increases in some instances during 
the period, and this trend is con- 
tinuing. The $4 and $5 market for 
children’s Goodyear welt has, for 
instance, become extremely com- 
petitive, and Stores 
with good size and style selection 
in this price range have been doing 
exceedingly well. There is general 
recognition of the fact that the 
public is “value conscious.” Thus, 


also active. 


there have been more strong price 
promotions, especially in children’s 
shoes. 

Action of the mail order houses 
is watched as indicative of the con- 
climate. 
have already issued sale or “extra 
These 
reductions in 
the fall 
distributed 


sumer economic Several 
contain 
merchandise 
catalogs which 
Ist. Shoes 
did not play as important a part as 
other soft but they 
been included. 
Some work 
trom $6.99 to $5.96, engineer boots 
from $10.00 to $8.96, and 
dress leathers from $5.99 to $5.50. 


value” catalogs. 
price 
listed in 
were July 


goods, have 


shoes have been cut 


men’s 
shoes there are cuts 


dollar 
and 


In children’s 


of as much as a on some 


conventional 
oxfords, 


saddles, 


two 


classic 
patterns in tone 
straps, and ties. In women’s shoes, 
there reductions 
alligator tailored pumps, 
sweater, and baby doll pumps, as 


are some on 


grains, 


well as the basic comfort shoes. 
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Some of the newer fashion novel- 
ties, however, presented as 
special values rather than reduc- 
tions. These include open back T 
straps, peaked tongue flatties, ivy 
league pumps, ribbed soles, and in 


are 


sport shoes, ribbed sole snap-locks, 
hook and the new pony tail 
step-in, and ribbed sole gores. 


eye, 


Cool Weather, School 
Hike Minneapolis Volume 
BUSINESS in Minneapolis has 

picked up considerably due princi- 
pally to the cooler weather and the 
back to school activity. 

Black suedes with a pointed toe 
were a major sales leader in women’s 
Heel heights in these were 
and 24/8. Closed heel and 
was generally the rule 
but in other 


shoes. 
23/8 
closed 
not only in 
leathers as well. 

There also was interest in the slim 
junior heels—18/8 and 19/8—espe- 
cially in black calf and brown calf 
numbers. One store reported that 
brown reptiles had moved very well. 
Imported casuals styles also were 
good. Black was the No. 1 color in 
these followed by brown. 


toe 
suedes, 


The same color trend was true in 
the dressier styles. Several stores 
that although black was still 
No. 1, brown was very close in color 
preference. Red also began to show 
some life again. In the high style 
reported to be a 


said 


shoes green was 





| ae 


| 


| 
Sem STON ARI OND «STEERS CRUE | 


HEAVENLY COMFORT 
-.. AND FASHION, TOO 








Comfort is the dominant theme; it puts 
“a smile on your face."" The Emporium, 
San Francisco (5 cols). 


good shade. 

A major loop department store 
said that it had done a big business 
with a black wedgie with white pip- 
ing and “couldn’t keep it in stock.” 
Other mentioned that they 
were selling many casuals for ‘“‘back- 
to-school” wear. Flats were said to 
be moving well. 

Most stores and shoe departments 
reported that business was at least 
as good as a year ago at this time; 
a few situations said that their vol- 
ume was slightly above last year’s 


stores 


comparable period. 

In children’s shoes the activity 
“back-to-school.” 
black 
girls. 
good 


also centered on 
There was a big demand fer 
nylon velvet saddle shoes for 
Black was said to be a 
color in boy’s shoes. Shark tip num- 
bers were and the 
styles were moving very well. Gen- 
erally, there was emphasis on dura- 
bility in buying boys’ shoes. 

A major men’s store said that its 
shoe business was concentrated on 
casual and “back-to-school”? numbers 
for young men. Bucks in the chukka 
boot style had sold well and also 
oxfords with heavy red rubber soles. 
Loafers also were good sellers. Dress 
shoes has just begun to move the 
end of August. Other men’s shoe 
stores were just finishing up their 
summer sales before stressing fall 
merchandise. Men’s business 
was generally on a par—in some 
situations a little ahead—with that 
of a year ago at this time. 


also 


good, shoe-loc 


shoe 


Wardrobe Concept Boosted 

By San Francisco Sellers 

A CLEVER pian to increase the 
size of shoe wardrobes is being con- 
ducted by some leading San Fran- 
cisco shoe retailers. 

The 
the shoe wardrobe for all occasions. 
While this is not a planned coop- 
erative merchandising plan among 
the various shoe retailers, a num- 
ber of them are using it individu- 
ally. The idea is a good one that 
all could profitably use. 

Sommer & Kaufman 
three different models in 
vertisement, the first a perforated 
T model calf in brierwood or black 
calf for morning wear; the second 
for noon and afternoon wear 
a zebra stenciled calf number in 
red, brown or gray, with closed toe 

[CONTINUED ON PAGE 69] 


overall idea is to promote 


featured 


one ad- 
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“ SO f21CH = .so LAGHT 


go FASHION- RIGHT 


TRADE - mann 


by BREZNER 


THE SHOE OF TOMORROW .. . TODAY 


This design is available to shoe 
monufacturers. Write for your 
free sketch TODAY ! 


At first look . . . at first touch you know. This is the 
Continental Excitement you ve been looking for to inspire your 
high style footwear for men, women and children. A luxurious suede-like, 


shadow-tone leather, Napoli is a designer's delight... a customer's 


reason for insisting on your shoe styles. 
A wide selection of high fashion colors and pastels. 


Send for swatches or contact our representative ... TODAY! 


THE BREZNER DIVISION OF ALLIED KID 


145 South Street, Boston 11, Massachusetts 


COMPANY 


"Fashion Right Leathers from our Tannery, Penacook, New Hampshire ' 


ST. LOUIS, MO CINCINNATI, 


OHIO 
H. B. Avery Co 


John A. Spille Co 
PHILADELPHIA, PA MILWAUKEE, WIS ROCHESTER, N.Y LOS ANGELES, CALIF 
Schoenberg Leather Co Harold |. Stewart Graham Bros. Sale Russ White Ce 
MONTREAL, QUE CANADA Handbag Representative 
Stockton & Sedgwick 


NEW YORK 


MIAMI, FLORIDA 
Homer Bear 


RIENTAL EXPOR 
Jack G. Mendelsohr 


eibman & ¢ 


Representatives in All the World's Leading Leather Markets 
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TRADEMARK 


gives you all the carefully selected colors 
SPECIAL found in hand-made Western boots — 
\ VO OUNT now available at popular prices, and . . . 


eo ALL STYLES 
an >> ALWAYS <\< 
| IN-STOCK 


WHY RISK LOSING SALES when you can get immediate shipment from the longest, most color- 
ful Juvenile Cowboy Boot line in the country? 





You must HAVE boots to SELL boots — and COLOR sells the young ‘‘cowboy’’. The Q-D line 


offers you a choice of 99 colorful styles, popular-priced to give your customers honest value, 
and IN-STOCK now for the big selling season ahead. 





ORDER your Q-D Brand Cowboy Boots now — start selling them now! 


a 
ooh FREE 


ye STON 
\qONgaY | DISPLAY CARD 
gnoTs 


with all 


orders 
on 
| 
Style 6008 
Genuine Kid Top | Style 417 
3-color underlay Ye | Fancy Stitched 
Also Round, 1 Also Square, 
Pointed Toe 


Pointed Toe 


SEND for Catalog and 
Dealers’ Price List TODAY 


QUINN & DELBERT BOOT MFG. Co. MARLBORO, MASS. 


Specialists in the manufacture of fine juvenile boots 
Juvenile COWBOY Boots ... © CHUKKA © WELLINGTON 
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¢ COMBAT ¢ ENGINEER Boots 
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and heel, semi-T strap type. These 
models were priced at $16.95 and 
$19.95. The third, for evening wear, 
was a black suede garnished with 
satin, and also available in black, 
dark brown or red calf with con- 
trasting trim. 

Most of the new fall numbers 
being shown are emphasizing the 
slender pointed toe. Heels, too, are 
slender, both high and medium. 
The midheel is being recommended 
for the new higher-hem dress styles, 
along with a snug fitting lower cut 
closed model shoe. 

There is an abundance of color 
but not in a flashy way. There are 
black and brown suede and calf 
numbers with a thread of gold 
metal at toe and heel. Also black 
kid striped with red or gray suede, 
and black calf with red, green or 
sand trim. The price range is from 
$13.95 to $36.95. 

The shoe wardrobe idea was also 
used in the Back-to-School promo- 
tions. There are flats for daytime 
and class room wear, and slender, 
mid-heel dressy numbers patterned 
after the adult models for social 
occasions. In the flats category 
were featured two-way brushed 
suedes with a mottled two-tone 
look, in shades of chestnut, sienna, 
persimmon, beige, camel and loden 
green. Also grays to match gray 
outfits. 

For decorations there are turned 
out seams, fringed tongues, and 
stitching in contrasting colors. 
There are also hook-and-eye models 
in tan, black or red plush suede; 
dirty buck shags; the standard 
saddles in brown and white or 
black and white also the soft 
models, some with soft soles of belt 
leather. 


School Trade Brightens 
St. Louis Retail Scene 

SHOE retailers in St. Louis are 
encouraged. A good majority of 
stores in both downtown and sub- 
urban locations report that back to 
school business is running equal 
to or a few percentage points ahead 
of last year. “Of course,” retailers 
are quick to add, “there are more 
kids this year!” 

With favorable weather, traffic 
has been good and multiple sales 
many. Children’s departments 
downtown won first response to the 
school push, as over family type 
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stores. Buyers do not credit their 
promotional programs for this; 
rather, credit goes to the fact that 
school shoes bought in the depart- 
ment stores can be put on charge 
accounts and payment deferred for 
a few weeks. 

Young people’s pairs in family 
type stores began to move steadily 
about August 23, with the pace ac- 
celerating every day. 
type for teenage girls is the light- 
weight, crepe sole, soft sueded tie 
in full saddle, half saddle, or “hook 
’n ladder” treatment. All colors are 
moving including bright red and 
even teal blue. Traditional sad- 
dles, black smooth flats, black 
smooth T-strap flats, and tapered 
toe moc-front loafers round out the 
teen girls sales picture. The very 
slim-footed are sticking to tradi- 
tional saddles because of their 
availability in AAAA’s. 

Black seems destined for another 
sweep with school boys of all ages, 
although high schoolers are major- 
ing in dirty bucks with red rubber 
soles. A surprising number of red 
pairs are selling for grade school 
girls. These include red 
patent tapered pumps with swivel 
straps and self bows, as well as red 
smooth one and two with 
round toe. 

Children’s sales are outdistancing 


Best selling 


cherry 


straps 


geller alligators go Into detail! 


Minute cetal!. you may be sure a tiny brass buckle 
fat bow. call binding! Such smal! marks of distinct 


Gelineste this years alligator shoes a marked contrast ta the p 


Nuno 


Here Alligators are tastefully presented from all angles. 
pointing up the footwear are the gracefully curved lines delineating slim trim 
ankles. Notice attractive detailing. Neiman-Marcus, Dallas (8 cols). 


men’s and women’s to date. Men’s 
stores continue to be disappointed 
in the college-bound trade, which 
should have been a great deal bet- 
ter, than it 
bal brogues, men are choosing cor- 
dovan Scotch grains with 
perforations. Hand-sewn 
toe casuals with very high 
favored in 


dealers say, was. In 
heavy 
moccasin 

rising 
neutral 


tongues are 


antiqued browns and tans. 


Boston Selling Surge 

Seen in Fall Trends 
PROMISE of the brisk upturn in 
sales is apparent in Boston. Favor 
able weather, an early school open- 
ing and strong promotions have 
sparked a new rush of fall 
Most stores find over-all sales 
at least on a par with a year ago 
and a good many report dollar in 
creases varying from five to eight 


busi 


ness. 


per cent. 

Retailers credit part of their in 
creases to the fact that early fall 
promotions of last year were ham 
pered by a newspaper strike in the 
city. However, they feel the combi 
nation of good weather and general 
improvement in the 
ture has added zest to the demand 


economic. pic- 
for children’s shoes as well as early 

fall women’s styles. 
At Thayer McNeil Co. in down 
CONTINUED ON PAGE 8&6 
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These children’s shoes are typical of the 20 pairs worn by active youngsters during a 4-month test. Left shoes were stitched with natu- 
ral-fiber thread—right shoes with nylon thread. Note that rugged nylon seams maintained heel strength while ordinary seams failed. 


Tests show how NYLON seams 
add longer life to shoes 





Today's shoppers are well aware of 


the strength and durability of nylon. 
They know that seams stitched with 
nylon thread produce a better-look- 
ing shoe that lasts longer! That's 
why sales come easier when you can 
point out that the shoes you sell are 
sewn with nylon thread. And nylon’s 
extra strength wins more repeat 
sales, too! 

Many leading shoe manufacturers 
use nylon thread in their continuing 


with stronger thread of nylon. 


FREE BOOKLET:.. 
tion, “How Important Is Thread in the 


. Answers the ques- 


Shoes You Sell?’ Points out the value of 


seam strength in shoes. Your salespeople 
will find this a definite se//ing asset. For 
your free copies write: E. I, du Pont de 
Nemours & Co. (Inc.), 5SI8-N Nemours 
Building, Wilmington 98, Delaware. 


***Dacron’’ is Du Pont’s registered trademark for it 
polyester fiber 





effort to bring you a shoe of top L 4 


qualityandstyling. Totakeadvantage THREAD OF “DACRON’* polyester fiber is nearly 
as strong as nylon and has even greater resistance 
to acids and other degrading materials. That’s why 


“Dacron” is widely preferred in work shoes 


REG Us. PaT. OFF 
BETTER THINGS FOR BETTER LIVING 
... THROUGH CHEMISTRY 


of this extra selling feature, make 
sure the shoes you sell are stitched 


SEWING THREAD OF DU PONT FIBERS gives shoes neater, stronger seams... 


reduces returns...lasts longer...gives added sales advantages 
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Manutacturing News 





New York State 


Provt CTION at many of the upstate New York shoe 
factories continued to average about four days a week. 
But fall improvement in shoe business at all levels is still 
expected, although some estimates have recently been re- 
vised downward. 

Both manufacturing and retail spokesmen hold that 
seasonal factors are still operative. Recent strength in the 
leather market is believed partly due to a revival of in- 
flation talk. So far, the general spirit of caution in the 
industry prevails. 

Instock sales of women’s shoes is a bright spot in the 
merchandising picture. Some factories note such business 
running ahead of a year ago. But the trade generally 
regards this trend as a natural result of careful and lim- 
ited buying for stock. 

Makers of women’s footwear, now planning spring and 
summer lines. are advised by stylists that dressy shoes will 
have very slim and high heels. Instep and T-strap models 
will be emphasized and the tapered and needle-toe trend 
Promises to continue. 
working on the assumption that 
spring colors will be more varied and off-beat than in 


Manufacturers are 


Fern, chartreuse and other yellow-greens 
are believed due for promotion and capable of sparking 
early spring sales. 


recent seasons. 
Bone, celery seed pale chamois are 
picked as good beige tones. 

Stylists predict that blue will be less important, although 
light navy will sell well and turquoise will be chosen for 
some promotional shoes. Geranium, hot pink and some 
magenta will dominate the red family, although reds will 
not be as strong from a sales standpoint as recently. 

Black patent may hold its own or decline in popularity. 
White will sell better next summer, style people say, also 
white with colored trim. Floral prints and textured effects 
should be good. Stylists also advocate a wider color range 
Favored are vanilla ice, 
magenta, poppy red, and the cus- 


for teenage and children’s shoes. 
bone, grapefruit. light 
tomary pink and blue pastels. Swivel straps are seen as 
still good for spring. 


St. Louis 


Many St. Louis producers are only half-heartedly en- 


thusiastic about the and winter season is 
progressing. 
Here are the factors which come into the picture. On 


the plus side. weather is favorable. 


way the fall 


Retail selling has 
opened up solidly all across the nation. Re-orders and 
fill-ins are coming in fairly steadily on back-to-school pat- 
terns, with lightweight. brushed leather ties and 
than-high-heeled black smooth pumps most active. News- 
worthy shoes have received a generous amount of edi- 
torial space in magazines and newspapers. With casual 
and college fashions this fall, last year’s shoe wardrobe 
is definitely outmoded. 

On the minus side, retailers bought cautiously for fall. 


less- 


For the general line houses shipments for the season are 
off percentage-wise as was anticipated. Specialty houses 
report gains, as do at least three women’s fashion lines 
in the popular-priced range. 

Still on the minus side of the picture, the cost of doing 
business edges upward for manufacturers here. With shoe 
prices unchanged, profits are edging downward. Union 
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contracts between the Boot & Shoe Workers Union and 
both International and Brown expire next month. Possible 
price revisions for next spring will hinge on the result of 
the forthcoming negotiations between manufacturer and 
union. 

Production pace is spotty, ranging from a four-day week 
to a five-day week with overtime, depending on the cate- 
made. Packing and shipping depart- 
meeting September delivery dates. 


gory of footwear 
ments continue busy 
Some shipments scheduled for late August were tardy in 
hold off on thei 


local advertising programs a week because their stocks 


getting out. Retailers were forced to 


were not complete. 


New England 


New England shoe factories are busy but the pace is 
not satisfying to all. Reports of early fall sales at the 
retail level are encouraging, however, retail accounts are 
They 


As a result. some face 


still cautious about committing themselves. place 


reorders only when really needed. 
tories are hard-pressed to meet deliveries while others are 
looking around for new cuttings. 

this 


economic 


attitude 
Where 
certain promotions, 
stores have placed hurry-up calls for refills. They 
been content to play it safe on staple items, waiting until 


Retailer caution year stems from a wary 


rather than style picture 


toward the 


items have done well in early fall 


have 


their not too ample stocks are even further reduced. 

Women’s shoe producers keep busy on reorders for low 
and medium priced casual and sport types but find new 
business lagging on novelty styles. Those firms making 
pointed toes and dressy flats for big volume accounts have 
enough to keep them at close to capacity until mid- ot 
late-September and expect reorders will keep production 
lines busy on forward cutting until they switch to spring 
samples. There is already talk of the necessity for a price 
increase next year as material and overhead costs are 
again on the rise. 

Some manufacturers are already planning to reverse the 
recent downgrading trend in favor of item upgrading in 
an effort to This 
upgrading into 


brackets by The 


trend will hold on certain staple items where manufac 


combat the cost squeeze. will involv: 


certain individual styles higher price 


changing specifications. downgrading 
turers are considering substituting less expensive materials 
while holding the price line. 

Men’s dress shoe firms are generally disappointed over 
demand to date and there is litthe in the retail front te 


Most of 


are concentrated on the casual types with even white and 


encourage them as_ yet. their reorders for fall 
dirty buck for back-to-campus wear outselling staple fall 
styles. Most plants are running with minimum inventorie- 
and any sudden climb in demand would find them rushing 
to leather and supply houses for needed materials. The 
low priced factories appear busy and work shoe producer- 
do well. 

Children’s bette 
expected with back-to-school business reported brisk and 


manufacturers have done even than 


reorders arriving at a good pace. Some are even hard put 
to meet deliveries and are wondering when a slack period 
will permit them to changeover for spring lines. On the 
whole, children’s producers in this area expect their fall 
figures will show a substantial improvement over last year 
The outlook for next spril is just as optimistic 


y 
i 


CONTINUED ON PAGE 74 
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CE SKATE OUTFITS 


in your store 


FOR 
LITTLE 


FOR 
JUNIORS —- 


- 


o>. 
=~ LADIES' 
FIGURE 


MEN'S 
HOCKEY 
Ww 


MEN'S FIGURE 


Send for comprehensive 
buying guide 


BOSTON ATHLETIC SHOE CO. 


72 Second St., Cambridge, Mass. 





More of the Same .. . Red Ears? 


THEY used to say: “If you want the truth, go to a child.” 
By that same token, if you want the consumer's reaction 
te your product, the best source should be the consumer 
himself. 

We promised that we would continue to publish the 
answers to the questionnaire that Batten, Barton, Durstine 
and Osborn circulated among the men and women on their 
staff.* Here they are, and more specifically in answer to 
the query: “/f recently you have had a good or bad experi- 
ence when buying shoes, please tell us about it:” 

The men say: 

“Bought a pair of expensive tennis shoes last Saturday 
which cut the back of my heels. Took them to the shoe- 
maker, who built them up inside. Now O. K.” 

“Bought heavy soled shoes from 
Shoe soles wouldn't flex . Too heavy, I guess. Wore 
out tips and heels in no time!” 

“IT bought an expensive pair of heavily advertised En- 
glish shoes. They hurt. I complained. The man said I 


Big price. 


had dropped metatarsals and need arch supports. I said 
all I had dropped was $23 on a poorly-made pair of shoes 
and how about a refund? No dice. The shoes are now 
using up two holes in my shoebag. Ill probably wait a 
couple of years, then throw the shoes out.” 

“Entered the store to buy black business shoes, 
which proved so comfortable I bought the same shoe in 
brown two weeks later.” 

“Went into a New York shoe store. Tried on two or 
three pairs. Didn’t like any of them. Clerk became very 
snarly when he realized this. Vl never go back there 
again.” 

“Three different stores recently insisted that I took a 
different shoe size than the one I asked for. The sizes 
they suggested did not feel right. Turned out they didn’t 
have in stock the size I had requested in the model | 
wanted.” 

“Good experience. Salesman showed me how to make 
sure the new shoe ‘broke’ in the right place over the toes.” 

On the distaff side, the good experiences almost over- 
shadow the unpleasant ones. The general complaints seem 
to center on heel breakage and pointed toes. Here’s what 
they say: 

“Have been having a run of heel breakage. They make 
heels so narrow that they split up the middle when lifts 
are put on!” 

“Recently changed to shoes and was extremely 
pleased with excellent comfort and fit, as I have a difficult 
foot to fit.” 

“Perhaps it comes under the heading of good experience. 
Offer of a card which is punched for each pair of shoes 
hought. Twelve punches entitle you to a free pair.” 

“[ came across shoes. which are a little more 
expensive than what I had been used to paying. But they 
have proved to be much more satisfactory.” 

“My feet were really injured by wearing a pair of shoes 
that had been made ‘narrower’ for me (without my knowl- 
edge) by a salesman who inserted a small pad at the ball 
of my foot, under the lining of the sole. Now, I’m really 
scared to buy a pair of shoes.” 

“IT always have trouble getting cloth shoes tinted. The 
colors never turn out as on the chart and they are always 
spotty.” 

“Purchased a pair of white shoes, but they had paper 
thin soles and burned my feet terribly. Finally had to 
throw them away. They looked lovely, but just couldn't 
stand them. | sure got stung.” 


“Heels on shoes purchased broke within a short time. 
* See the RECORDER for Sept. 1, P. 49 


Boot and Shoe Recorder 





Brought shoes back, since they weren’t worn more than 
three times. No replacement made; but they would put 
on new heels for a fee of $2.50. I can understand if you 
had the shoes quite a while or, careless, did break them 
yourself... .” 

“Good experience: metal lifts—wonderful; and nylon 
heels. Bad... pointed toes tend to curl upward.” 

“Shoes nowadays pull out at the welt before the sole 
wears out. Most annoying.” 


Crosby Square Line Features 
Continental Construction 


Caesar process provides flexibility. 


CONTINENTAL shoe making elements are featured in 
the new line of shoes recently introduced by the House of 
Crosby Square. 

Bench marks, close edges, long sock linings, and com- 
bination heels are among the distinctive factors in the 
new shoes manufactured by what has been named_ the 
Caesar process. The shoes were introduced in limited 
production this fall and will be shown in a complete and 
well rounded spring line at the National Shoe Fair. 

The shoes, as described by a company official, are made 
basically on a Continental construction with some elements 
of a Goodyear welt. German and Italian shoemaking char- 
acteristics predominate. Chrome tanned leather is used for 
the insoles. Right and left short steel shanks, shorter than 
those used in conventional construction, give the shoes body 
and support. yet they remain flexible, it is reported. There 
are no stitches showing on the clear light-weight bottoms, 
which are styled to give the look of a hand turned shoe. 
The combination heel has one corner slashed. and a scal 
loped trim adds the bench mark touch. 

Tags for the shoes bearing a picture of Julius Caesar 
and carrying the name Caesar Process are made to re- 
semble an old Italian coin. 


Surprise Gift 
STOCKTON, KAN.—A surprise gift which Stephen- 


son’s, a shoe retailer here, recently forwarded to The 


LaCrosse Rubber Company, was a 1917 copy of Boor ANb 
SHOE REecorRDER. 

Paul M. Stephenson, owner of the north central Kansas 
shoe store, found the old magazine wrapped around a 
steam pipe in the basement, during a recent remodeling, 
where it had obviously been serving as impromptu insula- 
tion for many years. Cleaned up somewhat, the magazine 
turned out to have one of the first ads of the LaCrosse 
Rubber Company in it. Stephenson turned it over to the 
LaCrosse firm, which was thoroughly pleased with its bit 
of ancient history resurrected from the Kansas store’s base- 
ment. 
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NATIONAL BACK COVER 
ADVERTISING EVERY 
MONTH ON 


LEO'S 
shoes and leo-tards 


brings you high profits, 
fast turnover 


BASic * 
LEO-TARDS 


SHOES 


Same-day shipment 
Free Catalog 
on request 
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Manufacturing News 





Chicago 


PLANS for spring have taken over the Chicago market. 
Many factories are pushing to have a major portion of 
their October 1. They will be presented 
at sales meeting either by or before that time. 
cases there will be some sampling by salesmen on _ the 


lines ready by 
In some 


road. 

At this point some definite trends are on the horizon. 
Currently, business is expected to be good at the National 
Shoe Fair. Most factories are still shipping fall shoes 
and will continue to do so up through mid-October. There 
has been a lag all along the line. Retailers were late in 
placing initial orders. thus factories were late in deliver- 
ies. Re-orders and fill-ins are just beginning to come in, 
and they are going to be late in delivery. 

Meanwhile, retailers have become short on shoes. They 
are expected to approach the National Shoe Fair with 
reduced inventories and definitely hungry for shoes. Since 
they need current shoes, manufacturers who have replen- 
ished their in-stock departments and jobbers are doing 
and will continue to do good business. However, manu- 
facturers are also aware that retailers will want something 
new in spring shoes. There will have to be some radical! 
new developments and interests to spark selling. 

This was a poor year for summer items and spring busi- 
ness was slow in getting under way. Tapered and pointed 
toe are practically basic The little heels are. still 
good fashion merchandise. There will probably certainly 
be some new heel treatments and broadening of style lines 


now. 


in this range. 

There is some rather persistent talk of price increases. 
Labor and materials have crept up, despite the slump. 
The increases will probably be general as to types, al- 
though there have been no commitments as yet. There 
has been some switching in lines and price categories, but 
it has not been wholesale. Moderate price shoes have 
probably been strengthened more than any others in this 


period. 


Thus the National Shoe Fair will see interesting para- 
doxes. Retailers may be shoe hungry, as far as pairage 
goes. But, they will be fussy as to styles. There may be 
price increases, but retailers are going to be shopping, 
ever mindful of value-conscious consumers back home. 


Los Angeles 


THe holiday line is the one that local manufacturers are 
working on and shipments have already started. Indica- 
tions are that when the season has come to a close it may 
prove to be one of the best. 

Crepe, satin, brocade, velvet are highlighted in evening 
and cocktail shoes. The T-strap is going over very well, 
especially when the T is decorative. The shoes are gusseted 
up this year like a circus pony. 

Manufacturers started their back-to-school campaign 
some two to three weeks earlier this year and it paid off 
in many instances. Customer response to the advance pub- 
licity was strong. 

The baby heel was designed for the teenagers but it 
turned out to be quite a seller among young business 
women. It gives the appearance of a high slim heel but 
has the comfort of a flattie. As a result it has been taken 
over by the gal who must be on her feet a good deal of 
the time. 

The flattie is still the sweetheart of the young girls. It 
has brought in the first of the reorders. Very popular in 
black, navy blue and brown, it has continued to be a 
must in the high school wardrobe. Slightly more pointed 
at the toe and with conservative trim it is the darling of 
the factory representatives. Buster Brown reports the 
flatties and the saddles are still their best sellers. 

Cold weather never starts here until December or later 
so the boot type shoe has not done too much so far. How- 
ever, manufacturers believe that ski boots and companion 
casuals will do big this year. There has been a big in- 
crease of interest in skiing the past few years and this is 
expected to up sales in the outdoor line. 





Quick Thinking Made This Sale 
by FREDERICK H. TIMSON 


0\ my first trip to Vermont, as a shoe salesman, I en- 
tered a shoe store one morning full of enthusiasm. The 
proprietor, alone in the store, stood at a bench hammer- 
ing half soles on a pair of shoes. Receiving no response 
to my cheery “Good morning, sir.’ I assumed it was be- 
cause his mouth was filled with tacks. 

I spread my samples in front of him on a bench, and 
launched into a five-minute sales talk, then asked, “May 
I ship you a dozen pairs on each of these ten best selling 
styles?” The man glanced at the display but made no 
reply; just kept on driving tacks. Rather puzzled, | gave 
him another five-minute sales talk and again repeated my 
question, Still no answer——just the tapping of the ham- 
mer. This time | was considerably peeved at not receiving 
any reply. Once more, however, | praised the quality and 


special features of my shoes, loudly and forcibly for sev 
eral minutes, and then inquired, “May I send you a dozen 
pairs of each of these ten styles?” 


Now. thor 


oughly exasperated by the stubborn silence of this man. 


For the third time, there was no answer. 


1 cast all caution to the winds and angrily demanded an 
explanation. The expression on my face must have shown 


him T was mad, as, picking up a pencil and a pad of 


74 


paper, he scribbled something on the pad and handed it 


to me. It read, “I am deaf and dumb.” And—was my 
face red. 

For a few seconds, | 
there wasn’t a chance in the world of selling shoes to a 
man who was deaf and dumb. Then I remembered that 
back in grammar school, a bunch of us fellows had 
learned the deaf and dumb alphabet, and that when the 


looking, we used to converse with each 


was stunned and visualized that 


teacher wasn’t 
other across the school room. 

Now, I said to myself, “Pll sell you anyway.” 
my hand at him to attract attention, | spelled out my 
sales talk in short form on my fingers. Then my prospect, 
who had been watching my fingers, smiled and held up 
his right hand with his thumb uppermost. which meant 
okay, or yes. I spelled out. “Thank you, sir.” 

Then, with one hand, gesticulating fast, with arm and 
also finger movements, he looked my waved my 
hand to attract his attention and for him to stop. I then 
spelled out on my fingers, “Don’t know one hand, talk 
with two He worked his two hands and_ fingers 
f-a-s-t. I said, “Go slow.” He did. and asked me. “Do you 
think the Giants or the Red Sox will win the pennant?” 
For nearly thirty talked on baseball. 
I wrote the order, gave him his duplicate. spelled out 
left. He bought by mail for many years 


So, waving 


way. | 


hands. 


minutes. we two 


“Goodbye.” and 
thereafter. 
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Naugatuck PARACRIL 0ZO 


The oil-resistant, ozone-resistant nitrile rubber 


ato)’ Miaat-1. (me Lolli am ial-mer-yalol-mr-ye) [| 


ovat UT WEARS ins 


Thanks to Naugatuck research, it is has superior ozone resistance, tive user the formulation details of 
now possible to compound Paracril® has excellent low-temperature the Paracril-based compound which 
rubber with other inexpensive ingre- flexibility, makes possible this most desirable 
dients to produce a better-than-ever retains colors indefinitely, combination of properties...not only 
shoe sole material that: » is water-, oil- and fuel-resistant. in shoe soling but also in wire jacket 

has twice the abrasion resist- One of Naugatuck’s synthetic rubber ing, hose jackets, weather stripping 


ance, * technical representatives will be and many other vulcanized rubber 


has 3 times the flex life, happy to discuss with any prospec products. 


g@N Naugatuck Chemical 





| 
| NAUGATUCK 


ror P Dept. 947P Elm Street 
Division of United States Rubber Company Naugatuck, Connecticut 


Rubber Chemicals - Synthetic Rubber - Plastics - Agricultural Chemicals - Reclaimed Rubber - Latices - CANADA: Naugatuck Chemicals Division, Dominion Rubber Co. Ltd., Elmira, Ontario - CABLE: Rubexport. WY 
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Know Your Job 


|CONTINUED FROM PAGE 53] 
the 


to do 


customer. He will be 
this only if he has a 
thorough knowledge of the shoes he 
sells; the human foot and how to fit 
it; the raw materials used in making 
the shoe; how they were made and 
their care. This information can be 
obtained usually from the buyer of 
the merchandise who should know 
the particulars about the shoes he 
stores the 
responsible 
for imparting this important knowl- 
cdge of the “man on the floor.””’ Many 
have obtained 
help of outside consultants to 


has purchased. In many 


training department is 


of the larger stores 
the 
increase the technical knowledge of 
their sales help. 

The 
ligated to provide the proper training 


manufacturer should be ob- 
aids for salespeople selling his shoes. 


In a recent questionnaire sent out 
to another industry, manufacturers 
were told that stores would like more 
training aids for their sales person- 
nel, 


help. 


rather than national advertising 
the 
purchase, can do a better selling job 


point of 


Salespeople, at 


SHOES OF QUALITY 


_ te. 
Teeertcdd yor Mable DAL ICS 


RETAIL 


than national magazines, it was said. 

Trade publications and trade asso- 
ciations have also been a great help 
in imparting technical information 
necessary for acceptable training of 
shoe salespeople. 

Courses in shoe fitting and shoe 
therapy have been given successfully 
in New York for many years and are 
in great demand. 

It is also obligatory that the shoe 
read the latest fashion 
magazines so that he can be “up to 
the minute” in fashion. He must be 
a fashion for his 
tomer. 


salesman 


coordinator cus- 

He should keep up to date with all 
advertising of his, as well as his 
competitors’ shoes, so that he can 
learn the latest trends and will be 
considered an authority. 

A good salesperson will make him- 
self familiar with all new shoes re- 
ceived in his store and learn how he 
can do a better job in selling them. 

One of his most important duties 
treat his customers properly 
and do everything in his power to 


is to 


create a good image of acceptance 
in the mind of his customer. He must 
find a happy medium between his 


selling and non-selling duties. He 
should be careful about his stock 
but not to the point of neglecting his 
customers. The same can be said 
about all his other non-selling duties. 

The salesperson should be told 
clearly what is expected of him in 
order to avoid all misunderstandings 
and to make him feel that he is play- 
ing an important role in the success 
of his store. 


Remodeled Store Adds 
Shopping Areas 

[CONTINUED FROM PAGE 57 | 
layout work. For checking in of mer- 
chandise, there is a receiving room 
complete with outside “chute.” 

Other features of the 
clude a women’s lounge; a business 
office adjoining the men’s depart- 
ment; and a private office that is 
large enough to accommodate the 
sample lines of manufacturers’ rep- 
resentatives visiting the store. 

Mr. Levine sums up the merchan- 
dising philosophy of the new store in 
these words: “To establish absolute 
reliability, exceptional courtesy, un- 
excelled service, and carry top mer- 
chandise.” 


store in- 


WRITE FOR COMPLETE 
IN-STOCK CATALOG 


.. . ALWAYS 600D for FALL 


These proven styles IN STOCK widths C to EEE 
(except style 5541) available in BLACK or BROWN. 





Sizes 5 to 13. 


TRY A FEW — and be AMAZED at the RESULTS! 


MADE 


sy  WINCHELL SHOE MFG. COMPANY, Natick, Mass. 
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Leather Footwear Industry in India 


[CONTINUED FROM PAGE 58] 


to footwear manufacture. This would. however, de- 
pend on a considerable change in the habits of the 
rural population, which may not take place strictly i 
step with the increase in the per capita income 
rural areas, 

The Second Plan envisages a 25 per cent rise i 
national income and about 20 per cent increase i 
total consumption or 12-13 per cent increase in per 
capita consumption during the five-year period. A 
20 per cent increase in consumption would raise the 
domestic requirements of leather footwear to about 
104,500,000 pairs in 1960-61, and a 15 per cent in- 
crease to about 100,000,000 pairs, i.e., 
13,500,000 pairs over the 1955 level. 


an increase in 


Excise Duty on Footwear 

An excise duty of 10 per cent ad valorem was im- 
posed on footwear manufactured in the large-scale 
1954. 
Units employing fewer than 50 workers and_ using 


organized factories with effect from March 1. 


power up to two horsepower have been exempted from 
the purview of this levy. 


Prices of Indian Shoes 
At present, there are only two major units in the 
country which are meeting most of the country’s 


demand for leather footwear. These are: the Bata Shoe 


Co., Batanagar and The British India Corporation. 


Cooper Allen Branch, Kanpur. Their wholesale ani 
retail prices for some of the popular brands of shoes 
are as follows: 





BATA SHOE CO. 
(Prices 
in Rs.} 
Wholesale Retail 
(per pair) (per pair) 
15.00 17.95 


Name of the Brand 
Captain brand Derby Shoes 


Sevak brand Oxford Shoes 12.00 14.95 

Pathan brand new Kabuli 
Chappal 

Shipwell brand chappal with 
strap 

Derby style—design 34 

Blucher cut—Derby style 


12.10 14.50 
6.95 
30.95 
32.95 


5.80 
25.85 
27.50 

P.T.O. 


(1 Rupee U. S. $0.21) 





BRITISH INDIA CORPORATION 


(Prices 
in Rs.) 
Wholesale Retail 
(per pair) (per pair) 
17.50 21.86 
13.56 16.94 


Name of the Brand 


Oxford Shoe (Cobra Brand) 
Oxford Shoe (Lion Brand) 





These prices are, however, not fixed and_ fluctuate 
from time to time depending on the cost of produc- 


tion. market conditions, etc. 





UTILIZATION OF LEATHER 
MADE FROM GOAT AND SHEEP SKINS 


Data from Directorate of Marketing and Inspection, Ministry 
of Food and Agriculture, Government of India. 


In thousands Per cent 
For lining of uppers of 
country pattern shoes 

For fancy shoes and lining 
of Western-type footwear 
For bellows, mashaks (water 
bags), bookbinding and 
general repair 

For women's handbags, 
suitcases, wallets, etc. 


1,010 15.1 


2,680 40.0 


1,330 19:9 


22.9 
2.1 
100.0 


1,530 
140 
6,690 


Used as raw 


TOTAL 





CAPACITY AND PRODUCTION OF LEATHER FOOTWEAR MANUFACTURING 
FACTORIES IN 1956 and 1957! 


1956 


Installed 
Capacity 


No. of 
Units 
Western type 


footwear (Pairs)° 12 5,974,800 


Indian type 
footwear (pairs)* 12 $ 
Total 12 5,974,800 
7 Source: Eastern Economist, dated June 20, 1958, page 1146 


*"'In addition, Western type footwear is also produced on a 

cottage and small scal basis in many parts of the country. 
Agra is the best known and is the largest Western type 
footwear producing center on cottage and small scale basis. 
Annual production by this method is estimated at 12 to 13 
million pairs." 
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1957 


Installed 
Capacity 


Actual 


Production 


Actual 
Production 


No. of 
Units 


3,620,230 12 5,974,800 4,369,650' 
2,910,708 12 


6,530,938 12 


3,038,124° 
7,407,774 


5,974,800 


*"'In addition, Indian type footwear is also produced on cot- 
tage and small scale industry basis in almost all parts of the 
country. Production from this source is estimated at 65 to 
70 million pairs." 


‘"'Fuller utilization of capacity owing to increase in demand. 


‘There is no installed capacity as these are hand-made and 
production depends upon demand." 





Fashion Store Goes 
All Out for Color 
|CONTINUED FROM PAGE 55} 

Working straight through this 
color spectrum, Stix’s shoe buyers 
provided two shoes for the promotion 

. one a soft-constructed one-eyelet 
flat with a tasseled leather tie and 
fringed tongue... the other a youth- 
ful bal oxford. Both featured cushion 
crepe soles. House brands ... Dayne 
Taylor for women, Foot Trainers for 
young misses . .. mark these shoes 
which are tagged $5.99. 

With the ABC’s of this promotion 
footwear, Stix, 
Baer & Fuller accessory buyers went 
to work to provide other items tempt 
ing to the back-to-school crowd. Pull- 
ing from their varied resources, they 
came up with matching brushed pig 
handbags from Bonita ($3.98 
tail); eye-stopping stretch nylon 
stockings in all six colors from 
Felice Sportswear ($1.50, but “sell- 
ing as though they were free’’); 
matching gloves from Cre- 
scendo ($2.75) and leather-palmed 
fabric gloves from Lanolav ($4.50) ; 
leather berets for $8.95; and for the 
final touch, leather heraldic jewelry 


thus provided by 


re- 


cotton 


BIG SPACE 

AND COLOR ADS 
IN LIFE, 
SEVENTEEN, 
MADEMOISELLE, 
DANCE, 
SKATING AND 
SKI MAGAZINES 
WILL PRE-SELL 


TIGHTS 
LEOTARDS 
TRUNKS 


full-fashioned 
for perfect fit- 

knit of HELANCA 
s-t-r-e-t-c-h nylon 


with gold medallions set on pigskin 
grounds. 

The merchandise thus assured, the 
promotion was readied for presenta- 
tion via newspaper advertise- 
ments, a dramatic street window dis- 
play, and novel interior displays. 
Each departmental unit, while em- 
phasizing its given item (the blouse, 
for example), called attention to the 
related items offered in millinery, 
footwear and accessories. Through- 
out these displays one theme pre- 
vailed: “Sport Your Favorite Colors 
in Leather as well as Fabric.” 

To quote Stix’s advertisement: 
“This is the Fall for color ... the 
brighter the better. Wear your fa- 
vorite shades from head-to-toe . . 
and don’t let material you. 
S.B.F. is ready with accessories in 
both leather and fabrics that are 
color-coordinated to make this your 
brightest fashion season ever!”’ 

The promotion, at the RECORD- 
IER’S deadline time, was two selling 
days old, and “going terrificly,” to 
quote one buyer. In the shoe depart- 
ment, reorders had already been 


stop 


written on the tasseled flat. Brown 
was reported the fastest mover with 
teal blue showing up as the “sleeper.” 


All colors were being filled-in. 

Whether worked out by depart- 
mental buyers in cooperation with a 
store’s fashion director, or in coop- 
eration with the Associated Mer- 
chandising Corporation as this pig- 
skin-fabric tie-up was, Mr. Potash- 
nick feels that footwear colors key- 
off most coordination programs. This, 
he explains, is due to timing... the 
shoe industry works so far ahead of 
accessory manufacturers. Therefore, 
there is a great responsibility on the 
part of shoe buyers to anticipate the 
fashion color needs of a season and 
to discuss the merits of his ideas 
with other buyers before they go to 
their markets. 

This cooperation between shoe 
buyers and accessory buyers brings 
mutual benefits, agrees Miss Wanda 
Schwind, merchandise manager of 
fashion accessories. Coordination is 
vital to the selling of color... and 
color is so important today, she said. 


Neff’s Shoe Sore in Burlington, 
Ia., has moved into new, enlarged 
quarters. The shop was founded a 
quarter-century ago by Clifford K. 
Neff and Wilton C. Pauly, who still 
operate the business. 


NOW—AT NEW LOW PRICES! 
TWO BIG MARKETS TO SELL! 
Little girls, big girls, all 
girls are living in Danskins, 
the number 1 fashion cos- 
tume—and the all-time favor- 
ite of dancers and skaters. 
Famous for their knitted-in 
flawless fit. Delightfully 


warm 


and comfortable! 


Wash and dry quickly. 


NEWEST COLORS, PATTERNS, 
STRIPES AND TEXTURED LOOKS! 


FULL FASHIONED TIGHTS — 
for Children from $3.50; 
for Women from $3.95 

SEAMLESS TIGHTS — 
for Women $4.95 


LEOTARDS — 


for Children from $3.50, 
for Women $4.50 


TRUNKS — 


for Children $1.65, 
for Women $1.95 


All prices are retail. In stock 


for 


fast fill-ins. 


immediate delivery and 
Order 


direct. 


Write for complete informa- 
tion and catalog B. J. 


U. S. Patents No. 2,697,925 No. 2,706,389 No. 2,799,023 


DANSKIN, INC. 437 FIFTH AVENUE, NEW YORK 16, N. Y 


© AMERICA'S FOREMOST STYLISTS AND MAKERS OF TIGHTS, LEOTARDS AND TRUNKS 
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What’s in a Shoe 
and How to Sell It 
[CONTINUED FROM PAGE 63] 


Then there are “printed” or em- 
bossed leathers. For example, a nat- 
urally smooth leather such as side or 
cowhide may go through a special 
embossing machine which will in- 
dent the surface of the leather with 
any desired grain or pattern. Thus, 
cowhide can be made to look, for 
example, like alligator, or given a 
pebbled-grain surface. 

Then there are the buffed leathers, 
such as suede or buckskin. These 
leathers don’t come with a natural 
nap. The nap is the result of a buff- 
ing treatment given to a smooth 
leather. We thus have, for instance, 
calf or kid suede, which is smooth 
calf or kid leather given a buffing 
to create a napped surface. The 
better the quality of the basic 
leather, the finer the quality of the 
suede or nap. All “suede” is defin- 
itely not the same, therefore. It’s 
important, incidentally, to note that 
genuine suede is a leather; that is, 
has a leather base. There are various 
imitation “suedes” made from non- 
leather materials, by flocking on a 
fabric or synthetic material base. 

The same principle applies to 
buckskin. The genuine is made from 
deer or elk, a smooth leather that is 
buffed to create a soft nap. But some 
“buckskin” is made from cowhide, 
which gives a similar appearance to 
the surface, but is not genuine buck- 
skin, though it is genuine leather. 

Then there is patent leather. Pat- 
ent means a kind of surface finish 
treatment. The base leather may be 
side or cowhide, or kid or calf, or 
other leathers. The high gloss finish 
is the result of a process called 
japanning, which gives an enameled 
coating to the leather. Incidentally, 
patent leather originated in Paris, 
where the wealthy class used this for 
blinders on their carriage horses 
several hundreds of years ago. 

We must make a mention of 
“split” leather. This is any leather 
made from portions of hides or skins 
that have been split into two or more 
thicknesses or layers. They’re used 
for many low-priced shoes or slip- 
pers, or for linings or insoles, or 
cheaper work shoes. Some are given 
a suede or patent finish. 
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Leather’s Fashion Role 


It is obvious, of that 
leather plays a tremendously impor- 
tant role in footwear fashion. Its 
fashion influence applies in several 
ways: in surface 
finishes, textures. Each leather has 
its own distinctive fashion character- 
istics: lizard, kid, alligator, calf, 
snake, cordovan, ete. 

Shoe leathers are generally in two 
classifications: smooth and_ those 
with non-smooth surfaces. For ex- 
ample, calf, kid, side, cordovan, elk 
and patent are smooth leathers. But 
in the non-smooth class are snake, 
alligator, suede, buck, lizard and the 
“printed” grains such as Scotch 
grain or novelty types (sometimes 
known as “fancy” leathers). 


course, 


colors, grains, 


Fashion Use of Leather 
In the fashion certain 
leathers are more adaptable to cer- 
tain types or For 
example, cordovan is a_ popular 
leather in men’s dress shoes, but not 
in women’s (because of its weight). 
Kid and calf are found in better 
grade women’s shoes, or in high- 
style women’s Kid is 
used as a “comfort” leather in vari- 
ous types of men’s shoes. Calf is 
commonly used in better grade 
men’s shoes. Reptiles (snake, alli- 
gator, lizard, are used in either all- 
over or trim treatments for men’s 
and women’s shoes. Sharkskin, a 
tough leather, is used on toe tips of 
boys’ or youths’ shoes. Elk is 
a great deal on infants’ and babies 
shoes. Patent is used on women’s 
and little girls’ shoes, and on some 
formal footwear for men. Sheep- 
skin is used on many slippers. Pig- 
skin is used on some men’s. work 
shoes, on some types of women’s and 
men’s casual footwear. Ostrich is 
found in a few women’s dress and 
casual shoes. Kangaroo, the strong- 
est of all leathers for its weight, is 
a soft leather used in athletic shoes 
such as baseball shoes, and for some 
men’s comfort shoes. And 
or side leather, the most versatile of 
all leathers, is used in 
types and styles of footwear, gen- 

erally in popular-priced shoes. 
Certainly of equal importance to 
the textures and surface finishes of 
leathers is color. In fact, color per- 
haps ranks first in importance as 

the fashion feature of leather. 
How are the shoe leather colors 
determined for each season? Selec- 


sense, 


styles of shoes. 


shoes. also 


used 


cowhide 


almost all 


tion of shoe leather colors is a tre- 
mendously important project. As 
any shoeman knows, a “right” color 
can help move a lot of shoes, where- 
as a “wrong” can slow down 
the sales of even the best shoe pat 


one 


terns or designs. 

Joint Color Committees represent 
ing tanners, manufacturers 
and shoe retailers meet semi-annual- 
iy to select basic and promotional 
footwear colors for the guidance of 
the industries affected. These Color 
Committees, which must function a 
year in advance of the season with 
which they’re concerned, are guided 
in their work by extensive research 
in color and fashion trends in the 
U.S. and abroad. The colors selected 
as basics or as industry promotional 


shoe 


colors are issued to the trade in the 
form of Official Leather 
Swatch 


Footweat 


Books. 


Who Determines Seasonal Colors 
Obviously, these new seasonal col 
are the 
fashion trends, and particularly co 
ordinated with developments — in 
clothing and apparel, as well as with 
cther influential The pur 
pose of making these selections 1 


ers selected on basis of 


factors. 


to give the shoe and leather indus- 


try a common color base from which 
This 


to operate. prevents (or re 
duces) the tendency for 
ner or shoe manufacturer to strike 
out on own, thus creating a 
Tower of Babel that 
costly and even catastrophic (as it 
While each 


leathers on 


each tan 
his 
color can be 
once was in the past.) 
tanner still make 
colors of his own choice, these tend 


will 


to supplement rather than replace 
the basic family of colors selected 
by the Color Committee. 

Thus, we can see that the 
new leathers are introduced for the 


much plan 


when 


there has been 


forethought to 


season, 
ning and 
trends and fashion applications. 
the soft, 

leathers developed 


fashion 
lor 
example, popular, glove 
type 
over the past few years in response 
to the “casual” trend in fashion 
Certain types or textures or surface 
will be 


shoe were 


finishes of leathers more 
popular in one year or season than 
in another—all in compliance with 
current fashion Patent 
leather may have a moderate popu- 
larity one year, and great popular- 
ity for the next two. 
Several years ago the tanning in- 
[CONTINUED ON PAGE 81 


trends. 





Profile: Max Lefeourt 


| CONTINUED FROM PAGE 48 


the impetus. That’s how the French 
line of shoes was introduced in his 
store. About eight or nine years ago, 
Mons. Fenestrier came over from 
France. He wanted to market his 
shoes in America and Max Lefcourt 
told him that the best way to do that 
not to try to compete in the 
American market with conventional 
shoes; but rather to design and send 
over shoes that were different 
“highlights.” 


Was... 





-~72 CHIPPEWA 








That’s how it has been ever since. 
Fenestrier sends the samples over. 
When they arrive, Max studies them 
carefully. On the basis of his experi- 
ence and knowledge of his customer's 
preferences, he makes 
for improvements or changes in de- 
tailing, patterns, leathers or colors 

that would make them readily 
acceptable and salable in New York. 

The same applies to the Italian 
and English shoes that are carried 
at Lefcourt’s. Actually, Max feels 


suggestions 


there is more objectivity working 
here, rather than going to the Conti- 


feelmete 


= SHOE MICO, SS 


PRoseect 6 6650 





One of a series featuring national advertisers who are Iselin clients 


Kalmon Shoe Mfg. Co. 1s one of the notable shoe manufacturers who 


factor with William Iselin & Company, Inc. We are proud of our 


association with these successful companies. Iselin factoring has long 


been a basic tool of successful operation in many industries, whether 


used for financial, credit or consultative services. 
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nent where there are bound to be 
distractions. “‘The type of shoes we 
sell here is indigenous to the opera- 
tion,” says Max. “We have the cus- 
tomers who appreciate our styles. 
They will go for the unusual rather 
than the extreme.” The list of those 
customers is exciting indeed .. . im- 
portant men in show business, TV 
and radio ... industry tycoons, ad- 
vertising executives . the great 
and the small. They have the one 
denominator an appreciation 
for good shoes that are different. 

They carry about 13,000 pairs of 
shoes in their stockroom at Lef- 
court’s, ranging from dress to sport 
shoes; from espadrilles to dancing 
shoes; from the slim, narrow look to 
the heavier brogue types ... from 
the square toe to the wing tip. 

About ninety per cent of the stock 
is in imported shoes . . . such lines 
as: Bunting, Crockett-Jones, Taylor- 
Tebbutt, Hutton (English); Fenes- 
trier (French); Domani (Italian). 
The remaining ten per cent is in 
American shoes .. . mostly the C. H. 
Alden line. 

Black has been in the ascendancy 
these past two years. The ratio to 
brown has been 75 to 25. “This 
necessitates carrying practically the 
entire range of styles in both black 
and brown,” says Max. “Years ago, 
when brown was the important color, 
you needed to carry only a few of the 
numbers in black and you could ade- 
quately take care of the orders... 
but not any more.” 

The day we went up to Lefcourt’s 
to get some of these background 
facts, traffic in the store was very 
good. We had to be content to get 
the information in snatches. Max 
would just about get started... 
telling us how he gets style ideas 
from many sources . . . for instance, 
a buckle fastening that derived from 
a monk’s shoes when he would 
have to move over to the fitting stool 
to take care of a customer. 

It was interesting to watch him as 
he double-checked the size, with the 
fitting device. Then, almost unerr- 
ingly, he would select the shoes the 
customer preferred. He had a feel- 
ing for good leather. You could sense 
it as he brushed his fingers across 
the vamp or felt for the toe room. 
You just knew he enjoyed his work 
intensely and his enthusiasm com- 
municated itself. One of the custom- 
ers told me: “I don’t buy the shoes 
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... IT buy Max! All I came in for was 
to say hello and buy a pair of espa- 
drilles and I end up with a hundred 
dollars worth of shoes instead.” 

The shop isn’t large. There is a 
good deal of English wood paneling, 
relieved by a huge mirror wall and 
some floor mirrors. Shoes are dis- 
played openly on convenient ledge 
shelves, so that the customers can 
pick them up and examine them. 
There is a beautiful antique French 
clock on the wall above Max’s desk 
and there are some very interesting 
prints of men’s fashions of past eras, 
cleverly depicted by the artist, Sly. 

Max used to golf and fish a good 
deal; but he gave up these sports. He 
devotes himself completely to his 
three hobbies: his two daughters and 
his shop. Taking care of them is a 
full time job! He is also an avid 
theater devotee and gets a vicarious 
enjoyment through his daughter, 
Carolyn Cort. She is an actress and 
has been getting some very good 
notices and publicity for the roles 
she has been playing this summer, 
at Sharon, Connecticut. 


What’s in a Shoe 


and How to Sell It 
[CONTINUED FROM PAGE 79] 


dustry organized the Leather In- 
dustries of America, a separate body 
designed to publicize and promote 
the virtues of leathers—to keep 
leather and new leather develop- 
ments before the public eye. LIA 
has done yeoman work in this re- 
spect. But it has also played a very 
strong hand in showing leather’s 
role in the world of fashion—and 
even in originating or motivating 
some trends in fashion. 


The Raw Materials 

Now, that serviceable or beautiful 
piece of leather you see or feel in 
the shoes you buy and sell—it all 
starts with a piece of raw, wet, un- 
glamorous animal skin. The 
version of this raw material into a 
finished product of beauty and util- 
ity is a masterful mixture of art 
and science, as we’ll see shortly. 

A raw hide or skin may seem a 
long way off from a pair of shoes. 
But it isn’t. That hide or skin at 
its starting point will strongly in- 
fluence the price of the shoe the 
retailer or consumer buys, as well as 
the appearance and _ performance 
value of the shoe through its leather 


con- 
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parts. So there are some _ basic 
things every shoeman should know 
about hides and skins and how 
they’re converted into shoe leathers 
—the very leathers which are the 
important merchandising tools in 
your selling. 

Is there a difference between a 
hide and skin? Yes. The difference 
is matter of size and weight. Gen- 
erally speaking, a hide comes from 
a large animal, and a skin from a 
small one. For example, hides come 


from cattle or buffalo, or any other 
such large animal. Skins come from 
goat (kidskin), sheep, pig, snake 


Shaw's unique combination 
of quality at a sensible price re- 
sults in the one thing both re- 
tailers and their customers are 
seeking — solid value! Today, 
more than ever, retailers and 
consumers are taking a closer 
look at exactly what they get for 
their money, in terms of real 
value! We feel this is a prime 
reason why SHAW sales are 
steadily rising, and why more 
and more retailers are add- 
ing Shaw to their men's lines. 


Our exclusive Trade Builder 
way of supplying you with 
OVER-NIGHT DELIVERY from 
our 60 distributors, serving every 
county in the country, keeps your 
inventories low, your profits high! 
Shaw shoes give you steady sales 
at good mark-up, and the de- 
pendable repeat business that 
solid value insures! 


NATIONALLY 
ADVERTISED IN 


POPULAR 
| MECHANICS TRUE, 


UREN outdoor Life 


“Over 37 Yeant 


and other relatively small creatures. 

Incidentally, there is an_ in-be- 
tween classification called a_ kip. 
This is the skin from a bovine ani- 
mal size is between a calf 
and cattle. In other words, a large 
calf or small cattle. In weight, a 
raw kipskin is between 16 and 25 
pounds. Good quality shoe leather 
is made from kips. 

Practically all of our cattlehides 
(side leather) come from the U. S., 
and also a large proportion of our 
calfskins. Horsehides (cordovan 
leather) and pigskin are also largely 

[ CONTINUED ON PAGE 85 | 
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New hidden-gore slip-on 

casual, Armour's black cossack, 

moccasin stitch on vamp, steel arch, 

twill vamp lining, leather quarter lin 
ing, Nuclear outsole, rubber heel, on our 
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IN-STOCK to retail at $895 to $9.95 


NEW No. 15 Combination last 
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WRITE TODAY for the name of your near- 
est Shaw Trade Builder distributor, and 
new IN-STOCK catalog showing our com- 
plete line of men's casual, dress, work and 
comfort shoes. 


M.T. SHAW, Inc. 
Coldwater, Michigan 
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THE KEY TO FOOT-BALANCE “ 





IN STOCK 


No. 84 Brown Alpine 
No. 85 Black Alpine 


for shoe comfort. Alden-Pedic 


shoes are scientifically designed in lasts and 


construction to accommodate the individual foot 


shape. Learn how America’s leading foot-fitting 


specialists build repeat and referral customers 


with our exclusive Foot-Balance’ program. 


Cc. H. ALDEN SHOE COMPANY 
Caslom ‘ Loolmahers Swe 1884 
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T in = 
ape Tells the Tale 


[CONTINUED FROM PAGE 61] 


the wedge traction as the child runs 
on the carpeting. Twelve, fourteen, 
or sixteen layers could be used to 
effect a quick overcorrection and then 
the thickness of the wedge is re 
duced by removing some of the tape 
or replacing the whole wedge with a 
thinner until the child walks 
straight. 

If one foot is off and the other foot 
is normal, or if one foot is slightly 
pigeon-toed and the other turns out, 


one 


82 





indicating a flacid arch, tapes of 
different types must be applied for 
proper correction. In where 
only one foot is pigeon-toed and the 
other normal, correcting only on one 
side, will cause the child to toe-in on 
the side that is primarily normal. 
Accordingly, stabilizing tape should 
be applied so that it will hold the 
normal foot in its correct position. 

When the correct amount of wedge 
is discovered for each foot the tape 
can be replaced with the same thick- 
ness of leather or rubber. There is 
no need to measure the tape wedge— 


cases 


just tell the shoemaker to scive the 
leather to the same thickness and 
cement it on the shoe in same place. 
Appropriate corrective shoes can be 
recommended in many cases. 

The tane wedge has the blessed ad- 
vantage of not scaring people. Some 
mothers become unduly alarmed 
when a doctor mentions a corrective 
measure for feet. Anything that can 
be corrected with a little adhesive 
tape doesn’t sound very serious. 

The greatest advantage of the tape 
wedge is that it will either work or 
prove ineffective in a short time. 
Pigeon-toe and splay foot can be cor- 
rected with wedges if the trouble is 
in the foot but not if the knee, hip, 
or the leg bones are at fault. It has 
been the custom to experiment with 
leather wedges, but the parents, 
having laid out the money for the 
shoes and the wedges, expect the 
child to wear them for at least three 
months. Three months is too long 
to postpone orthopaedic treatment 
when shoe corrections fail. 

The tape wedge is a test wedge 
from the start. If an eighth inch tape 
wedge is ineffective the same thick- 
ness of leather will be equally in- 
effective. The parents are told this 
when the tape wedge is applied and 
they understand that if the shoe cor- 
rection does not work they should 
take the child to their doctor. It is 
his examination that determines 
whether or not the case should be re- 
ferred to a specialist. 

It was the writer’s great privilege 
to explain Dr. Sincock’s tape wedge 
technique to thousands of doctors at 
their conventions. Their enthusiastic 
comments certainly justified the con- 
viction that Dr. Sincock’s contribu- 
tion is the tool to correct 
some minor gait problems and to 
start the others on their way to 
early diagnosis and correction. 


needed 


Clemtex Assigns Territory 

HUDSON, MASS. — Clemtex 
Manufacturing Company, Inc., of 
Hudson, bindings manufacturer, 
announced that the R. C. Anton 
Company of St. Louis will repre- 
sent Clemtex in the Nashville, 
Tenn., area. For two years, the 
Anton firm has served as Clemtex 
representative in the St. Louis area, 
according to William Fine, Clemtex 
sales manager. Anton will now 
handle both territories. 
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Baker Reporting 
from Washington 


[CONTINUED FROM PAGE 34] 


The six are: 

Arnold Hiatt, Blue Bonnet Shoe 
Co., Inc., Lawrence, Mass. 

Anthony J. Pilar, Jr., Pilar River 
Plate Corp., Newark, N. J. 

Richard J. Potvin, R. J. Potvin 
Shoe Co., Brockton, Mass. 

William Sheskey, Bostonian Shoe 
Sales Corp., Whitman, Mass. 

Harold O. Toor, H. O. Toor Shoe 
Corp., New York, N. Y. 

Abraham Weinman, Five 
Shoe Co., Ine., Long Island 
NY. 

Seven leather and footwear execu- 
tives previously had signed up for 
service in time of emergency, so the 
total number of leather and footwear 
executives on call now stands at 13. 

The reserve program is run by the 
Business and Defense Services Ad- 
ministration of the U. S. Department 
of Commerce. All told, 752 executives 
in 53 industries have signed up. 


Star 
City, 


Congress failed to liberalize the 
parcel post laws this year. But pub- 
lic hearings were held, in which the 
retailing community presented its 
case for more liberal laws, thus pav- 
ing the way for corrective action in 
next year’s session of Congress. 

At present, there’s a restriction of 
40 pounds and 72 inches in girth on 
parcels mailed from one first-class 
post office to another in the first two 
postal zones. And there is a restric- 
tion of 20 pounds and 72 inches on 
parcels mailed from a first-class post 
office to the more distant zones. 

Congress talked about setting a 
standard weight limit of 40 pounds 
and 84 inches. Rowland Jones, Jr., 
president of the American Retail 
Federation, said this would be “a 
step in the right direction,” but the 
true solution to the problem would 
be to remove all restrictions. 


You may see the first Small Busi- 
ness Investment Corporation opening 
in your area next winter. 

Government officials will take an- 
other 60 days to set the details of 
how they will be run. These banks 
can use government funds to help 
them make long-term loans or equity 
investments in small firms, under a 
new law. 

These banks, if they have at least 
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$150,000 in local private capital, can 
borrow $300,000 or more from the 
government. 

They in turn can lend it to you for 
periods up to 20 years, with another 
10-year extension if needed, or they 
can buy stock in your firm. 

Maximum interest rates and col- 
lateral requirements will be set soon 
by the Small Business Administra- 
tion. They are not expected to be 
stringent. 

If you want to use the lending 
facilities of one of these new banks, 
keep a close watch on organizational 





BONNIE 


No. 3009, white elk, 

$5.20. Lined, crepe 

sole wedgie, Goodyear 

welt, leather insole, fine fitting 


comfort for day-long wear, on our No. 

264 last, IN-STOCK. Sized AAA, 6 to : 
11; AA, 5% to 11; A, 5 to 11; B, 4% ° 
to 11; C, 4 to 11; D, 3% to 11. 


plans in your community. If you 
want to help form one, talk to other 
local businessmen, your bankers and 
contact SBA. At least 10 original in- 
vestors are required. 

Congress has passed legislation 
which will permit you to reduce your 
tax payments. 

Laws were passed in the final days 
of the three 
areas. Small Business taxes were cut 
by $260 million a year. Technical 
changes in general tax laws and in 

| CONTINUED ON FOLLOWING PAGE 


session in separate 


Fine nurses’ 
shoes to retail 
PROFITABLY at 

$995 
and up 


Nationally advertised in American Journal of Nursing 





Busy career women — nurses, beauticians, dental technicians, 
| laboratory workers, waitresses and all women in white — love the 
| neat, professional white look as featured in Celebrity Grads by 
Drew. They appreciate their blissful comfort and finer fitting qual- 
ities, and their sensible price of only $8.95 and up. Now you can 
offer solid quality and value that brings steady repeat business, in 
a price range where you can really make volume sales! WRITE 
TODAY for free In-Stock catalog and complete information. 


Celebrity Grads, Inc., Div. of 
THE IRVING DREW CORPORATION, LANCASTER, OHIO 
NEW YORK OFFICE — 746 Marbridge Bldg. 
LOS ANGELES OFFICE — Room 881, Alexandria Hotel 
DREW @ DR. HISS © CANTILEVER—GROUND GRIPPER © CELEBRITY GRADS © CRIKETTS 
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excise taxes also passed. 

The small measure will 
give you a special 20 per cent deduc- 
tion in the first year on purchases of 
new equipment; give tax breaks for 
losses in small business investments; 
permit you to accumulate up to 
$100,000 without penalty; in- 
heritance taxes, and extend the loss 
carryback to three years. 

The other bills, both massive mea- 
sures, will let small corporations be 
taxed as partnerships and clarify the 
installment among 


business 


ease 


sales, 


tax on 


other things. 


Railroad plans for increasing 
freight rates are being fought by 
the National Retail Merchants As- 
sociation. The NRMA has been vig- 
orously opposing a proposed increase 
in rates on retailer shipments. The 
increase under would 
range from 14 cents to 87 cents per 
hundred weight, depending on the 
type of merchandise involved. It 
would affect all shipments weighing 
than 5,000 pounds moving in 


discussion 


less 


. service is tailored to provide all the 
working capital any qualified client needs, 


without increased borrowing, diluting 


profits or interfering with management. 


Information available for any manufacturer or 
distributor with $500,000 or more annual sales. 


Textile Banking Company 


55 Madison Avenue, New York 10, N.Y. 
Providing operational financing for the 
apparel, electronics, furniture, leather, . 

plastics and textile industries. 
Subsidiaries: 


; 7. B.C. Associates, Inc., New York 


Southwest Texbanc, Inc., St. Louis 


New England, Middle Atlantic, and 
Central states (east of the Mississip- 
pi). The proposed increase would af- 
fect 99 per cent of the retail railroad 
shipments in these areas, the NRMA 
estimates. 

At the Interstate Commerce Com- 
mission, where the plan is being dis- 
cussed, an ICC examiner has issued 
a report agreeing with the NRMA. 
And he recommends that these in- 
creases be disallowed. 

If the ICC accepts the recommen- 
dations of its examiner, the railroads 
will be prevented from putting the 
increases into effect. 


Businessmen, already counting the 
cost of the new higher postal rates 
which went into effect August 1, are 
now facing an 8 per cent hike in the 
cost of parcel post. 

Post Office Department officials 
have already filed preliminary notice 
with the Interstate Commerce Com- 
mission of an impending hike in the 
parcel post rates. Indications are 
that the hike will cost mailers some 
$30 million a year. Date of the in- 
crease has not been set. 

Meanwhile, the department has 
also announced that it is expanding 
rural delivery service to more routes. 
In the second expansion since 1958, 
the department now will extend a 
rural route where only two families 
will be served per mile. The previous 
minimum was three families. Prior 
to 1953, the minimum was four 
families. 

The extensions will bring some 35 
million people rural mail delivery 
service, the department says. 


Businessmen this year lost their 
fight for a tougher law to curb un- 
fair competition. 

Congress considered several] bills, 
but failed to pass any of them. 

One measure would have strength- 
ened government’s power to enforce 
fair competition laws. It would have 
made Federal Trade Commission 
cease and desist orders effective im- 
mediately. Three investigations and 
two court orders are now necessary. 

The bill passed the Senate, but was 
held up in the House in a political 
fight. 

Another proposal would have made 
functional discounts mandatory in 
some cases. Hearings were held, but 
neither Senate nor House acted. 
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The government has spelled out 
some of the conditions under which 
it will allow loss deductions on fed- 
eral tax returns. Here’s the way the 
Internal Revenue Service put it: 

“The principle announced in Lib- 
son Shops, Inc., v. Koehler, (1957) 
under the Internal Revenue Code of 
1939, to the effect that a surviving 
corporation in a merger may not 
carry over and deduct premerger net 
operating losses of one _ business 
against postmerger income of an- 
other business which was operated 
and taxed separately before the 
merger, will not be relief upon by 
the Service under the Internal Reve- 
nue Code of 1954 as to a merger or 
any other transaction described in 
subsection (a) section 381. However, 
see sections 382 (b) and 269 for the 
possible disallowance of net operat- 
ing loss carryovers in such trans- 
actions, and see the regulations un- 
der section 368 for the requirements 
of a reorganization.” 


What’s in a Shoe 
and How to Sell It 


[CONTINUED FROM PAGE 81 | 

domestic products. However, many 
of other important raw ma- 
terials for shoe leathers are largely 
iniported. For example, goatskins, 


our 


sheepskins, reptiles, kangaroo, os- | 


trich. 
Now, the quality of the hide (and 


hence the quality of the leather) is | 


influenced by the manner in which 
it’s flayed—that taken off 
animal’s carcass. In the tanning in- 
dustry the hides are distinguished 
by such names as big packer, small 
packer and country hides. The pack- 
er hides are those that come from 
packing houses, where the take-off 
is usually skilled so that there’s lit- 


1S, 


tle or no damage to the hides. These | 


hides command better prices because 
they make better leather. Country 
hides are those that come from 
farmers and butcher shops, where 
the take-off is less skilled and some- 
times careless, resulting in damage 
and lower quality. 

Disease and injury to animals also 
affect the raw skin, and hence the 
finished leather. For example, the 
grub or warble fly is a parasite that 
infects the animal skin, resulting 
in grub holes that must, after the 
animal is slaughtered, be cut out 
of the hide. The finished leather 
contains these holes. Again, care- 
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shoes with 


‘RIPPLE Sole 


STEP SAVER: 

available in — 

Morocco Grain: Red, Russet. 
Brogandi: Black. 
Sofbuck: Grey, Vicuna, 
Black, White, Taupe 
(Also, White Nova 
‘‘professional’’ white.) 
AAA 


Flax, 
Calf for 


What RIPPLE® Sole 

does for your customers: 
e@ Absorbs walking shock 
e@ Helps balance the weight 
e@ Lengthens the stride 
e@ Provides better traction 


Look to a woman to know what she wants. And sales increases (up 


to 500% 


indicate beyond doubt that what your customer wants 


is RIPPLE® Sole, the most revolutionary shoe improvement of our 
time. Fashioned on the finest lasts in footwear, TREADEASY styles 
with RIPPLE® Sole assure superb fit, smart styling, the newest 


. America’s 





leathers. 28 styles in-stock for immediate delivery . . 


widest selection of RIPPLE® Sole shoes for women. 


Write today for our new catalog, 


RIPPLE SOLE CORP. 


MINOR & S 


*TM — 


Pr. We 


sent with price list. 


ON: Beartawviia,. N 


RIPPLE® Sole manufactured by 


BEEBE RUBBER CO,. N 


less branding of animals, or barbed- 
wire injury 
markings, often are permanent 
the skin, and the finished 
leather, lowering the quality of the 
leather. 

The quality of the finished leather 
is also determined by the part of the 
animal from which the hide or skin 
is taken. For example, a hide has 
such sections as the belly, 
shoulders, flanks. Leather made 
from the hide of each of these parts 
is different—even on the same ani- 


scratches, or other 
on 


also on 


sides, 


as. wa, 


has different end = uses 


the texture of the skin 


mal—and 
The reason: 
is different on different parts of the 
hide, the 
body; for example, the skin on the 


just as it is on human 
palm of the hand or sole of the foot 
is tougher and firmer than on the 
inner side of the thigh or beneath 
the armpits. 

(Editor’s Note: This is the first 


leather 


of 


and its 


The sec- 


issue of 


several articles on 
uses in the shoe industry. 
ond will the 


October 1.) 


appear in 





Retail Trade 
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town Boston and suburban Welles- 
ley, sales of women’s and children’s 
shoes are running equal with last 
in August. 
The store began its fall promotions 
and found 
“according to what 
promoting at the 


vear after a slow start 


in mid-August has re- 
sponse varying 
we happen to be 
moment.” 

most interest 
black calf 


and suede 


In women’s lines, 


by far is centered in 


pumps with smooth 


eterevaesteonsevevones 


FEATURE ATTRACTIONS IN 


(hea{ricals 


by BERNED 


All 


or white leathe 
nal theatrical lasts. 
BOTH STYLES PRICED AT: 


COVERED 
WOOD HEELS 


in Graduated Vy to 
B'/, to 
12/2 to 
3/2 to 


Heights 
Add 15¢ pr. for 


toe taps attached 


BERNED SHOE 


207 ESSEX STREET, BOSTON 


MANUFACTURERS 


over genuine black pat 


8M 
12M 
3M-N 
9M-N 


running neck and_ neck. 
colors finding favor 
and red along with 
The tapered toe is still fa- 
over the Men’s and 
boys’ shoes are selling a little bet- 
ter than last year at this time, with 
dressy styles sharing the spotlight 
with casuals. 

Children’s the 
board” are running well ahead of a 
year ago at Gilchrist’s department 
store with good sales reported in 
downtown Boston and five suburban 
Roland Stroyman, shoe 


leathers 
Other 
brown 


are 
some 
navy. 


vored needle. 


“across 


shoes 


branches. 


@Peorvecrseperes 


@eseeoesceeveeoee08 


ent 


r on our origi- 


TAPS 
ATTACHED 
_— LEATHER HEELS 


Overtoe taps and 
heel plates attached 


$2.75 
$3.00 
$3.20 
$3.30 


COMPANY 


11, MASSACHUSETTS 
* DISTRIBUTORS 





merchandise manager, says he is 
“enthused” over early fall business 
and confident the pick-up in busi- 
ness will hold into late fall and 
early winter. 

As expected, children’s shoe sales 
are providing the most encouraging 
picture with sales to date running 
fully seven to eight per cent over 
last year. A surprisingly good pro- 
motional item is the new desert or 
chukka boot in sand and two other 
colors. This has moved equally well 
Demand 
sitated reordering this 
though delivery will be 
until October 1. 

Women’s business is limited thus 
far to promotional items with best 
strength in the sporty type light- 
weight oxfords which promise to 
move well into fall. These 
priced at $3.99 up to $8.99 and bet- 
ter interest is reported in the lower- 
priced ranges. Novelty types have 
not much life as yet. A 
women’s item expected to do well 
is the desert boot in sand and other 


has neces- 
item 


delayed 


in all stores. 


a? 
al- 


ate 


shown 


colors. 
Back-to-school 


has 


and back-to-col- 
lege held up to ex- 
pectations in most downtown and 
suburban In men’s depart- 
ments there is better than 
interest in conventional dressy pat- 
terns in black brown while 
casual and sport types, particularly 
slip-ons, find strong demand. 

In children’s business, there is 
trend toward more 
grown-up styles for dressy wear. 
Even little girls’ sales are stressing 
the pointed toe and T-strap pump 
which ruled the adult style 
picture for the past several 
The teens and college crowd 
are also favoring the needle toe for 


business 


stores. 


usual 


and 


a noticeable 


has 
sea- 


sons. 
dressy wear. 


Two Faces Seen To 
Philadelphia Selling 

FALL shoe selling in Philadel- 
phia may be described accurately 
as presenting two faces, one of 
accelerating sales and the other of 
only medium, or even hum-drum 
activity. Moreover, the line can be 
drawn clearly between the two 
faces. 

Downtown, plagued by the ever- 
present traffic problem, and the 
continuous drift of more highly 
educated, higher income citizenry 
to the suburbs, is only holding its 
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own. On the other hand, the sub- 
urbs, which are receiving the influx 
of aggressive and conscientious 
persons, are not only attracting the 
vast body of bread-and-butter shop- 
pers, they are enticing the new shoe 
outlet construction as well. 

Unfortunately, the great number 
of neighborhood shoe men in the 
very large city of Philadelphia find 
themselves in the same boat as the 
downtowners. The mass migration 
to the suburbs has been paralleled 
by a deterioration in the neighbor- 
hood business districts. The neigh- 
borhood sellers are enjoying back- 
to-school activity, though, and 
back-to-school and college volume 
mounts to a real crescendo in sub- 
urbia. 

The chukka boot—described by 
the National Shoe Retailers fall 
stvle report as “slow to catch on” 
finally to 
the 
consumer. 


seems have made a 
lodgment in 
the 


promoted 


imagination of 
They 
heavily and purchased 
heavily. The dirty buck has caught, 
and moved far ahead of, the white 
buck and the classic “loafer” 
totally eclipsed by the 
styled-up slip-on, often with fea- 
tures as the concealed gore 
or hand-sewn, molded sole. 

A notable factor in men’s shoes 
is the persistence with which 
heavier types are maintaining 
themselves in spite of the ava- 
lanche of advertising and promo- 
tions mounted in past years to 
swing the male shopper to a lighter 
weight shoe. The sturdy wing-tip, 
four and five-eyelet bal finds a 
place of prominence in all show 
windows in the $12.95 to $24.95 
range, and is important in the $8.95 
to $12.95 range as well. 

On the other hand, the 
toe is not receiving the attention 
one might expect commensurate 
with the ballyhoo last spring and 
summer celebrating its decided ‘“‘ar- 
rival.” It is selling in numbers on 
virtually every type of men’s shoe, 
but with it all the square toe seems 
to be moving gradually into the 
classification of an accepted, but 
still a specialty treatment. 

The black pump with 
bows, and eye-catching detailing 
remains the queen of women’s 
types. The d’Orsay pump and the 
T-strap are widely seen, with the 
d’Orsay often exhibiting flamboyant 


are being 


has 
been 


such 


square 


buttons, 
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appointments. In women’s casuals 
a popular shoe is the buck four- 
eyelet oxford on ribbed crepe-type 
sole with printed cotton lining; it 
is produced in many colors. 


New York Retailing 
Seen in High Gear 
SEPTEMBER shoe selling in New 
York is proceeding in high gear. 
Even before the Labor Day week- 
end, the stores were doing excellent 
And the momentum 


business. ac- 


celerated considerably after the 


holiday. stores Was ver) 


the 


college cate 


Trafhic in 


good, especially in back to 


school and back to 
gories. 

Many a sale was transacted in a 
cooperative spirit, in department 
stores and shops where sales help 
seemed to be inadequate. Customers 
would look over the assortment of 
shoes on display—either tables or 
They 


FOLLOWING 


open shelves. would try to 
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PEEK-A-BOOT 
EXPLORES - 
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WAREHOUSES: 136 TICHENOR STREET, NEWARK, N 


Bo Tatch, PEEK*A* BOOT Sales 
Manager, was not at all earth-bound 
in his search for product development. 
He’s had our designers ‘‘in orbit’’ for see eeee 
many months now and it won't be 
long before they'll ‘‘blast off’’ with new 
lines for the entire family that 
make PEEK*A*BOOT an even better : mere ee 
buy for you...and your customers! 


POCO CO @O:0G)8 6 & Oe 


PEEK ¢A+ BOOT. INC. 


1600 So. Flower Street 
Los Angeles 15, California 


J. © 2400 SOUTH ASHLAND AVENUE, CHICAGO, ILLINOIS 





Life blood 


of your 
business 














their size and style 
preferences to the 
and then would wait patiently for 
the brought out. In 
this manner, the sales clerk could 
tuke 


one 


communicate 
sales person; 


hoes to be 


care of several customers at 
time. If there weren’t enough 
seats available, the customers 
would lean against a showcase or a 
column and try the In- 
iably, it would end up in a sale. 
didn’t apply to casual or slip- 


shoes on. 
Val 
Thi 
per business only; but to dress shoe 
departments too—and in the vari- 
ous price brackets. 

Casuals that featured high-rising 
throatlines and tapered vamps were 

Heels oval, 
flat or Soft 


brushed suedes, 


popular were low 
suede, 
calf or 


grained calf were the leathers most 


wedge, Louis. 


two-way 


called for. 


Promotions stressed: “Smartest 
flats in any class—small wedge heel 
in black grained calf or brown haze 
suede; softest suede with new Ital- 
ian oval heel in flaming maple, win- 
ter moss green; lace tie flat in black 
grained calf or flamingo, tie moc- 
casin in black or honeycomb brown 
grained calf. 
“Walk away 
swiftly and easily in Sandler of 
Boston’s trim little flats:  kid- 
trimmed suede tie in corsica green; 
side button with saddle stitching 
in red Kafelope or black suede.” 
Low, low boots or “bootling”’ in 
sueded leathers were an interesting 
new style note for back-to-school. 
In dress shoes the emphasis was on 
pointed toe pumps, T-straps, fine 
reptiles. As Lord & Taylor put it: 
“Letting the eye travel down to a 


with top honors 





Playshoes 


for Men 


ee 
om 


<> 
We 


Starting left, reading clockwise: "Weekender," men's light weight summer 


slipon with 


smartly squared tapered toe and calendered rubber sole, 


available in four colors and one stripe, a Sun-Steps by Hood and B. F. 
Goodrich; “Loafabout" men's new loafer type with slubbed duck upper 
and crepe sole, available in four colors and white, a Red Ball Commo- 
dores; "Booster" slipon with ventilated gore and new striped plug, avail- 
able in eight colors, a Keds by United States Rubber Company. 


new, diminished T. Less shoe al- 
together, shaped away to reveal a 
perfect instep—poised on a mid- 
dling heel. Suede or calf, tinted 
the most ravishing colors, or lizard, 
with a stacked leather heel.” 

Shoe retailers in general, and 
that includes the men’s and chil- 
dren’s shoe categories as well as 
women’s, are optimistic about the 
prospects for business. 
Summer Playshoes Can 
Be Serious Business 
PAGE 51] 
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The addition of coordinated hand- 
bags in some lines; the introduction 
of a pump on a graceful outside heel; 
both these new ideas can spur addi- 
tional And then there is the 
always popular mother and daughter, 
or big and little sister, idea which 


sales. 


is made possible in some lines. 

Besides these selling helps, there 
is the fact that never have 
been prettier or fresher. And never 
have popular style ideas from regular 
style shoes been reproduced so suc- 
cessfully. All these factors are here 
in the shoes. All you need to do is to 
take a fresh look at this department 
and go all out on promoting it. 


colors 


‘Protect: Trademark’—Wellco 
WAYNESVILLE, N. C.—Wellco 
Shoe Corporation has asked the co- 
operation of the trade, particularly 
retailers, in maintaining the status 
of the trademark ‘Foamtread” in 
the and advertising of foot- 
wear manufactured by the firm. Leo 
Leslie, advertising manager, said, 
“The name ‘Foamtread’ is Wellco’s 
registered trademark referring to 
sponge rubber-soled_ slippers and 
casuals manufactured by Wellco.” 


sale 


Boot and Shoe Recorder 





‘Invisible’ Fastener Marketed 


Velcro—a new patented fastening-device—consists of two 
strips of nylon that close by touch, hold securely together 
along their entire surface and simply are peeled apart to 
open. Velcro is buttonless, zipperless, snapless, washable, 
dry cleanable and cannot jam. It is made of two strips 
of nylon material, one having a pile or velvet-type surface 
with thousands of tiny loops, the other having thousands 
of tiny hooks like miniature crochet hooks. When the 
two parts are pressed together a bond is formed. David 
Evins, women's high style shoe manufacturer, used Velcro 
for side fastening a smart grey suede and black leather 
boot. Another style using this fastener is a pump with 
wide instep strap which fastens flatly and invisibly. 





Designs His Own Stores 
to Suit His Own Trade 
CHEYENNE, WYO.—Sid Mendicino likes to design his 


own shoe stores, while he isn’t waiting on customers ot! 
taking care of the business operations of the Flory Shoe 
Company stores here and in Laramie, Wyo. The stores are 
owned by Mr. Mendicino and his brother. 

“And why?,” he repeated the question. “Because | de 
sign a store with my clientele in mind. In the latest in 
stance, in our Shoe Circle in Laramie, we built the store 
with the campus boy and girl in mind, with deep display 
windows across the 25-foot front, with open shelving on one 
side of the store and plenty of display space so that the 
teen-agers and college crowd could browse around. (The 
University of Wyoming is near the new store’s location at 
S. Second and Grand Streets). The new shop is 100 feet 
deep. Men’s, women’s and especially young people's lines 
are offered in the $2.99 to $12.95 range. No children’s 
shoes in this store, as in our other Flory stores and other 
Shoe Circle.” 

Dean Carpenter, who has been Mr. Mendicino’s assistant 
in the Flory store here, was named manager of the Chey 
enne Shoe Circle, replacing Chuck Afflerbach, who was 
Men 


dicino manages Flory’s here, while Russell Keck manages 


appointed manager of the Laramie Shoe Circle. Mr 
the Laramie Flory’s, catering to the top-quality trade 


Pattens, worn as overshoes in the 17th century, weren't 
the most comfortable things to wear, according to one 
contemporary writer who complains very bluntly that they 
are “ugly, noisy, ferruginous, ankle-twisting, foot-cutting, 
clinking things.” 


Forms illustrated left to right: J-52, J-51, J-50, K-10, C-20, €-21, €-22 


hii Pham 


the perfect form for any sock display. 
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Write for latest catalog—B-98 


See our exhibit—Nat. Shoe Fair, Booths 80-81 
Exhibition Hall, Palmer House 


SHOE FORM CO. INC. 


New York City Auburn, New York 





St. Louis, Mo. 


Letters... 
In Defense of the Retailer 


During the first six months of 1958, 
the shoe retailer far from selling him- 
self or the shoe industry short | see edi 
tors note|, awakened and tossed all the 
mistakes of the previous years back to 
where they rightfully belonged the 
manulacturers., 

The retailers did their hardest selling 
job and the most extensive promotions 
of the past decade, and the success of 
their volume and profits is traceable to 
these efforts. The retailer had no other 
choice but to buckle down and get back 


Zz 
to work 


‘Conglomeration of Styles’ 


In recent) years the manufacturers 
have terrorized the retailer with such a 
conglomeration of styles and colors that 
4a nation wide confusion Wds inevitable. 
The fact that clearance sales didn’t have 
the pairage only testifies to the retailer's 
astuteness. This year he “wised up” and 
didn't buy the potential markdowns that 
would play havoe with his gross profit. 
He kept himself “open-to-buy” and filled 
in on the selling numbers. The “dogs” 
remained in the salesman’s sample case 
and on the manufacturers’ warehouse 
shelves. For once the manufacturer had 
to eat ‘em. 

The retailer has always been alert to 
the publie’s taste: however. this fact 
seems to have been overlooked in recent 
vears. The retailer has been plagued 
with representatives and efficiency ex- 
perts, who in many cases never sold a 
pair of shoes at retail, and by adver- 
lisiny geniuses who turned writer with 
litthe knowledge of the shoe industry and 
il problems. These people were the 
the volume- 


cared — little 


“demigods” of the new era 
al-all-cost) advocates who 


about the retailers’ profit. 


Verchant Bought to Sell 


Phe retailer just grew tired of paying 
lor these experts’ mistakes. He listened 
to his own conscience, buying the styles 
and colors he knew would sell profitably. 
Also. he will continue to do so until his 
supply grows short 

Although more inflation is apparent. 
the retailer won't be cajoled into more 
purchases He's learned that) obsolete 
-tvles are not enhanced in’ value” but 
have to be cleared from his shelves he 
low cost price. There are no paper 
profits to be made in shoes. Shoe re- 
tailing is a fashion business today. No 
longer is the principle of repeat shoes of 
Instead the 


relailer gets new stvles and new colors 


the same style the practice 


twice a year that make a “hash” upon 
his shelves with the initial order. Ap 
parently the retailer was supposed to 
accept this situation and like it. Only 


he didnt 
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CORRAL greater 
profits with... 


GODING 


The boom in casual wear is the 
western look. To bring more prof- 
its into your corral, keep a good 
inventory of Goding Western 
Boots. They’re as authentically 
western as a hot day in the 
Panhandle ... sought by western 
boot wearers as a gusher is by an 
oillionaire. 


Goding Western Boots are all 
Goodyear Welt Construction, built 
to precise and exacting specifica- 
tions with riding or walking heels. 
All colors and sizes to give every 
cowboy or cowgirl in the family 
more style and wear for less 
money, with a full mark-up for you. 


Write today for free 
full-color catalogue of the 


entire Goding line. 


* 


GODING 
BOOTS 


INC. 
PARIS, ILLINOIS 


So isn’t it about time the manufactur- 
ers squared a few accounts? They have 
supplied the chains and their own affili- 
ated stores with cheap shoes that have 
stolen quality from the legitimate re- 
tailer. They’ve made a mess with their 
style and color. They’ve spent millions 
of dollars advertising but have failed to 
inform the public about the importance 
of shoe fitting and comfort. They've 
wrecked distribution by making and sell- 
ing duplicate lines. They’ve lost their 
originality. Today a retailer can see 
one general line and see all the styles 
and colors, only the price being different. 
In 1958 the manufacturer is paying for 
his errors in judgment, discovering that 
volume isn’t the cure-all for profits. 

But let’s quit belittling the retailer. 
He is close to the public and the reason 
he’s still in business is because he’s their 
purchasing agent, not the manufactur- 
ers representative. He doesn’t deserve 
to be the “whipping boy” for the decline 
of shoe production. He never was con- 
cerned about the manufacturer’s  pro- 
duction line but his own net profit. 

Despite all theories to the contrary. 
the retailer is a trader. He buys what 
he needs at the lowest possible price. 
And he always will. 

VINCENT C. EGBERI 
EGBERT’S SHOES 
BOZEMAN, MONT. 


@ Mr. Egbert writes in reply to an edt- 
torial in the August 15 Recorper, which 
charged, “For the first six months shoe 
retailing has managed to do a first class 
job of selling itself short.” The edi- 
torial said “inventory juggling” at the 
retail level “has resulted in a cut-back 
in shoe production which is estimated at 
a sizeable five per cent less than the 
same period in °57.” The writer claimed 
that the shoe industry might have better 
weathered the recession “had retailers 
shown more courage and better judged 


the consumer appetite.’—Editor. 


Praise for ‘Shoe Price Data’ 


I have just had an opportunity to read 
in the August 1 Recorper, Edward L. 
Drew’s article on shoe price data | “Let's 
Look at the Shoe Price Data. . ake ii 
my estimation this article represents a 
real service, both to the shoe industry 
and to the Bureau of Labor Statistics. 
We have had many questions from shoe 
manufacturers about the differences be 
tween our consumer shoe price index 
and the data published by the Bureau ot 
the Census. I think Mr. Drew’s article 
does an excellent job of explaining the 
difference between the two sets of fig- 
ures, both of which are essentially acecu- 
rate but mean different things. 

H. BE. RILEY, CHIEF 

DIVISION OF PRICES AND COST OF LIVING 

U. S. DEPARTMENT OF LABOR 

BUREAU OF LABOR STATISTICS 

WASHINGTON, D.C. 
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Podiatry Group Urges Ban 
On X-Ray Fitting Machines 

WASHINGTON — The American 
Podiatry Association has called for 
legislation to outlaw X-ray shoe fit- 
ting machines in retail stores. 

At its annual convention here, 
attended by some 1500 podiatrists 
and chiropodists, the group passed 
a resolution which said: 

“The American Podiatry Associa- 
tion, fully recognizing the dangers 
of excessive radiation, is strongly 
opposed to the continued use of the 
potentially dangerous shoe fitting 
fluoroscopic unit, and advocates 
proper legislation in all states to 
prohibit its use.” 

ee e 
Canadian Aide Worried, Too 

HAMILTON, ONT.—This city’s 
health officer has expressed anxiety 
about the possibility of children and 
salesmen being over-exposed to the 
radiation of shoe-fitting X-ray ma- 
chines. 

Dr. L. A. Clarke said some city 
firms had discarded the machines 
after being advised by the health 
board of the harmful effects of their 
radiation. Others, however, are still 
using them. 
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Shoes to Be Seen and Handled: 


Visual Selling Keynotes Suburban Store 


ST. LOUIS—The fear that “mer- 
chandise out of sight is out of mind” 
will never apply to the new sub- 
urban branch of the Scruggs-Van- 
dervoort-Barney department store 
which opened here last month. The 
striking new store, in the Crest- 
wood Plaza Shopping Center in the 
southwest section of St. Louis 
County, offers vistas of merchan- 
dise on all three of its shopping 
levels. 

Visual selling carries the empha- 
sis in every department, including 
shoes. Nowhere does any partition 
or fixture rise above eye level. Any 
department may readily seen 
from the expanse of 
wide-aisled carpeted or tiled floor. 

The theme of visual selling bord- 
ers on the dramatic in the women’s 
shoe department. <A_ long, three- 
tiered display rack greets shoppers 
as they enter the main door of the 
middle or fashion level of the store. 
Shoes and shoppers travel together 


be 


across vast 





Shoe Wardrobe Victors Collect Their Winnings 
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Winning family in American Family Shoe Wardrobe contest sponsored by the 
National Shoe Institute stops at 42nd St. Thom McAn store in midtown Manhattan 


for a fitting during week in New York. 


Mr. and Mrs. Austin McGowan live in 


nearby Staten Island but picked New York for their vacation prize because none 


of their 15 children had ever "seen the sights." 


Mrs. McGowan's slogan earned 


five pairs of shoes for each child, seven pairs each for her and her husband. In 
photo, Thomas Faga (right) is the fitter, John Tillman of WPIX conducts TV inter- 
view. One of the younger McGowans relaxes on floor. 
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Picture-like wall display is set between 
sconces containing small flame-shaped 
bulbs in the women's shoe salon on the 
fashion level at Vandervoort's new 
Crestwood Plaza Shopping Center branch 
in suburban St. Louis. Salon is strategi- 
cally located at door to a parking lof. 
Tiered display rack in foreground ex- 
tends the length of the department. 


Opportunities 
un 


into the selling area. 
for self-selection of pattern are 

Pairs there to be 
fondled, Only 
power, 
the 


are 
examined. 
shoppers of enormous will 
perhaps, will be able to 
impulse-impact of the display. 

Placement of the 
gracious women’s shoe department 
adjacent to the 
built-in year-round 
Stark 


white, 


hampered. 
handled, 


resist 


spacious and 


entrance door has 


promotional 
white sofas, 


value. together 


with pale yellow and_ pale 
shrimp chairs, accommodate about 
60. Walls, light green for pleasant 
neutrality, let the eye see the mer 
chandise. 

displayed — on 
that 


played up or 


Slippers are 


wheeled rack so their impo) 


tance can be played 
down, depending on the season 


William 


ager of 


Higgins, formerly man 


Vandervoort’s suburban 
Clayton shoe salon, has been named 
manager of the 


Delman, 


depart 
Delmanette, Flo 
sheim, Bally, Dior, Quotation 
Vitality, Penaljo, Fortunet, Matrix 
Rice O'Neill will be among the 


brands carried. 


Crestwood 


ment. 


and 


timed to 


stvles 


965 


The store’s opening was 
all fresh 
CONTINUED ON 


shoe 


PAGI 


show new 
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Party, Credit Plan Help Draw Teenagers to Florida Shop 


LAKELAND, FLA.—Free sodas, 
free Elvis Presley albums, new brand 
names and $18 teenage charge ac- 
counts have helped Carol’s Red Cross 
Shoe Store here capture teenage and 
college business to supplement its 
women customers. 

According to Eddie Kaminsky of 
the store, Carol’s was considered a 
Red store exclusively when 
the present management took over 
last April. To encourage the new 
business, some changes were made in 
the shop’s physical appearance and 
additional lines were obtained ap- 
pealing to the younger trade. 


Cross 


One day last month, Carol’s sched- 
uled a “coke party” with free pencils 
as well as the sodas for the public. 
For days prior to the event, local 
radio station WYSE saturated the 
area with news of the party, Carol’s 
back-to-school shoes and the new 
teenage charge accounts offered. 
Newspaper advertising was also ex- 
tensive. 

Under the charge account plan, 
persons between the ages of 14 and 
18 are allowed $18 credit to be re- 
paid at $1 a week. Said Mr. Kamin- 
sky, “This item alone excelled all 
our expectations.” 

On the day of the coke party, 
the store was host to a WYSE disk 
jockey from 2 to 
1 p.m. The station gave away Presley 
albums and theater passes. During 
the were inter- 
viewed about the various shoe styles 


show broadcast 


show, teenagers 
in the store. 


With each purchase of specified 





Prices Drop 57, Then 35‘, 
In Toledo Footwear ‘Auction’ 
TOLEDO, O. Dillon’s Shoe 
Store, local retailer, stimulated in- 
creased traffic and in- 
terest during the fall selling period 
with an old-fashioned “Dutch Shoe 


consumer 


Auction.” 
The week-long 
tured progressive price reductions 


promotion fea- 
on a large stock of shoes for men, 
women and children. On the first 
day, the price reduction was 5 per 
cent. This was gradually increased 
to a reduction of 35 per cent on the 
final day of the sale. 


92 


brands, Carol’s offered pennants with 
school colors. 

“The entire affair,” said Mr. 
Kaminsky, “was so successful from 
a business standpoint of introducing 
new styles, names and ideas that we 
are making it an annual affair.” 


J. & J. Slater Opens Enlarged 
Salon in Garden City, N. Y. 

NEW YORK—J. & J. Slater, one 
of New York City’s oldest retail 
shoe firms, has unveiled a new, ex- 
panded shoe salon in the Garden 
City, L. I., shopping district. The 
store features a separate depart- 
ment for men, offering a line of 
Hanan shoes. 

For women, the store marked the 
opening by presenting its interpre- 
tation of “the new medium heel set 
off by the most-talked-about styling 
in years.” 

The company first opened a wom- 
en’s shoe store in Garden City 10 
years ago. J. & J. Slater, which 
established its first shop 109 years 
ago, operates a modern salon at 
Madison Ave. and 54th St., Manhat- 
tan, and other stores in White 
Plains, N. Y.; East Orange, N. J.; 
Palm Beach; Washington, D. C.; 
Chicago and San Francisco. 


Phila. Snellenburg’s Opens 
New Children’s Department 


PHILADELPHIA—A new cchil- 
dren’s shoe department, with 30 
chairs and nearly 2000 square 
feet of space, opened this month 
at Snellenburg’s department store 
here. Similar departments will also 
operate in two branch stores. 

The departments will feature 
Poll-Parrot brand shoes’ exclu- 
sively, made by the Roberts, John- 
son & Rand division of Interna- 
tional Shoe Company, St. Louis. At 
the downtown department, which is 
decorated in a Poll-Parrot motif, 
Gerald Gerton will serve as profes- 
sional shoe fitter. 

Snellenburg’s promoted the new 
department by newspaper and TV 
and also sent mail inserts to charge 
account customers and others on 
the firm’s mailing list. During a 
four-day grand opening, children 
visiting the department received 
surprise packages and other prizes. 


Men’s Styles on Open Display 

NIAGARA FALLS, N. Y.—Flor- 
sheim’s has opened a new men’s shoe 
shop here, and the display setup rep- 
departure from 
conventional procedure in most 
men’s’ shoe stores. Each - style 
stocked by the store is set out in 
open display where shoppers may 
compare them side by side. 


resents a_ radical 





Selling Space Grows—and Business Keeps Pace 


Joseph S. Posner, who operates Joseph's Shoe Store in Pittsfield, Mass., increased 
his selling area threefold with these new quarters. Store's ceiling is painted a 
dark green. Nile green, Swedish red and gray predominate in the store. Limed 
oak is used for display cases, counters and shelves that reach the length of the 
65-foot selling area. Settees covered in turquoise plastic are complemented by 
antique gray chairs with cantaloupe-colored plastic upholstery. Customer re- 
sponse? "Excellent!" says Mr. Posner, who opened his previous store 10 years ago. 
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shoe stores, 
drive-ins 
and 
shoe 
promotion 
buyers 


We Offer Quality Jobs, Cancellations 
and Closeouts in Branded Footwear to 


CANCELLATION 


Our prices 

on fine shoes, 
bought direct 
from the best 
known makers 
are in line with 
our nationwide 
reputation 


for values! 


Open a Cancellation Shoe Store in Your Town 


Our New Store Consultants Will Help You 


ROOM 955 
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ERY BRAND OF TOP QUALITY 
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Dayton, O., Baynham Store 
Finishes $50,000 Remodeling 

DAYTON, O.—A $50,000 remodel- 
ing project has been completed at 
the Baynham Shoe Company store 
at Main and First Sts. here. In 12 
weeks the store’s interior was done 
over, new lighting fixtures and dis- 
play cases were installed and win- 
dows were constructed on one side 
of the store. 

Leslie Baynham of Lexington, Ky., 
established the first Baynham store 
here in 1925. Alfred L. Butterworth, 
now president of the store, and his 
son, C. E. Butterworth, secretary- 
treasurer, bought all of the Baynham 
stock in 1934. Mrs. A. L. Butter- 
worth has been active in manage- 
ment of the women’s section. There 
are seven other Baynham stores, 
most of them in the South, linked 
through a buying organization. 


Remodeled Burt’s Store Cited 

MINNEAPOLIS, MINN. — The 
first “beautification certificate” in 
recognition of a downtown Minne- 
apolis firm’s cooperation in the 
drive to enhance the city’s appear- 
ance was presented to Burt’s Shoe 
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Store. The store recently completed 
a $60,000 remodeling project. 
Leslie C. Park, president of the 
Downtown Council of Minneapolis, 
presented the certificate to Alvin 
Rosenker, manager of the store. 





Queen of Canadian Show 





Miss Suzanne Laberge, star of Canada’s 
French TV network, will reign as Foot- 
wear Queen at annual Canadian Shoe 
and Leather Fair, October 12-15 at 
Sheraton-Mount Royal Hotel, Montreal. 
Last year Miss Laberge won “Miss 
Elegance” title for Quebec Province. 


1215 Washington Ave 


Sample Rooms 


Set Up a Profitable Operation 
Quality Shoes Since ‘32 


| M. K. WEIL Shoe Company 


SHOE FAIR paLMER HOUSE | 


“While in Town See Weil” 
Saint Louis 3, Mo. 


Los Angeles + New York 


Harrison Shoes, Ine., Buys 
Five Kansas Retail Stores 
COFFEYVILLE, KAN.—Harrison 
Inc., purchased Kansas 
located at Coffeyville, 
Chanute, Fort Scott, Parsons and 
Independence from Triplett Shoes, 
Inc., of Independence. These stores 
have been operated under the names 
of Brady and Family Shoe shops 
C. D. Triplett, head of Triplett Shoes, 
the Inde 


Shoes, has 


shoe stores 


retained Brady store in 
pendence. 

Harrison, Inc., owns and operates 
other Harrison stores at Iola, Chan 
ute and Coffeyville, and Economy 
Shoe stores in lola and Coffeyville 
Coffeyville, is 


James EE. Harrison, 


president of the firm. 


Nordstrom’s Remodeling 

SEATTLE Nordstrom’s Fifth 
Avenue Shoe Store here is now being 
remodeled to include new sales space 
formerly occupied by another adjoin- 
ing store. The entire basement space 
will also be remodeled for occupancy 
by Nordstrom’s, along with the first, 
second and third floors. A total of 
$300,000 will be spent on the remod- 
eling. 





Free Club Room Gains 
Friends for Retailer 

ST. LOUIS 
continues to 


friends by offering a basement club 
room for the use of any organiza- 


A local shoe retailer 


draw trade and win 


tion. 

The club 
about five years ago at Joy’s Foot- 
wear, Inc., Hampton Village Plaza 
Still a favorite 
gathering place, Joy’s Club 


room idea originated 


Shopping Center. 
{oom 
is available by all 
kinds of groups for meetings, par- 
the like. 


reservation to 


ties and There is no 
charge. 

associations, 
sororities, Boy 
take ad- 


Joy 


Businessmen’s 
dancing schools, 
Scouts and other 
vantage of the 
Gilbert, owner and manager of the 


store, in converting spare space to 


groups 
foresight of 


civic use. 

The room features a smooth con- 
crete floor, 40 folding chairs, a soda 
half- 
which 


and a 
from 


dispensing machine, 


moon table-rostrum 
chairmen can preside. Brand-name 
insignia showing all the lines Joy’s 
Footwear handles decorate’ one 
wall. 

Matching the store’s hours, the 
club room is available from 9 a.m. 
to 9 p.m. Attractive paneling lines 
the staircase leading down to the 
club room. If visitors look closely, 
they discover that the “paneling,” 
red and white vertically-striped, is 
made of “burned out” 
tubes set into the wall. A stair light 
fixture of modern mobile design is 


fluorescent 


found on inspection to be made of 


metal cans such as beer cans, cut 
into intricate spiral designs, gilded, 


painted and sequined. 


Autumn Comes to Charlotte via Shoe Display 


a , . eT ae 


“Heralding Autumn" is the theme of this window display at Belk Brothers Com- 


pany, Charlotte, N. C., store. 


Leaves, gold-dusted heralds and fall fruit and 


basketry were used extensively in store decorations. Designing the window were 

A. G. Liner, women's shoe buyer, and Doug Martin of store display department. 

Color scheme is old gold and black with qold dust and autumn leaves throughout. 
Shoe racks are of gold-finished metal and clear plastic. 





Arizona Salons Remodeled 

PHOENIX, ARIZ.—Complete re- 
modeling of the shoe salons in the 
three Phoenix Switzer’s stores has 
been announced by Walter Switzer, 
Jr., manager. Besides remodeling 
with an Arizona theme, the salons 
also are being completely restocked. 

Manager Switzer announced that 
Jerry Gordon, formerly of the Frank 
More Shoe Salon in San Francisco, 
has been named buyer for all three 
salons. Gordon, originally from Okla- 
homa City, has been active in the 
shoe business for many years. 


Thom MeAn for Chicago Area 

CHICAGO—A new Thom McAn 
family shoe center will be built at 
the northeast corner of 147th St. 
and Dixie Hwy. in the Dixmoor- 
Harvey suburban area, it was an- 


Lite Yonkss Shocs. 


nounced. The store will have its 
own parking lot for 30 cars, the an- 


nouncement said. 


Shopping Center Unit Signals 
Expansion for Mass. Retailer 


LOWELL, MASS. Shoe 
Company, Salem, Mass., retailer, has 
launched an expansion program with 
the opening of a store at the new 
Sunrise Shopping Center in Lowell. 

Louis Andrews, former shoe man- 
ufacturer and owner of the concern, 
said the new unit is the first step in 
a program which will bring addi- 
tional units in the near future. Sher- 
man Waterman is in charge of the 
expansion program and Stanley de 
Lesker is managing the Lowell store. 

The original Owens store in Salem 


— Owens 


has been operating at a roadside 


location. 


PLAY-POISE 


The SOLE that builds Shoe Sales! 


Nationally Advertised - Nationally Proven! 


VIRGINIA OAK TANNERY 
SALES CORPORATION 


27 SPRUCE STREET - 
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SWIRL! 


FOOT KING“ 





a 


Goodyear Welts 


379509 Men's 
only $5.40 
net 


"SWIRL" Slip-on. 


in Stock 


Black Baby Beaver with black smooth leather 


Leather insole. Leather lining. Tough composition sole for the wear 
young men want. Style 479509, C & D widths in stock. Only $5.40 net. 


FOOT KING@® up-to-the-minute patterns appeal to today's style con- 
scious young men, at prices they want to pay. Get in the swing with 


the "SWIRL!" 


BOYS' Goodyear Welts @ $3.90 and up, width A to E according to 
ALPINE boots and ox- 


fords. WELLINGTONS, CHUKKER BOOTS, many others. 


style. SHU-LOKS®, *RIPPLE SOLE shoes, 


ROOM 965 
PALMER HOUSE 


FOOT KING means BUSINESS 


*TM Ripple Sole Corp 


Dept. 915, The A. S. Kreider & Son Co., PALMYRA, PA. 


Binghamton ‘Fashion City’ 
Features Leased Department 
BINGHAMTON, N. Y.—Drazen’s 
City of Fashion, newly enlarged 
and modernized apparel store here, 
has a women’s 
salon leased to Harry Ehrenpreis, 
Inc., operator of shoe departments 
at Flah & Company, Syracuse. 
The department is 
equally divided in selling and stock 
space. The gray decor is relieved 
and 
Man- 


street-floor shoe 


new about 


by deep pink shadow boxes 
black for customers. 
ager-buyer of the department is 
Matthew M. Oliver, former 
ager of the Selby Shoe Company 
department which operated at the 
Morton Coy store here for seven 


chairs 


man- 


years. 


Mass. Chain to Add Store 
WEYMOUTH, MASS. 
Quality Shoe Company, which oper- 


The Royal 


ates a small chain of stores south of 
Boston, plans to add another shop 
early next year. The new store, ac- 
cording to Samuel R. Koplan, presi- 
dent, will be in the Braintree Shop- 
ping Center. Stores now owned by 
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the company are located in Weym- 
outh Landing, Hingham and Scitu- 
ate, all in Massachusetts. 


Missourian Wears Service 
Shoes on 1000-Mile Walk 
ST. LOUIS 


shoes 


Wearing Star Brand 
service made by Interna- 
tional Shoe Company, a Carthage 
Mo., man completed a 
1000-mile trek following the old 
Santa Fe Trail from Santa Fe, 
N. M., to Independence, Mo. 

Ralph L. Hooker, expert on 
antique guns and a lover of the lore 
of the old west, fulfilled a boyhood 
making the trek. His 
journey took him through barren 
desert lands and 
infested Indian territory. 

Arrangements for the 
were made by the Big Smith Com 
pany of Carthage, which furnished 
western garb including jacket, shirt 


recently 


an 


dream by 


once Comanche 


journey 


and jeans. 

The Shoe Center of Carthage 
furnished Mr. Hooker with his Star 
Brand service shoes. Roland Schrie 
ver, owner of the Shoe Center, re 
ported, “After this 1000-mile trek, 


the shoes still looked like new.” 
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IN FOOTWEAR DESIGN 
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Two Shoe Retailers Open 
In Albany Shopping Center 
ALBANY, N. Y. 
stores have been opened in the new 
Westgate Shopping Center——an En 
dicott Johnson Shoe’ Store 
Jules Shoes, Inc. 
C. L. Sharko is 
Eindicott Johnson store, which has a 
stock of 15,000 pairs for the family 


Two hoe 


and 


manager of the 


It also carries hosiery and women’ 
handbags. 
Jules Shoes, Inc. is owned. by 
Jules W. Smuckler, who also is a 
his Harold, 
in the operation of T. Arthur Cohen 
Shoe Shop on Chapel St The 
store is stocked with 7000 pairs of 


sociated with brother, 


here 


shoes. 


Waukegan Bans X-Ray Fitting 
WAUKEGAN, ILL The 
Council here has passed at 
nance banning use of fluorosce 
an ald in 


local shoe stores a 


customers. A woman counci 
ber, Mrs. Ann Chri 
ted purported documental accoun 
of the X-ray device's 
ger in the hands of 
tor 


tensen 
' 
potential dat 


untramed ¢ 





‘Half-Mad’ Shown 

At Ivey’s Opening 
CHARLOTTE, N. C.—‘‘Half- 

Mad,” The Brown Shoe Company’s 

new Life Stride style for collegians 

who may be feeling zany due to the 


the 
hown here at the recent opening of 


onset of academic year, Was 
Ivey’s remodeled store. 

Half-Mad is a saddle shoe with the 
saddle extending over one side only, 
topping a corrugated crepe sole. It 
was presented with Brown’s new fall 
collection in two fashion shows cele- 
brating the completion of the remod- 
eled Ivey’s Budget Shoe Salon. Rose- 
Shoe 
representative 
the 


Com- 
for 
fashion 


mary Sandweg, Brown 
pany’s fashion 
Life Stride, 
events. 

The featured a 
series of soft pumps in both finely 
grained plush 
soft delwan in several heel heights. 
burnished 
red, grey, and black. Also included 
were many smartly styled, pointed 
toe pumps on slim-high and medium- 
high heels in both suede and ealf. 


managed 


collection new 


tandem leather and 


Colors included copper, 


Self-Service Outlet Called 
Biggest Nebraska Shoe Shop 
OMAHA, NEB. — National Self- 
Service Shoes has opened its first 
Nebraska the 
says is the largest shoe store in the 


store and what firm 
state. The shop takes in 7200 square 
feet and displays about 15,000 pairs 
of men’s, women’s and children’s 
shoes. 
William 
Oklahoma City, is the manager. The 
4621 South 24th St. in 


South Omaha. 


Rinard, Jr., formerly of 


store is at 


Pegboard for Insoles 








Convenient pegboard display for Dr. 
Scholl's Air-Pillo Insoles is being offered 
free by Chicago firm to dealers who 
buy a six-dozen assortment of the fast- 
est-selling men's and women's sizes. The 
board holds three rows of the perfo- 
rated insoles, is designed to stimulate 
maximum impulse sales. 





e Vrade Literature 


NSRA Collects Fitz-Gibbon 
Articles in 40-Page Manual 
NEW YORK — The National 
Shoe Retailers Association has an- 
nounced that a series of articles 
written by prominent advertising 
woman Bernice Fitz-Gibbon, which 
has been appearing in the group’s 
monthly bulletin, National Foot- 
News, is being consolidated 
form. The Fitz-Gibbon 
messages apply a philosophy of 
selling, through advertising and 
promotion, directly to the shoe bus- 


wear 
in manual 


iness. 

The 40-page book will be ready 
for distribution about October 1 at 
$1 a copy. The NSRA is accepting 
orders at its offices, 274 Madison 
Ave., New York. 
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New Suburban Store 
Keeps Stock in Sight 
| CONTINUED FROM PAGE 91] 


against the beautiful decor. The 
children’s department, on the lower 
shopping level, uses murals as a 
highlight feature. The painting is 
whimsical and appealingly light- 
hearted, but muted in tone so as not 
to draw precious attention away 
from the merchandise. 

In order not to detract from the 
overall fanciful air of the children’s 
fitting area, the wrapping desk and 
cash register section have been 
placed out of direct view of the 
customers. 

Madeline White, formerly chil- 
dren’s shoe buyer and manager at 
Vandervoort’s downtown store, has 
been named manager of the Crest- 
wood department. 

The men’s shoe department has 
been located where it can tie in with 
men’s furnishings of all kinds on the 
lower shopping level. Customers 
enter the area directly from the 
2500-car Plaza parking lot adjoin- 
ing. Tiered displays of men’s pairs 
flow naturally into Varsity Shop 
merchandise, ties, hats and other 
apparel, for convenience and co- 
ordination in selection. Mannish 
tones of rust and dark beige, with 
dark woods, are used in the decor. 
Thomas M. Hess manages the de- 
partment. 

With Vandervoort’s opening, 
Crestwood Plaza Shopping Center 
becomes the only suburban shopping 
area in the nation with two complete 
major department stores. The other 
is Sears, Roebuck & Company. The 
center is on a 40-acre tract along 
U. S. Highway 66. 





J. W. CARTER'S 32nd ANNUAL 





Thousands of additional dealers all over America have indicated a desire to par- 
ticipate in this traditional sale. In order to give them that opportunity, we are ex- 
tending our 32nd annual Kangaroo and Kidskin Shoe Sale beyond its normal 


expiration date. 


If you want to share in the extra volume and extra profits made possible by this 


sale, please act quickly. 
directly to 


For full details, check our local representative, or write 





J. W. CARTER COMPANY 


P. O. BOX 30 


NASHVILLE, TENNESSEE 
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e What's New 

Tights, Long Stockings Can 
NEW YORK—Tights 

stockings—a regional item last 

year — make nation-wide fashion 

news this fall and news that shoe 

retailers will do well to take into 


and long 


stretch Tycora’ makes the difference 


Tightlets 


won't pill, fuzz or shrink 


3.95 3.50 


Valley Stream Bay Shore 


"NOBODY UNDERSELLS GIMBELS ess Gimbels 
Gimbels' ad promotes ‘Tightlets' 
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One of America’s Finest Resources for 


* SAMPLES 
* JOB LOTS 
* CANCELLATIONS 


Branded Shoes- first quality 
from outstanding makers. 


IDEAL FOR 
Cancellation Stores 
Drive Ins 


~~ STME NATION’S FINEST 


79-81 READE STREET .- 
Cable Address 
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Supplement Fall Shoe Sales 

account. The result may be extra 
business in extra shoe sales. There 
is still time—manufacturers can 
still fill orders—to put in a little 
corner in the flats department with 
tights and long stockings for the 
younger customers. 

This means high school and col- 
lege girls, of course. More impor- 
tant is the bigger market of young 
women living in the suburbs, push- 
ing baby carriages, shopping at su- 
permarkets and living the informal 
life of a smaller place. 

Children offer another market for 
this fashion. For the first time a 
mother buy something warm 
for the child who has grown out of 
the snowsuit age. Up to now little 
girls have jumped out of the snow- 


can 


suits into bare legs and short socks. 
This new style offers them warmth 
without bulk, right up to the waist, 
and something very appealing to 
the little girl because it 
grown-up. 

The tights and stockings 
may be worn purely for fashion 


is so 


long 


then they are made of all-nylon. 
Where warmth is important, as on 
northern campuses, they are made 
and 


some 


of a combination of cotton 
nvlon 
women 


under wool skirts and dresses. They 


stretchable. 
them in 


and are 


will wear town 
can be part of a travel as well asa 
sports wardrobe. 

Black leads in demand for colors, 
red, royal 
Light 
is the least popular and there is 
demand for light gray. 


followed by charcoal, 


blue, orange and green. tan 


no 





Men’s Dress Rubber 


The Nulite Clog, a low-cut men's dress 

rubber in black and brown, is one of 

three new styles of rubbers which the 

Consumer Products Division of the Tyer 

Rubber Company, Andover, Mass., has 

added to its Tyron line of vinyl plastic 
footwear. 





It’s the COMFORT that 





SELLS 


BOULEVARD 


IN STOCK 
Write for 


¢ atalog 


WILBUR COON SHOES 





Batavia, N.Y. 


NOW-PROOF wa 
ea 1a tor r w-pre 
t n w used 
ting softening and 
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e olorless. not 
extra profits 


Snow-Proof 





W ater-proofs, Softens 
and Preserves Leather 
fing - Prin 


Stops dry 


iter proof 


— MOC-ABOUTS 


men’s & boys’ casuals 


as advertised next month in ARGOSY 


In Stock 
Nationally Advertised 
Volume Styled Volume Priced 


$5.95-$8.95 


write, wire, or call now for 
complete story! 





NASHUA FOOTWEAR CORP., 
250 CANAL ST., LAWRENCE, MASS. 





ALL THE YEAR 
AROUND 


preservir 
rot 
sticky: tak 


Write for 








‘Toe Terminus Indicator’ Marketed as Guide to Fitting 


OCONOMOWOC, WIS.—A device 
which is said to take the place of 
X-ray fluoroscopes in determining 
whether a shoe fits is being offered 
to retailers and professional men 
by the Foot-So-Port Shoe Company, 
a division of Musebeck Shoe Com- 
pany here. 

“The Wehler Terminus Indi- 
cator,” explained company Presi- 
dent G. E. Musebeck, “came into its 
own with the abolishment of X-rays 
fitting shoes. It is designed to 
a visual supplement which is 


a 
Toe 


for 
vive 


First step in using Wehler Toe Terminus 
Indicator is to determine toe length in 
stocking feet. Either foot may be used. 


98 


convincing to the customer, patient 
or parent.” 

In using the indicator, first the 
toe length in stocking feet 
termined, then the toe length while 
the shoe is on the foot. 

According to Mr. Musebeck, the 
Toe Terminus Indicator being 
applied in fitting shoes in Foot-So- 
Port shoe stores. There, he said, it 
has been discovered that seven out 
of 10 persons who come in for the 
time have been wearing too- 


is de- 


is 


first 
short shoes. 


Second step: put on the shoe and de- 
termine toe length again. Precise in- 
structions are supplied with the device. 


Electric Shoe Polishing Unit 
Offered for Home and Office 
RACINE, WIS.—An electric shoe 
polisher designed for use in home 
or office has been created by Dremel] 
Manufacturing Company here. Ac- 
cording to the manufacturer, it will 


Dremel electric shoe polisher 
give a professional-quality shine in 
less than a minute. 

The compact, six-pound unit is 
equipped with a bristle brush and a 
polishing bonnet. A tap of a switch 
with the foot starts the motor. 
While standing erect, the user first 
slides his shoe under the spinning 
brush. Then the lambs’ wool bonnet 
is used for a high-gloss polish. 

Rubber suction cups anchor the 
unit to any floor surface. The de- 
vice retails at $24.95. 
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Weinbrenner Co. Introduces 
Women’s Boots for Outdoors 


MILWAUKEE meet the 
growing market of outdoor women, 
the Albert H. 

Weinbrenner 

Company here 

has designed a 

new line of Wood- 

N - Stream 
for ladies. De- 
scribed ideal 
for hunting, fish- 
ing, canoeing and 
similar activities, 
the boots are lightweight and flexi- 
ble. 

Two styles introduced last month, 
The Diana and The Nokomis, are 
Cherokee Nimrod, eight-inch moc- 
casin boots, leather-lined, with brass 
leather laces, nail-less con- 
struction and gum rubber corrugated 
sole and heel. The Nokomis has in- 
sulated three-ply protection. 

The boots are made in maple leaf 
red or hickory brown nimrod leather. 
They are packed in plastic bags. 

According to the Weinbrenner 
Company, government surveys show 


boots 


as 


Lady's outdoor boot 


eyelets, 


that one of 10 women goes fishing 
and one of slightly over a hundred 
goes hunting. 


New Leather Preservative 
Is Marketed in Spray Can 
LOS ANGELES—“Leatherlife,” a 
new leather preservative which is 
said to make “leather and its man- 
made imitations practically immune 
to sun and abuse,” is being mar- 
keted in an 8-ounce pressurized 
spray can. It is offered by Sidney 
M. Hill & Associates, 336 N. Beach- 
wood Dr., Los Angeles. 
The product, which 
cleans, softens and seals 
surface with “a dry, bright luster,” 
according to a Hill spokesman. To 
use it, “simply shake, spray on and 
wipe the suds away,” the 
man explained. 


lists at $2, 


a leather 


spokes- 


Adhesive for Heel Covers 
NEW YORK — Development of 
new adhesive, Rubbatex, which makes 
it possible to adhere leather and 
plastic heel covers to metal or plastic 
heels, was announced by Rubba, Inc., 

at 1015 East 178d St., here. 


New Circular Stand 


A stand especially designed to display 

merchandise on a turntable is offered by 

the D. S. Crane Company, c/o Kisber's 

Shoe Circle, at Jackson, Tenn. The stand 

uses 32 square inches of floor space and 

stands 48 inches high. It holds 30 pairs 
or 60 single shoes. 





NOW IN STOCK 


IMMEDIATE DELIVERY 


professional model 


SQUARE 
DANCE 
SHOES 


@ Soft glove leather 
@ Colorful print lining 


@ 45” lace elasticized binding 
for snug fit 


@ Flexible chrome sole 


@ Built-in wedge 


@ Outside oak leather lift 


@ Black, white, red 
(Pink and blue to order) 


@ Sizes: 


4-10 Medium: 


5-10 narrow. 
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BERNED SHOE CO. + 207 ESSEX ST., BOSTON 10, MASS. 
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35 PAIR 


Net F.0.B., Boston 


THE ONLY INNOVATION 
IN FOOTWEAR DESIGN 
SINCE OREOPITHECUS 
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INSULATED 
BOOTS! 


STYLE 9088 
BROWN ANILINE 
UPPER LEATHER 


Additional styles are il- 
lustrated in 
elaborate 
Write for 


now! 


Three layer insulation 
leather frustrates frost 


leather, 
. Best of all is the warm 
feeling these boots will give you around the cash 


WITH 


; AND 


MOUNT JOY 


FIRST CHOICE 


TOP RETAILERS 


REAL BOYS 


— 
ae 
——_ 


ME ALL sors Action 


GERBERICH-PAYNE SHOE CO. 


PENNSYLVANIA 





Addison's 
catalogue. 
your copy 





foam rubber, 


register. Easy to stock complete sizes. Call us today 


for a starter shipment! 


HUNTING BOOTS 
GOLF SHOES 
SPORTING BOOTS 
DRESS SHOES 
SLIP-ONS 
PARATROOPERS 
WORK SHOES 


e Financial 


Melville Profits for First Half 
Drop 18% Below °57 Total 

NEW YORK—Net earnings of 
Melville Shoe Corporation for the 
first six months of 1958 showed an 
18 per cent decline from the com- 
parable period last year. The com- 
pany reported net profits of $2,346,- 
121, or 72 cents a share, as com- 
pared with $2,862,672, or 91 cents 
per share, in 1957. 

Net for the first half of 
this year were $61,802,253 against 
$61,819,496 for the first half of 
’D7. Reduced profits and the need 
for capital to finance an expansion 
led Melville to 
August 1 quarterly divi- 
dend from 45 to 32% cents. 

Retail sales of Melville Shoe Cor- 
poration for the four weeks ended 
23 were $8,308,373, an in- 
4.6 per cent over the 
period last year. For the 
January 1 to August 23, 
totaled $74,602,073, an in- 
crease of 3 per cent over the same 
part of 1957. 


sales 


program recently 


trim its 


August 
crease of 
same 

period 


sales 
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JOHN ADDISON FOOTWEAR, INC. 


Cutest hiclailata3) 


MARLBORO, MASSACHUSETTS 


Shoe Store Equipment 
CATALOGUE 


IS RESERVED FOR YOU! 
=-- Mail Coupon Today! --- 


Neme 





Address 


ROMITO-DONNELLY 


CORPORATION 





City 


RAVENNA,OHIO 


State 





A. S. Beck 6-Month Profits 
Decline 56% from Year Ago 

NEW YORK—A. S. Beck Shoe 
Corporation and its subsidiaries 
sustained a 56 per cent decline in 
profits for the first half of this 
year, in comparison with 1957. Ac- 
cording to the company, net earn- 
ings after taxes totaled $225,844 
against $509,599 in the correspond- 
ing period of last year. 

Earnings per common share were 
35 cents, compared with $1.01. 


Compo’s Income Rises 30% 
Despite Slight Sales Decline 

WALTHAM, MASS. — Although 
sales and revenues from machines 
on lease declined slightly during 
the first six months of this 
Compo Shoe Machinery Corpora- 
tion reported a 30 per cent increase 
in net income over the same period 
in 1957. John F. Smith, Compo pres- 
ident, explained that the increase 
was the result of concentrating on 
the sale and leasing of those items 
“on which the rate of profit is more 
favorable.” 


year, 


Net income after taxes for the 
first half-year totaled $148,000. 
For the same period in 1957, net 
was $114,000. Combined sales and 
leased equipment revenues for the 
six-month period ended June 30, 
1958, were $2,892,000, as compared 
with $2,950,000 in the correspond- 
ing months of 1957. 

Mr. Smith added that the man- 
agement of Compo Shoe Machinery 
Corporation believes its record for 
1958 will “compare favorably” with 
1957. 

He cited the 
for the shoe plus the 
company’s continuing efforts 
to serve the manufacturers with an 
increasingly wider range of machin- 
ery, adhesives and supplies.” 


“favorable outlook 


producers’ 
“own 


Spencer Sales Rise 42% 
BOSTON — July sales of the 
Spencer Shoe Corporation, which 
operates a retail chain in the North- 
eastern U. S., climbed 42 per cent 
above July, 1957, totals. President 
C. Charles Marran told the annual 
meeting that June also 
showed an increase, 23 per cent. 


sales 
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Allied Kid Annual Earnings 
Drop 2%; Recession a Factor 


BOSTON—The Allied Kid Com- 
pany reported net earnings of $832,- 
147 for the fiscal year ended June 
30, a 2 per cent decline from the year 
which ended June 30, 1957. Net 
sales of $26,199,260 compared with 
$27,349,937 the previous year. 

In the annual report to stock- 
holders, Benjamin Simons, president, 
said, “Reflecting generally the busi- 
ness conditions throughout the coun- 
‘ry, the sales volume and the profits 
during the last six months were less 
than in the first half of the fiscal 
year. However, as the country’s 
economy recovers, we should benefit 
from any general improvement.” 

Explaining that the company’s 
leathers are used mainly for shoes, 
Mr. Simons said, “The retail sale of 
shoes has been fairly steady, but 
shoe production has not fully kept 


pace. Not only were there fewer 


shoes made, but most shoe manu- 
facturers reduced their leather 
ventories ... 

At a meeting last month, the com- 
pany’s directors declared an extra 


in- 


” 


dividend of 20 cents per share be- 
sides the regular quarterly dividend 
of 40 cents, payable August 25 to 
shareholders of record August 18. 

Dividends for the fiscal year just 
ended were $1.80, the same as the 
year before. 


Sales, Leather Shipments Up 
At Colonial Tanning Company 
BOSTON — Colonial Tanning 
Company, Inc., reported sales of 
$18,488,263 for the fiscal year 
ended August 31, in comparison 
with $17,957,543 for the previous 
year. Total leather shipments also 
showed an increase, from 45.3 mil- 
lion feet in 1957 to 47.3 million feet 
for the year just ended. In August 
alone, 5.1 million feet was shipped. 
Kivie Kaplan, treasurer and gen- 
manager, prospects for 
the coming year “look very good.” 
He added, however, that the profit 
dim as a of 
“the squeeze play” between rising 


eral said 


picture was result 
costs and steady leather prices. 

Mr. Kaplan said all of Colonial’s 
p'ants are running at full produc- 
tion and no change is anticipated. 


Vulean Reports Earnings 
For 6 Months Matched 1957 
CINCINNATI, O.— Vulean Cor- 
poration, which produces lasts and 
for the shoe industry, re- 
ported earnings of per 
share on the company’s 
stock for the first six months of the 
year—the 
ponding period of 1957. 
Reporting to shareholders, Presi- 


heels 
cents 
common 


65 


same as for the corres- 


dent Joseph B. Reynolds said sales 
of shoe lasts were at a high level 
during the entire six months. He 
added that plant managers believe 
the orders now on hand will keep 
all of Vulcan’s shoe last 
working full-time during the cur- 
rent quarter. 

Vulcan modernizations, Mr. Rey- 
nolds said, include the installation 
of a last remodeling plant at the 
company’s St. as a 
means to provide additional volume 


factories 


Louis unit 
and stabilize operations. 

The six-month report 
closed that Vulcan is purchasing 
equipment will the 
company’s Shoe Products Division 
to enter the market 
during this quarter. 


also dis 


which enable 


plastic heel 
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DUTY SHOE 


Style No. 4882X5, $5.25 net 30 days 
Fast 24 hour instock service 


KICKERINOS DIVISION OF THE 
HAMPTON CORPORATION 

1308 W. FOND OU LAC AVENUE 
MILWAUKEE 5S, WISCONSIN 





© Obituaries 
Hugh Bullock, Retired 
Tyer President. Dies 


ANDOVER, MASS. Hugh Bul- 
lock, 78, who retired in 1955 after 
20 years as president of the Tyer 
Rubber Company here, died August 
17 after a long illness. 

Mr. Bullock 
spent 57 years in 
the 


rubber busi- 


ness. Since his 


retirement he 
had been a direc- 
tor of Tyer Rub- 
ber, which man- 
ufactures rubber 
footwear and 
rubber products 
for industry. 


Mr. Bullock 


joined Tyer in 1927. 


HUGH BULLOCK 


He had en- 
tered the rubber industry in 1898 
the United States Rubber 
Company in Naugatuck, Conn. From 
1900 to 1909 he was employed by 
the newly established Beacon Falls 
Rubber Shoe Company, Beacon 
Falls, Conn. Then he moved to 
Medford, Mass., and was with Con- 
Rubber Shoe Company, Mal- 
Mass., until he joined Tyer. 

Mr. Bullock was a former direc- 
tor of the Rubber Manufacturers 
Association. In World War II and 
the Korean War he was a Govern- 
ment consultant on the rubber in- 


with 


verse 


den, 


dustry. 

Surviving are his widow, Mrs. 
Rose E. Blunt Bullock; three 
daughters, Mrs. Margaret E. Reed, 
Miss Emily Bullock and Mrs. Caro- 
Blaker; grandchildren 
and eight great-grandchildren. 


line three 


David Gross 

BROOKLYN 
of a shoe store at 1653 Sheepshead 
Bay Rd. here for died of a 
heart attack August 13, two days be- 
fore his 67th birthday. Mr. Gross 
entire adult life in the 
shoe business, first as a jobber be- 
fore switching to retailing. 

He was a former president of the 
Sheepshead Bay Chamber of Com- 
the Businessmen’s 
Association. Surviving his 
widow, Katherine; two sons, Alvin 
W. and Capt. Ira M., of the Air 
two sisters and two broth- 


David Gross, owner 


32 years, 


spent his 


merce and area 


are 


Force; 


ers, as well as seven grandchildren. 


Emmett H. Smollins 

PROVIDENCE, R. I.—Emmett H. 
Smollins, 59, for the past 20 years a 
shoe buyer at Shepard’s, a down- 
town department died sud- 
denly August 30 at a nearby res- 
taurant. 


store, 


Before joining the shoe depart- 
ment, Mr. Smollins for 10 years was 
manager and buyer for the women’s 
shoe department at Gladdings, Inc., 
department store. He lived in Cran- 
ston, R. I. He is survived by his 
widow, a brother and a sister. 


Enos H. North 


ROCHESTER, N. Y.—Enos_ H. 
North, 86, former superintendent 
of the United Last Company and an 
organizer of the former Shelter 
Last Company here, died August 
25. His survivors include four sons. 


Mrs. Charles Hamilton 

ST. LOUIS—Mrs. Charles D. P. 
Hamilton, 95, widow of a vice-presi- 
dent of International Shoe Company, 


died recently in a hospital in Ashe- 
ville, N. C. Her husband had been 
an International executive from the 
firm’s founding in 1912 until his 
death in 1940. Survivors include two 
daughters and one son, C. D. P. 
Hamilton, Jr., chairman of the board 
of Hamilton Shoe Company, St. 
Louis. 


Albert Cobb, Sr., President 
Of New York Retail Chain 

NEW YORK—Albert A. Cobb, Sr., 
president of the Pediforme Shoe 
Company, which operates a chain of 
retail shoe stores in the New York 
area, died August 21 after a short 
illness. 

Mr. Cobb came to New York 50 
years ago to specialize in selling cor- 
rective shoes. Within the last five 
years his company has added popular 
style shoes as well. 

Mr. Cobb is survived by his 
widow, Edith Lillian; a son, Albert 
A., Jr., and three grandchildren. 


Fred A. Naegele 

INDIANAPOLIS, IND.—Fred A. 
Naegele, 79, a retired shoe sales- 
man, died here recently. He was 
employed by the International Shoe 
Company, St. Louis, for 40 years 
before his retirement 13 years ago. 
Surviving are a son, Harold, and a 
grandson. 


Mrs. George C. Griffith 

CLAYTON, MO.—Mrs. George C. 
Griffith, 72, president of Haas Shoe 
Company here, died August 20 
after a long illness. She is sur- 
vived by her nephew, Herman Haas, 
general manager of the family shoe 
firm in this St. Louis suburb. 





As they climb 
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your business 
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Here is the fabulous C-5 Cookie Combination, 
used foot appliance in the shoe trade today. 
MODERN’S C-5 is designed and assembled by the most modern 


scientific methods known. 


.. because ONLY 
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pleasure 


the most widely 





MODERN’S C5—Positions AUTOMATICALLY for correct longi- 
tudinal support... eliminates all guesswork. 


—Builds customer confidence. 


—Offers opportunity for EASY EXTRA PROFIT. 
—Reasonably priced ...made possible because 
of our fantastic volume production. 


Sizes for Men, Women, Children 


The Hollywood Scuff Sensation 
That's Sweeping the Country! 


For the new, the different, the 
exciting, the promotable, in 
Sandals, Casuals, Scuffs, look ' 


4 


50M _ Men's Scuff 
Tan, Black, Wine 
Full Sizes 6-12 


50 L Ladies’ Scuff 
Tan, Black, Red 
Full Sizes 4-9 


LION SANDALS ince. 


400 EAST 111th STREET, NEW YORK 29, N. Y. 


SEE YOUR LOCAL JOBBER or write for FREE SAMPLE and Catalog 


MODERN ORTHOPEDIC APPLIANCE CO. 


584 Broadway, New York 12, N.Y. 


* CA 6-4723 





e tbhout Shoe People 


Francis P. Murphy, a vice-presi- 
dent of the J. F. McElwain Com- 
pany, Nashua and Manchester, 
N. H., shoe manufacturer, and 
former governor of New Hamp- 
shire, was honored in his native 
town of Winchester, N. H., recently 
on his 81st birthday. 


Louis Koplan, owner and man- 
ager of Louis Shoe Store in Dor- 
chester, Mass., has moved the busi- 
ness from 635 Washington St. to 
622 Washington St. This is a family 
shoe store. 


Sherman Freedman has opened 
Brad’s Junior Shoe Shop at 
3righton, Mass. As the name indi- 
cates, this is a children’s shoe store. 
Mr. Freedman formerly was a shoe 
salesman with the R. H. White Com- 
pany in Worcester, Mass. 


Seldon F. Norsworthy, formerly 
with Flagg Bros., Boston, is 
associated with Holdstein’s 
Store in Rockland, Mass. 


now 
Shoe 


Milton Markoff, for many years 
manager of Arnold’s Shoe Store in 
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Norwalk, 
own 
carrying 
men’s and women’s casuals. 


has opened his 
Wilton, Conn., 


shoes 


Conn., 
shoe shop in 


children’s and 


Leo J. Horan, Jr., president of 
J. & J. Slater, New York shoe 
tailing firm, will serve as chairman 
of the shoes division of the annual 
appeal of the Travelers Aid Society 
of New York. 


re- 


Mrs. Terry Iles, 
Lassie Slippers, Inc., sailed on the 
Queen Elizabeth August 27 for the 
home office and factory in North- 
hampton, England. She 
planned to style the spring and 
summer 759 line of Lady Iles of 
Mayfair shoes. She’ll arrive back 
in New York September 30. 


president of 


Norwich, 


Richard Dyner, of Shoes of Ire- 
land, New York firm importing 
men’s Irish-made shoes, left Sep- 
tember & for Ireland to visit fac- 
tories he 
After about 10 days in Ireland, he 
planned to visit France and Italy. 


whose _ lines carries. 


James Morgan has been ap- 


pointed manager of Chandler's 
Shoe Salon at 505 Smithfield St., 
Pittsburgh, succeeding Bud C. 
Gibson. The latter was promoted to 
regional manager in the New York 
Edison Brothers Stores, 


area for 


Inc. 

Mil 
manager of a 
Shoe Store in 


William Vanek, formerly of 
waukee, is now 
remodeled Baker’s 
Youngstown, O. 


Joel Ward, a former resident of 
Champaign, III., that 
city to open the Junior Boot Shop, 
which will cater exclusively to chil 


returned to 


dren. 


Nathan Hack of Detroit, 
oper of the Ripple Sole, was 


deve] 
the 
subject of a feature story ina re 
cent issue of The New Yorker maga 


zine, entitled the “Ripple King.” 


Robert Stroud, widely 


enced as a shoe buyer and retailer, 


expel l 


is manager and co-owner of a new 
women’s shoe salon in the Michael! 
J. Leo department store at Kala 
Mich. He 
buyer in 
| CONTINUED ON NEXT PAGI 
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South Bend, Ind., Toledo, O., and 


Saginaw, Mich. 


Donald Bauman has taken over 
management of Kay’s Shoe Store at 
Jackson, Minn. He has been in the 
employ of owner David Katz for 
several years. 


Donald Nohner of Minneapolis, 
Minn., has bought the Ed Scheive 
shoe store at Eden Valley, Minn., 
near Minneapolis. He will call it 
Nohner’s Shoe Store. 


David M. Paukner is manager of 
the First Street Bootery, which 
opened recently in Duluth, Minn. 
Men’s, women’s and _ children’s 
shoes are stocked. 


Merle Lynne, formerly assistant 
manager of a Chandler’s store in 
Minneapolis, Minn., has been ap- 
pointed manager of the Des Moines, 
at 611 Walnut St. He 
succeeds Don Oscarson, who has 
been promoted to factory liaison co- 
ordinator in the home office of Edi- 


la., store 


son Brothers Stores. 


You can Sell More Pairs uppered 


\ 


e66 Us ear OFF 


because White Shoe Care 
is EASY with 


Don Davis and Tom McCarville 
have opened a new children’s shoe 
store, called Tommy’s Shoes, at 
Sioux City, Ia. 


Mr. and Mrs. Earl Graves have 
opened The Bootery at Ames, Ia., 
after moving there from Frank- 
fort, Ind. Their store will be a 
specialty shop for ladies’ and chil- 
dren’s shoes. 


G. W. Oglesby, manager of 
Schiff’s east side shoe store in Des 
Moines, Ia., for 11 years, has pur- 
chased another shoe store in the 
same city and renamed it Jerry’s. 
He will sell children’s, teenage and 
women’s shoes. 


Lee Sweitzer has been named 
manager of Walker’s Shoe Store in 
the Gates Department Store at Fort 
Dodge, Ia. Formerly he managed 
the company’s Odd-Lot Shoe Store 
in Waterloo, Ia. 


Art Prall and Marty Schroeder 
recently marked the 52d birthday 
of their S. & S. Shoe Store at 
Sigourney, Iowa. 


Mrs. Pauline Dawson is manager 


Free Kleenette 
Folders and 
Merchandising Tags 
for Kleenette 
Uppered Shoes . . . 


Write for Samples 
A.H.Ross & Sons Co. 


Chicogo 22, IMlinorn 











of a new children’s shoe depart- 
ment in the Emporium, in Jackson, 
Miss. She has specialized in juve- 
nile shoes in Jackson for a number 
of years. 


Fred Elias, formerly with Sears, 
Roebuck & Company’s Spartan- 
burg, S. C., store, has joined Sally’s 
Shoppe in Spartanburg as manager 
of that firm’s new shoe depart- 
ment. 


Joe Kronstadt, who has been sell- 
ing shoes in downtown Savannah, 
Ga., for many years, has joined the 
staff of Kassel’s Shoe Store in that 
city. 


Jack Lebowitz has been made 
manager of Burt’s at 29 Whitehall 
St. S.W., Atlanta. He moves there 
from Miami, where he served with 
the same organization. 


Mrs. Loudell Ritter is manager of 
a new Utsey’s Shoe Store in the 
Paxon Shopping Center at Jackson- 
ville, Fla. 


Sid Lazarus has opened a shoe 
store bearing his name at 1718 
Utice Sq., Tulsa, Okla. He features 
children’s footwear plus a line of 
women’s casuals. 


R. A. Sharp is manager of a 
remodeled, enlarged G. R. Kinney 
store which reopened recently in 
Tulsa, Okla. On hand at the open- 
ing were Carlton Chance, division 
sales manager, and Roblee Mc- 
Carty, sales manager of the Robin 
Hood division of Brown Shoe Com- 
pany. 


Paul Gross, who formerly man- 
aged the shoe department of Lich- 
tenstein’s Uptown store at Corpus 
Christi, Tex., has purchased the 
Factory Outlet Shoe Store. 


Warner L. Newton, sales man- 
ager of The Rubber Corporation of 
California, Garden Grove, Calif., 
and his wife are on a two-month 
business and _ pleasure trip. to 


Europe and the Middle East. 


Carl E. Straight has purchased 
the George Mahoney Shoe Shop at 
Browning, Mont. 


E. H. Hutchison is owner-man- 
ager of a newly remodeled Mat- 
thews Style Shop in _ Everett, 
Wash. He formerly operated a shoe 
store elsewhere in the same city. 
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Tingley Rubber Gets 
Additional Plant Space 


RAHWAY, N. J.—Tingley Rub- 
ber Corporation, manufacturer of 
rubber footwear, has acquired the 
entire premises of Regina Corpora- 
tion’s former plant here in a move 
that will almost double the com- 
pany’s usable floor space. 

William H. Rand, president of 
Tingley, said, “These new facilities 
are badly needed to take care of 
our expanding business.” 

Tingley, one of Rahway’s oldest 
major industries, dates from 1896. 
It was established by the late C. O. 
Tingley. With manufacturing oper- 
ations inaugurated by his son-in- 
law, William McCollum (now board 
chairman), in the early 1900’s, the 
company is the world’s largest man- 
ufacturer of molded one-piece rub- 
ber footwear. 

Since entering the rubber foot- 
wear field in the late 1930’s with a 
completely new concept of all-rub- 
ber lightweight rubbers, the firm 
has compiled a record of marked 
growth. 

Following World War II, Tingley 
developed additional men’s styles. 
Tough eneugh to stand up under 
constant decontamination launder- 
ing, they are widely used in atomic 
energy plants. 

In 1950 a full line of children’s 
boots and rubbers was added. This 
year Tingley has placed on the mar- 
ket a new men’s 10-inch light- 
weight, over-the-shoe boot. Han- 
dling distribution are some 100 dis- 
tributors strategically located to 
provide retailers with quick service 
on fill-ins to meet weather 
conditions. 

“Plans for 1959 contemplate a 
still more ambitious development of 
the business,” officials said. 


local 


Imports from Ireland Climb 

NEW YORK—The United States 
imported $61,500 worth of men’s 
shoes from Ireland in the fiscal 
year ended March 31, the Irish Ex- 
port Board announced here. In 
1956-57 the total was only $4000. 
Commented John A. Haughey, Ex- 
port Board chairman, in Dublin, 
“Considerable expansion is _ possi- 
ble with continued drive, initiative 
and on-the-spot investigation by 
our footwear executives.” 
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Analysis of 1947-57 Spending Shows: 


Footwear Gets Less of Consumer’s Dollar 


BOSTON The shoe industry’s 
share of the consumer dollar has 
reached a new low in recent history, 
according to the New England Shoe 
and Leather Association. 

It’s true, says the NESLA, that 
consumer spending for has 
risen 27 per cent since 1947—to a 
total of $3.7 billion. But in the same 
period, the ratio of shoe purchases 
to total national income dropped 31 
per cent. 

Meanwhile, 


shoes 


the ratio of shoe 





Gift from Colonial Tanning 
Executive Will Aid Hospital 

BOSTON—A $25,000 gift from 
the family of Kivie Kaplan, trea- 
surer and general manager of the 
Colonial Tanning Company, Inc., of 
Boston, will finance air-condition- 
ing of the Jewish Memorial Hos- 
pital in Roxbury. The hospital, 
which specializes in care and re- 
search in chronic diseases, will be- 
come of the first completely 
air-conditioned hospitals in metro- 
politan Boston. 

Mr. Kaplan, known locally as a 
philanthropist, is and 
endowment fund chairman of Jew- 
ish Memorial Hospital. He is a 
leader in civic and community proj- 
ects. 


one 


treasurer 





spending to total spending for per 
sonal consumption declined 26 per 
cent. 

In other the New 
England manufacturers’ group, “the 
industry has failed to maintain its 
relative position in our economy.” 

Why? NESLA offers two princi 
pal explanations: 

¢ “Shoes have proven an excellent 
value and continue so.” Average 
factory price per pair was $3.72 in 
1947, $3.61 in 1957. This is partly 
due to differences in types of shoes 
produced, says NESLA. 

* An enormous backlog of 
sumer demand for housing, appli- 
ances and automobiles was built up 
in the 1930’s and during World War 
II. When peace and prosperity re- 
turned, the public spent heavily on 
Footwear and clothing 


words, says 


con- 


those items. 
suffered accordingly. 
The New England 
however, sees a bright side to the 
picture in prospect: “Rising incomes 
and increases in population indicate 
that basic trends may prove more 
favorable in the future.” 
The organization based 
marks on an analysis of Commerce 
Department data. Figures on con 
sumer expenditures for shoes were 
prepared by the Office of Business 
Economics of the Commerce Depart 


association, 


its re 


ment. 


Consumer Expenditures for Shoes, 1947-57 


(Based on U.S. Department of Commerce Data 


Values in Millions of Dollar 


TOTAL 
PERSONAL 
CON- 
SUMPTION 
EX PEN- 
DITURES 


CONSUMER 
EX PEN- 
DITURES 


YEAR FOR SHOES 


3,749 
3,746 
3,611 
3,240 
3,260 
3,250 
3,315 
3,320 
3,109 
3,090 


955 


1957 
1956 
1955 
1954 
1953 
1952 
1951 
1950 
1949 
1948 
1947 


$284 , 442 
269 , 400 
256 , 940 
238 ,025 
232 ,649 
219,774 
209 , 805 
195,013 
181,158 
178,313 
165 ,409 


Per Cent Change 


1947-57 +26 9°; +72 0% 


NATIONAL 


RATIO of Ix pe nditure 
for Shoes to 
TOTAL 
PERSONAL 
CON- 
SUMPTION 
EXPEN- 
DITURES 


TOTAI 
NATIONAI 
INCOME 


TOTAL 
INCOME 


$363 951 
349 356 
330 , 206 
301,794 
305, 
292 155 
279 313 
241 876 
217.690 
223 487 

7 


198 


a7 
040 
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International Shoe Co. Opens New York Export Office 


ST. LOUIS—The Export Division 
of International Shoe Company has 
opened a new export office in New 
York City. According to Henry H. 
Rand, president, the office will serve 
foreign buyers coming to New York 
al] 
tries of the world 
that permit the 
import of Ameri- 


from coun- 


can-made shoes. 
Announcement 
of the 


made 


move Was 
fe 
Rand and Hector 
R. Dominguez, 
general manager 
of the division. 
Samuel M. Aber, 
who formerly represented the com- 
pany’s Friedman- Shelby division 
for 24 years in the New York area, 
has been named export office man- 
ager. Quarters are in Room 1004 of 
the Marbridge Building, 47 West 
34th St. 

The combined office-sample room 
features a representative line of in- 
In- 


by 


SAMUEL M. ABER 


ternationally advertised shoes 
ternational produces. Foreign buy- 
will have all the 


firm’s general and specialty sample 


ers access’ to 


rooms for their selections of high 





200 Manufacturers to Exhibit 
At Boston Advance Market 
BOSTON—More 200 
ume shoe manufacturers will show 
their spring 1959 lines during the 
Advance Spring Shoe Market Week 
to be held here for five days begin- 


than vol- 


ning October 5. Displays will be in 
sample rooms of the Hotels Statler- 
Hilton and Sheraton Plaza as well 
as in sales offices in the city’s shoe 
district. 

This is sponsored by 
New England Shoe 
Association and is under the man- 


the 
Leather 


show 
and 


agement of Maxwell Field, the as- 
sociation’s executive vice president. 
It is designed, Mr. Field says, as 
a service to manufacturers who 
must show early and to buyers for 
large retail outlets who must buy 
equally early. 
NESLA, Mr. 
make sleeping 


visiting buyers if requested. 


Field 


reservations 


said, will 


for 
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fashion and service shoes for men, 
women and children, except Savage 
shoes for children, made by the 
firm’s Canadian subsidiary, and 
Florsheim for men and 
women, made by the Florsheim di- 
Hy-Test safety shoes will 
be included in the export shoes. 
Mr. Aber, in charge of the office, 
has a background of more than 25 
vears in the shoe business. He is a 
member of the Boot and Shoe Trav- 
elers of New York and the National 
Organiza- 


shoes 


vision. 


Council of Salesmen’s 


tions. 


Bates Starts Full Production 
Of First Women’s Shoe Line 

WEBSTER, MASS.—For the first 
time in its 73-year history, Bates 
Shoe Company has gone into pro- 
duction on women’s shoes, making 
The Strato, a space-shoe styled for 
comfort. The line is being made in 
one style in two colors. 

According to Francis Ryan, vice- 
president in charge of sales, the 
achieved full-scale pro- 
duction on the line in July. At 
present distribution is being con- 
fined to the Eastern market but by 
late fall or winter it is expected to 
be national. 

The decision to enter the women’s 
comfort-shoe field came as a result 
of the company’s success with its 
casuals for men, officials said. The 
line will be expanded to include a 
woman’s golf shoe. 


company 


Utrilon Corp. to Use Hygienic 
Treatment on Plastic Shoes 

NEW YORK—Ofiicials of Utrilon, 
Inc., which will soon begin manu- 
facturing completely molded plastic 
shoes for the American market, 
have contracted with Sanitized, 
Inc., for exclusive rights to use that 
company’s hygienic treatment in 
plastic footwear. 

According to Leonard Rae, Utri- 
lon president, the treatment will 
give the shoes an anti-germ finish, 
which will resist the development 
of odors, mold, mildew and _ bac- 
teria. 

Manufacture of Utrilon 
piece, injection-molded 
the U. S. market will begin before 
year’s end, company officials stated. 
Mr. Rae and Jesse H. Lide, general 
manager of the firm, went to Puerto 
Rico recently to conclude arrange- 
ments to locate their plant there. 
It will modeled after existing 
Utrilon factories in Australia and 
Great Britain. 

The firm has named Theo. H. 
Davies & Company, Ltd., as exclu- 
sive distributor of Utrilon products 
in the Territory of Hawaii. 


one- 


shoes for 


be 


New Texture from Lawrence 

PEABODY, MASS. — Confident 
that white with just a bit of a tex- 
ture will be important for resort, 
spring and summer wear, A. C. Law- 
rence Leather Company has _ intro- 
duced Dado, a tiny crepe-like tex- 
tured calf for both and 
dressy shoes. The company said Dado 
calf has been sampled by 
ing shoe lines.” 


spectator 


‘outstand- 





‘Average Foot’ Family Sought to Test Shoes for Wellco 


WAYNESVILLE, N. C.—In order 
to improve his product, Heinz Roll- 
man, a shoe manufacturer here, is 
family with 
average assortment of foot problems 
to wear out his shoes. 

Mr. Rollman, who 
several shoe making techniques at 
his Wellco plant, is looking for a 
family of father, mother, and two 
children to wear slippers, work shoes 
and sport for three months. 
At the end of this time—providing 
the family has shown sufficient ca- 
pacity to wear out shoes—Mr. Roll- 
man will take them on as permanent 
“shoe wearing” employees. 


seeking an entire an 


has invented 


shoes 


month trial 
period promises to be demanding. 
Mr. Rollman said the family will 
have to hike through the country- 
side, wade in wet concrete and salt 
water, dance, and walk on all types 
of road surfacing—including no sur- 


However, the three 


facing at all. 

The requirements for the family 
are as follows: Father, size 8 to 10, 
width A to D; mother, 5142 AA to 
7 B; daughter, size 6 to 11, and son, 
size 2 to 6. The adults must not 
Weigh more than 160 pounds with 
height limits of 5 feet & inches for 
the father and 5 inches for 
the children. 


feet 5 
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Folder by Acme Boot Outlines 
Firm’s Biggest Ad Program 

CLARKSVILLE, TENN. — The 
Acme Boot Company, Inc., outlines 
its 1958 advertising program in a 
colorful folder which has been sent 
to all Acme dealers. Each of the 
firm’s five major boot types has its 
own advertising program. Their com- 
bined budget is by far the largest 
in Acme’s history, the company said. 

As part of the program, Acme is 
running 560-line ads in over 800 
newspapers from coast to coast. 
Cities for newspaper advertising are 
selected by a formula involving sales 
volume and newspaper rates, the 
company said. 


Celastic Distributor Added 


CAMBRIDGE, MASS. — Wasco 
Products, Inc., of Cambridge, has 
appointed the Leather Products 
Company of Milwaukee as exclusive 
distributor of Celastic box toe mate- 
rials, serving Milwaukee and north- 
ern Illinois shoe manufacturers. 
This is the third Celastic distribu- 
tor named since Wasco purchased 
the Celastic Corporation from Du- 
Pont and United Shoe Machinery 
Corporation recently. 


New York Wholesaler 

NEW YORK—Charles_ Finkel- 
pearl, shoe wholesale firm 
here, quarters 
just the street from its 
former location. The company is 
now at 101-103 Duane St. 


Moves 


Ine... a 
has moved to larger 


aCYross 


13-Year-Old Cutter-Karcher Operates 49 Departments 


ST. LOUIS—Cutter-Karcher Shoe 
Company is celebrating the anniver- 
sary of 13 
tail family-type shoe departments. 
The firm has outlets in 49 department 
stores in 17 states. 


years of operation in re- 


Marking the anniversary, princi- 
pals of the company have bought the 
modern one-floor building they oc- 
cupy at 1812-16 Washington Ave. 
For the past three months an exten- 
sive remodeling and redesigning pro- 
gram has been in progress. The fire- 
proof building, constructed of black 
vinyl glass and concrete, houses sep- 
arate quarters for buying, 
dising and warehousing and includes 
a completely new auditing depart- 
ment. 

According to Edward J. 
the firm’s St. 
house are now 
for efficient, modern methods 
quired today to better operate 
service our departments. 


merchan- 


Karcher, 
Louis offices and ware- 
streamlined, ‘‘geared 
re- 
and 

The company was founded in 1945 
by Jack Cutter, who is now presi- 
dent; Edward Karcher, executive 
vice-president and secretary; and 
Vergil Lipscomb, vice-president and 
treasurer. They are the sole 
Cutter-Karcher outlets handle na- 
tionally advertised brands for the 
family. In addition, company officials 
have manufactured to their specifica- 
tions popular-priced shoes under 
their private brand names of Diane 
Debs, Vitalizer, Little Scouts for 
children and Tim O’Shanter for men. 

Head of merchandising is Don 


owners. 


Interior * CHANDLER'S Bergen Mall * Bergen Mall, N. J. 
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vice-president and general 
who has been with the or 
ganization for 12 years. Ed Fontana 
serves buyer of women’s 
with Paul Londe buyer for children’s 
and men’s shoes. William Weiner is 
controller and general office manager, 
with the IBM department supervised 
by Gene Stark. 

Cutter-Karcher employs 
mately 200 in its various retail units, 
with a staff of 34 in the Louis 
office and warehouse. 

A total of 10 new leases were nego 
tiated by Cutter-Karcher during 1957 
and 1958, including the new Helman 
Store in Jeffersonville, Ind., which 
opens September 15. The other 
departments are Roberts Brothers in 
Diamond’s Park Central Store, Phos 
Ariz.; Reynold’s Brothers, Inc., 
Amboy, N. J.; J. L. Rosen 

Jackson, Tenn.; 
Dunkirk, N. ¥ 
New 
4) 
New 


Beaumont, 


Carlton, 
manager, 


as shoes, 


approx 


ot. 


leased 


nix, 
Perth 
bloom & Company, 
The Safe Store, 

John Schoonmaker & Son, 
burgh, N. Y.; Small’s, Belleville, 
Kistler-Collister, Albuquerque, 
Mex.; The Fair Store, 
Tex., in the new Gaylynn Shopping 
Center; and S. W. Newburger Dry 
Goods Company (The White House), 
New Albany, Ind. 


Inc., 


USMC Moves at Harrisburg 
BOSTON United Machin 
ery Corporation has moved its Har 
risburg, Pa., office from a conyested 
downtown location to a new building 
at 2151 the city’ 


outskirts. 


Shoe 


Paxton St., 


on 


another style 
in the 
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(imported from Europe 


UNUSUAL 


SHOE 
HORNS 


Handsome, masculine 
shoe horns, imported di- 
rect from the style cen- 
ters of Italy and Eng- 
land. Treasured ‘“‘conver- 
sation pieces” that add 
just that right touch to 
any gentleman’s ward- 
robe. Liberal dealer 
mark-up. 


Prompt Shipments Guar- 
anteed. Most Complete 
Stock of Shoe Horns in 
America. 


Write Today For Illustrated 
Literature and Price List. 


WARNER 
IMPORTS 


“The Shoe Horn King” 


4015 W. Magnolia Bivd. 
Burbonk, California J 


Jobber laquiries Invited 
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FURST ie the NATION with 
PARAKEET........44 


We are proud to be first with Para- 
keet genuine sheepskin moccasins. 
Backs of skins dyed in attractive 
pastel shades. 

26 sheepskin moccasins included in 
over 150 Moc styles available for 
same-day delivery. 


WRITE TODAY FOR ILLUSTRATED CATALOG 


UODDY 
e Moccasins 
1. ®@ 
av? SPIEGEL-STANLEY CO. 


BAYSIDE PARK—PORTLAND, MAINE 


| service” 


pany 


announced 


| dustrial 
| is heading the office. 





To All Shoe Travelers 


The Recorver is inaugurating in an 
early issue a new feature, “Salesmen on 
the Road.” It will be a page devoted 
solely to news about shoe travelers. This 
includes births, weddings, important an- 
niversaries, election to offices in other 


| organizations, civic activities, honors and 
| recognition in your hometown. 


We will also include changes of lines 


and representation. This is your page, 


| so we will depend on you to keep a 


steady flow of news coming to us. Please 
send all news items to: 

BERNICE S. DECKER 
SALESMEN ON THE ROAD DEPT. 
BOOT AND SHOE RECORDER 

228 GREENWOOD BLVD. 
EVANSTON, ILLINOIS 


MRs. 





_ A.C. Vogel Cited on 50 Years’ 
| Service to Tanning Industry 


MILWAUKEE 
a partner in the 
Tanning Company 
honored for 50 years 
to the tanning 


Albert C. Vogel, 
Gebhardt-Vogel 
here, has been 

’ “outstanding 

industry. 


| He was presented a plaque by the 
| Tanners’ 
| consin, 


Production Club of Wis- 
with William Hammell of 
Albert Trostel & Sons Company and 
Richard Flagg of Flagg Tanning 


Company making the presentation. 


Mr. Vogel started as a mail clerk 
with Pfister & Vogel Tanning Com- 
in 1906. Two years later he 
became a student in the tannery. 
After attending Pratt Institute in 
Brooklyn, where he was graduated 
with honors from the tanning school, 
he returned to Pfister & Vogel. Be- 
fore going into partnership with A. 
E. Gebhardt, he served with C. D. 
Brown Leather Company, U. S. 
Leather, Scherer Leather and A. C. 
Lawrence. 

Mr. Vogel is a charter member of 
the Tanners’ Production Club of 
Wisconsin, and a member of the 
Leather and Allied Trades Associa- 


| tion. 


| Tanner Adds Sales Office 


LOS ANGELES—A. K. Salz Com- 
pany, Santa Cruz, Calif., tannery, 
the opening of a Los 
Angeles sales office. Its mailing ad- 
dress is P. O. Box 35247, Los 
Angeles 35. 

Phil Esformes, formerly with In- 
Leathers of Los Angeles, 


Color Stressed as Colonial 
Shows Spring Line to Staff 

NEW YORK—The importance of 
color for spring in all Colonial Tan- 
ning Company leathers was empha- 
sized at a staff dinner meeting of 
the Boston firm, held here last 
month. 

Highlighting the session, Jane 
Wheeler, the company’s fashion co- 
ordinator, presented the spring line 
and pointed out the fashion signifi- 
cance of the various leathers. New 
deluxe swatch beoklets were dis- 
tributed. 

Miss Wheeler said the growing 
demand for colored patent leather 
followed closely the general trend 
toward more use of color in ready- 
to-wear. She added that the spring 
shades of Topaz, Black Raspberry, 
Bronze and Bright Gunmetal were 
particularly well adapted for cos- 
tume accent in spring’s new fashion 
shoes. 


Tanning Firm Finds New 
Application for a Leather 


BOSTON—Officials of Beggs & 
Cobb, tanning firm, have reported 
that a new application for one of 
their leathers evolved from last 
month’s Leather Show. They said 
the company’s Box Calf Grain, 
initially introduced in medium to 
heavy weights, was found to have 
“an excellent character in a light 
weight for the refined, soft look in 
women’s unlined pumps and dressy 
low heels.” 

The grain, an adaptation of the 
[European box calf, is given delicate 
emphasis with a finish of medium 
lustre, and its temper is mellow 
and pliable, the company said. 
Beggs & Cobb has scheduled in pro- 
duction the first dress colors, to 
include black, white, bone, Summer 
Red, Benedictine, Flight Blue and 
Greenbrier. 


Distributes Box Adhesives 


BOSTON — National Shoe Prod- 
ucts Corporation, which has offices 
at 185 Devonshire St. here, has been 
appointed exclusive distributor of 
Shoe Box Adhesives manufactured 
by National Adhesive Division, Na- 
tional Starch Products, Inc. The 
line was formerly offered by United 
Shoe Machinery Corporation of Bos- 
ton. 


Boot and Shoe Recorder 





Where 
to Buy 





MERCHANTS’ NEEDS 








FOOTSAVING 
EDUCATION 


Ads of compelling interest 
Proven effective nationally 


Write for sample 
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Everyone Who Knows Comes to BARIS 
SURPLUS SHOE STOCKS 
from best sources always on hand 
at action prices 
A A R | S THE NATION'S FINEST 
CANCELLATION SHOES 
79-81 READE ST., N.Y. 7 + WO 2-5180 








Compo Corp. to Distribute 
For Torrington Company 


Compo Shoe 
Machinery Corporation of this city 
has been named a national distrib- 
utor of Torrington Company’s line 
of heavy thread needles and awls 
used for outsole stitching, inseaming 
and lasting, as well as the complete 
line of sewing machines or dry 
thread needles for the stitching 
room. 

A Compo spokesman said _ local 
district offices will be stocked to pro- 
vide fast service to shoe manufac- 
turers in each area. 

In addition, Compo has been ap- 
pointed by the Berger division of 
the Republic Steel Corporation to 
distribute the latter’s line of fabri- 
cated steel products designed for use 
in the shoe industry. 

Included in this 
shelving, lockers, 
equipment, storage cabinets and 
steel office equipment. In charge of 
selling these products will be Gale 
H. Perkins, Compo’s special equip- 
ment planning representative, whose 
headquarters are here at Compo’s 
home office. 

Warehouse stocks will be carried 
in Boston; Buffalo; Charlotte, N. C.; 
Chicago; Cleveland; Detroit; Hous- 
ton; Long Island City, N. Y.; Los 
Angeles; Philadelphia and St. Louis. 


line are steel 


last bins, shop 


September 15, 1958 





International Admits Guests 


Into ‘Royal Order of Vamp’ 


ST. LOUIS—You can become an 
“honorary shoemaker” by visiting 
one of International Shoe Com- 
pany’s plants. 

The company is presenting visi- 
tors a simulated parchment certifi- 
cate, signed by “Ye Olde Plante 
Manager” and conferring the shoe- 
maker title. The certificate states 
that the holder, “being a person of 
sound mind and limb,” is “officially 
received with full honors into the 
Royal Order of the Vamp” and 
“hereby permitted, yea encouraged, 
to wear upon his (or her) noble 
feet appropriate footgear bearing 
one of the inscriptions bordering 
this manuscript.” 

International’s brand names sur- 
round the citation. 





Irving Names St. Louis Firm 
BOSTON The Irving Tanning 
Company of Boston has appointed 
the Robert P. Eberlein Company of 
St. Louis as sales agent for its com- 
plete line in the St. Louis territory, 
according to Saul Stockman, 
president and sales manager of Ir- 
ving. In addition, the Eberlein firm 
will handle the complete line of 
specialty leathers for the Hunt- 
Rankin Leather Company, Boston. 


vice- 


Distributor for Heel Covering 


HAVERHILL, MASS.—The Mis- 
souri Wood Heel Company has been 
appointed distribution agent for 
the Stackette division of the Eagle 
Wood Heel Company of Haverhill, 
it was announced by Ray Brown, 
Stackette sales manager. 

Stackette, an embossed 
heel covering, distributed 
exclusively by Missouri Wood Heel 
Mis- 
Wis- 


ecruse 
will be 
Company in Ohio, Tennessee, 


souri, Arkansas, Illinois and 


consin. 


Union to Mark Anniversary 
PHILADELPHIA Local 141 of 
the Boot and Shoe Workers’ Union, 
which represents workers in Phila 
delphia and nearby New Jersey fac 
is celebrating its 25th an 
mark the 


tories, 
niversary. To 
the local will hold a dinner-dance 
and entertainment on Friday, Octo- 
ber 10, at 7 p.m. at Palumbo’s Cafe, 
824 Catherine St., here. 


occasion, 


Where 
to Buy 





JOBS 








For Over 43 Years 


Headquarters For 


CANCELLATION 
STORES 


Quality Brands Lowest Prices 


Largest Stocks All Price Ranges 


ae he! A oe 


MOSINGER -COHN 


1235 Washington, St. Louis 3, Mo 














CORRECTIVE 
FOOTWEAR 


Recommended by lead 
aT EO ing Doctors for Men, 


Women and Children 


249 Dutton St. 
Lowell, Mass. 


: ae > 
Established 1869 


STOVER & BEAN CO. 











— SUPINATOR SHOES” 


~for weak or flat feet 
; ; preseribes {1 by doctor 
as the 
for children 


and distributed 


modern corrective 
shoe 


Made 


Maurice J. Markell Shoe Co., Inc 


332 South Broadway * N.Y 


only by 


Yonkers, 





BOX HANDLERS 





DO 
YOU 
STILL 


climb Sz, 
LADDERS? | 


Long Arms will reach 4 
the shoes on high shelves 1 
quicker, easier, safer 
than by any other 
method. Long Arms with 


LONG ARM* 


The efficient box handler 
QUICKER, EASIER, SAFER 








handies 24'', 36'', 48 
and 60"', $3.50. With 72 
handles, $4.50 postpaid in USA. Sr 
length desired and if for men's 
boxes. Your jobber or 


CARL BEEMAN 
Cedar Heights Rd 


ecify handle 


womer 











Porsonnel 





WM. E. DOUGHERTY 


"MITCH TENEBAUM 
VP at Prest-On 


Western Salesman 


Retiring... 


William C. Maurath, after 40 
vears with Endicott Johnson Corpo- 
ration covering the Rhode Island 
and nearby Massachusetts and Con- 
Mr. Maurath, 
recently for 
will go on pension Novem- 


necticut territory. 


who was_ hospitalized 
surgery, 
ber 1. Matthew Duffy will succeed 


him. 


Promoted... 


James J. Meyers, from assistant 
district manager io district 
manager of the Detroit 
branch of United States Rubber 
Company. Allan G. Baxter assumes 
the assistant’s post at Detroit. 

“Mitch” Tenebaum, to western 
factory representative for Sobel, 
Bernstein & Greene, Los Angeles 
manufacturer of women’s 
During a year with the firm 
as factory showroom salesman, he 


sales 


sales 


dress 


shoes. 


has been trained to cover southern 
California, New Mexico, 
and Nevada. The 
part of the work formerly handled 
by Richard Sobel, who has moved 
up to general manager. 

Edward L. Schultz, to assistant 
general manager of shoe assembly 


Colorado 


job constitutes 


CHAS. UMSTED, JR. 
Named Solesman 


MALCOLM MURRAY 
VP at Brown Co. 


MORRIS MOSKOWITZ 
Joins Old Town 


ROBERT T. WILSON 

Sales Manager 
plants in the Endicott-West Endi- 
cott division of Endicott Johnson 
Corporation, Endicott, N. Y. He 
was formerly a plant superinten- 
dent for 11 years. Robert I. Cargill 
has succeeded him as superinten- 
dent of the Security plant, and 
Matthew J. Hastings has been ap- 
pointed superintendent of the Fair 
Play Annex plant, succeeding Ed- 
ward Airey, who retired. 


Elected... 


William E. Dougherty, as vice- 
president of the newly formed 
Prest-On Heel Lift Company, Hav- 
erhill, Mass., maker of a replace- 
able heel lift. In addition to over-all 
administrative duties, he will be 
responsible for the firm’s research 
and development department. 


Appointed... 


Robert T. Wilson, as sales man- 
ager of the Eagle Wood Heel Com- 
pany, Haverhill, Mass. He has been 
executive in the East for 
more than 10 years. 

Adolph Green, as vice-president 
and general manager of the Del- 
man retail division of Delman, Inc., 
New York manufacturer-retailer of 


a sales 


fe 


GALE H. PERKINS 
Compo Specialist 


NORMAN W. EKBERG 
Represents Compo 


women’s shoes. Donald Seligman, 
who held the post previously, has 
resigned to enter private business. 

L. M. (Phil) Phillips, as area 
manager for the four R. E. Cox 
stores in Fort Worth, Tex., and the 
two Cox stores in Waco, Tex. He 
formerly was manager of ladies’ 
shoes at Rothschild’s, Oklahoma 
City, Okla. The appointment was 
announced by the Associated Sales 
Corporation, a division of General 
Shoe Corporation. 

Harold Fisher, to supervise pro- 
duction and styling of the Moxees 
line, popular-priced women’s sport 
and casual shoes, at Belgrade Shoe 
Company, Auburn, Me. In addition 
he will take charge of the com- 
pany’s new Continental Casuals di- 
vision and handle sales on Bel- 
grade’s unbranded lines. 

Milton Fisher, a brother of Har- 
old, as sales representative for 
Moxees and Continental Casuals in 
the Southeast. His territory, a new 
one for Moxees, will take in Ken- 
tucky, Tennessee, Texas, Louisiana, 
Arkansas, Alabama and Missis- 
sippi. 

Morris Moskowitz, as a_ repre- 
sentative of the Old Town Shoe 
Company, Oldtown, Me., in Connec- 
ticut, New Jersey, eastern Pennsy]- 
vania and a portion of New York 
State. His headquarters will be in 
Verona, N. J. 

Kenneth M. Payne and Robert R. 
Gaylord, as salesmen for the Amer- 
ican Girl Shoe Company, Boston. 
Mr. Payne will cover all of Wis- 
consin and the upper Michigan pen- 
insula. Mr. Gaylord will sell in 
Minnesota and Iowa and the border 
towns of North and South Dakota. 
The territories represent a split-up 
of the area formerly traveled by 
Emery Gronvold, who died re- 
cently. 

Charles Umsted, 
representative for Tobin-Hamilton 
Company, Inc., St. Louis manufac- 
turer of casuals and house slippers. 
From headquarters in Fort Worth, 
Tex., he will travel Texas, Okla- 
homa, Arkansas and Louisiana. 

Miss Jean Olds, as fashion direc- 
tor of E. Hubschman & Sons, Inc., 
Philadelphia tanner, succeeding 
Mrs. Dorothy Fox She 
served previously as fashion coor- 
dinator with Shain & Company, 
Inc., fabrics converter. 

| CONTINUED ON PAGE 114] 


Jr., as sales 


Davies. 


shoe 
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Classified and Want Ads 





SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











OPPORTUNITY FOR EXPERIENCED SALESMEN | | Highly Successful 


Reputable manufacturer of women’s shoes will introduce line of staple and New England 
fashion shoes incorporating an unusual feature enhancing the beauty and con- Shoe Manufacturer 


tributing to the comfort of each style. 
of Men's Leather Casuals and Boys’ 


Will retail profitably in $10.95 to $12.95 field. Entire line backed by in stock and Youths’ Dress Shoes in Popular 


eae ; ; Price Field, rated AA-l, offers attrac 
service in complete range of sizes and widths. = 3 ; } 
tive commission to experienced 


salesman. 100% In-Stock. May be 
si a ; 2 carried with other non-conflicting 
and qualifications. All correspondence will be regarded as confidential. line. Write NOW in complete conti 


dence, givi all details 
Reply to Box 286, BOOT and SHOE RECORDER, Chestnut & 56th Sts., Philadelphia 39, Pa. ants annotieaniniagte 


Unusual opportunity for promotion minded salesmen. Write giving experience 


Territories open 
Mass., Conn. and R. | 
New Jersey 
Ga., Ala., Tenn. 


SALES EXECUTIVE Western Penna. 


Marketing to the Shoe and Footwear Industry of a Growing Product Line offers growth Illinois ‘9 ogi ae 
opportunity to a man with knowledge and experience in the industry. Proven performance Kansas, klahoma 

required. Age 30-45. Salary and incentive earnings opportunity at the $10,000 level for Reply to Box 285, BOOT and SHOE RECORDER 
the right person. Initial reply must contain full information and photo. All replies will be Chestnut & 56th Streets, Philadelphia 39, Penna 
kept confidential and will be acknowledged. os : 


Reply to Box 284, BOOT and SHOE RECORDER, Chestnut & 56th Streets, Philadelphia 39, Penna. 














Unusual Opportunity 


NOW IS THE TIME TO THINK OF MANUFACTURER EXPERIENCED COMMISSION SALES 
SPRING. GET YOURSELF SET WITH MEN, full time or sideline, for Line 


A LINE THAT CAN MAKE MONEY SEEKING EXPERIENCED SALESMEN of Top Quality, Imported, Name 


FOR YOU. SEVERAL TERRITORIES Offers Exceptional Opportunity. We Brand, Canvas Footwear. Only hard 
WILL BE AVAILABLE DUE TO OUR are seeking experienced salesmen in working, ambitious men, with a de 
several territories who are interested sire to increase their earnings need 
EXPANSION PROGRAM ON FULL in’ making a_ factory connection reply. Men with experience selling 
whereby shoes are sold out of stock dee ah 
TIME OR SIDE LINE CAPACITY. IF : Canvas Footwear and Better Shoe and 


| and also on a make up basis at ex- 
YOU CAN REALLY SELL WRITE AT ceptionally competitive prices direct Department Stores preferred. Write 
from the factory. A complete line of : ™ ’ srience es 
ONCE. Vid: Shane, olabhe?. Gale's taianes’, full details as to experience, Line: 
carried and territory desired. In 


te and Big Boys’ Bonwelts and Compos 
KICKERINOS Division of manufactured in stock. Replies will clude recent photograph. Replies kept 


be held in strict confidence. in strict confidence 


THE HAMPTON CORPORATION Reply to Box 287, BOOT & SHOE RECORDER Reply to Box 295, BOOT & SHOE RECORDER 


1308 Ww. Fond du Lac Ave., Milwaukee, Wisconsin Chestnut & 56th Streets, Philadelphia 39, Pa Chestnut & 56th Streets, Philadelphia 39, Pa 
































i as ORDER BLANK 


UNDISPLAYED BOOT AND SHOE RECORDER 


word 
Mini a ve ). .$3.60 Chestnut & 56th Sts. 
inimum words). .$3. : : 
Box number, extra... .$2.40 Philadelphia 39, Pa. 
Your name and address 
charged at word rate. 
Street number one word 


DISPLAYED 
$14 per inch 


Maximum, 46 words to the 

inch. All material must be in 

our office 20 days prior to Name (please print) 

publication date. Street City State 

NOTICE: 
Classified Advertising Enclosed is Check [_) 
is payable in advance Please check if box No. is Wanted [_} Money Order |] 








Here is my want-ad: 
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Classified and Want Ads 
SALESMEN WANTED FOR RENT WANTED TO PURCHASE 
CASH FOR SHOES 


OPPORTUNITY! 
U | T Y LOCATION Closeouts—Complete Stores 


We have several openings for side 
line representatives for our wonder- Cambridge, Massachusetts Short Leases Assumed 
158 Duane St. New York City 


ful line of open-stock, in-stock, low- . 
priced Juvenile Footwear. All open Porter Square Shopping Center pict onr dt 


territories are well established. 6% FOR RENT 
commission, plus bonus. Write: 1 CENTER UNIT—Only Store Available ag nn 
NEIL CARLSON, SALESMANAGER 3300 Sq. Ft. & Basement a Ge aca 
SEABOARD NATIONAL SHOE COMPANY Ideal for Family Shoes or Women’s SHORT LEASES ASSUMED 


22 S. Hanover St., Baltimore |, Md. Apparel B. SABIN 


15 Units Now Occupied By 101 DUANE ST. NEW YORK 7, N. Y. 
nee 2 : Telephone WOrth 2-2515 


. Rexall, Kresge, Household Finance, 
Experienced salesman full time or a ae 
side line, for national distributor of Gilchrist’s, Star Market, etc., etc. 


men's popular price footwear. Enclose FREE PARKING LOT . . . BIGGER THAN TOP DOLLAR! 


references, resume, and photograph. 


Several territories available. BOSTON RED SOX FENWAY PARK FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


BRILLIANT BROTHERS CO. B&M REALTY TRUST EDDY SHOE COMPANY 


196 Lincoln Street Boston 11, Massachusetts ALWAYS RELIABLE 
Phila. 6, Pa. 


132 No. 4th St. 
6 BEACON ST., BOSTON "thee WA 5-9533—WA 5-9927 
Telephone: LAfayette 3-6058 























PRIME M. STOFF and CO. 
























































EXPERIENCED CHILDREN’S SHOE | 
parte or ot Pennsylvania Manufacturer of | 
igh Grade Children’s Goodyear and Cement 
Juvenile Shoes wants salesman with established FOR SALE 
non-competitive Lines as representative ter | BUSINESS OPPORTUNITY 
West Coast. Reply to Box 288, Boot anp Suor | 
RECORDER R, hestnut & 56th Streets, Philadel FOR SALE: CHILDREN’S SHOE STORE, 
phia 39, Penna MODERN. AIR CONDITIONED, Choice Lo- 
FOR OUR EXPANDING VOLUME cation; Potential Volume 100,000; California 
DUE TO RETIREMENT OF ONE OIF Shopping Center; established 3 years Top 
OUR KEY MEN. now open for Live Wire We are looking for a Partner in our Moderate-sized Orthopedics, top regular brands Financially 
Salesman, entire state of New Jersey and Factory operation located in the Midwest. Invest- responsible buyer 0 Reason for selling, 
Eastern Pennsylvania. Complete Line Chil Sosias® ment of op eg racer “geo ede! = a Reply to 291, Boor AND SHOE 
9 s Psto o ke charge of sales Txcellen po! e > . 
Shoe plus complete Men's, Women’s and tunity fa onan pili: atener uskl@eatins anites orpER, Chestnut & 56th Streets, Philadel 
Children’s Slippers and Canvas, in-stock. A. G held strictly confidential 
BEHN SHOE CO. IN( . Box No. 7, Kearney, cE 
New Jersey Reply to Box 282, BOOT & SHOE RECORDER FAMILY SHOE STORE, SHAWNEE, 
Chestnut & S6th Streets, Philadelphia 39, Pa. OKLAHOMA, Thriving town of 27,000. Nice 
Fixtures; Carpeted and Air-Conditioned Can 
be bought at sacrifice price, due to other in 


SIDELINE SALESMAN WTD. foie i Paice det ther. 
LINE WANTED Oklahoma 


FAMILY SHOE STORE, Good, Cle un 
WANTED: SIDELINE MAN chandise; Same location 55 years; Only 
. SALESMAN, LONG YEARS Ol ‘ store in City $17,000. will 
7 PERIENCE, Excellent Background, good fol business interests reason for 
To Sell Miller Shoe Trees and Cordo- he in Ohio pear ige Ss aemager eerie Branded IE ATH. 306 North Main, Bridgepor 
Hyde Laces in North and South Caro- Manufacturer’s Line. Reply to Box 294, Boor . 3 
lina, Alabama, Georgia and Florida aup Suos Recoapes, Chestnut & 56th Streets, FOR SALE: FAMILY SHOE STORE 
‘ Philadelphia 39, Pa | Growing Community Grossed $54,000 As 


year Asking $3,000 plus 


©. A. MILLER COMPANY | Ray fie ont ig ee ogg 
PLYMOUTH, NEW HAMPSHIRE FOR SALE wat re'P ©. fox 650 Les | 
| 
| 




















Penna. 



































FOR SALE: FAMILY SHOE STORE; vol 

| \ST. AND EASY SELLING SIDELINE POPULAR. MEDIUM-SIZED MARYLAND ume around $50,000 Desirable South ged 
Complete Line of $1.98 and $2.98 Slippers TOWN ye nie pole tle eo so | location. Reasonable. Reply to Be x 280, oot 
Men, Women and Children. All territories eee Ries ‘paws nite cannene Ai adirn y bt: snp SHOE REcORDER, Chestnut & 56th Streets, 

1 except New York, Virginia and Detroit ey family shoe ‘more Sincere offers noe Philadelphia 39, Penna. 

\ beautiful Line of $1.98 and $2.98 Casuals oe Re tins. eae anki willing naa hearse 


‘ ‘ 
r Spring 


Reply to Box 290, Boor ann Sox own. State experience, capital or assets 


Recoupen Chestnut & 56th Streets, Philadel k iy to Box 292, Boor aNnp SHoEr REcorRpER, WANTED TO PURCHASE 


Penna Chestnut & 56th Streets, Philadelphia 39, Penna 











»MART LEATHER BOWS, SHOE ORNA FAMILY SHOE STORE, Doing Excellent | WANTED RETAIL STORE, 
; . 


S 7 ) 
+ 0 : a wd ate cee ! a ket size — Business in  Philadelphia’s Fastest Growing Men’s only, in Metropolitan New 
Bon . fon Pong ee estes bapa y Section Excellent Opportunity Reply to Bos | doing $75,000. or better Write 
: © S6th Stree PI Pelee ig Chest 248, Boor anp SHOE Recorper, Chestnut & | Reply to Box 289, Boot anp SuHor 
‘ th Streets, hiladelphia 39, Penna 56th Streets, Philadelphia 39, Penna Chestnut & 56th Streets, Philadelphi 


FOR SUBLEASE FOR SALE: LADIES SHOE STORE in 
Downtown St Petersburg, Florida Well ° . : - 
equipped; air conditioned Retail prices now Jack Finkelstein 1S the operato} 
TOLF rie ar OR $8.00 to $16. ply to Box 296, Boor AND ede ‘ : a 
DITIONED SHOE STORE oy Se onlay Senet Body & a Stra. of Smith the Shoe Man, Inc., a new 
» : ES ©; No stock to buy YD ¢ 290 Pp . vcs . ° x cs 
Good outlying neighborhood. Present lessee will Philadelphia 39, Penna store in Woonsocket, R. I., special- 
sublease to responsible party purchasing fixtures s ede ‘ . 
at Mh original cost. Low rent includes heat X-RAY MACHINE, AUTOMATIC TIMER, izing in shoes for teenagers and 
teply to Box 293 Boor anp SHor RECORDER, Like New, $75.00. F.O.B.. MARC PAUL. , 
Chestnut & 56th Streets, Philadelphia 39, Penna INC., Box 7203, Oakland, California. : 7 women. 
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Wanted to Purchase 








will soon prove 


Sputnik an¢ Muttnik $o* SURPLUS SHOES 


are old numbers CANCELLATIONS 
COMPLETE STORES 


Write or wire for fast ac 
tlon . . . quality men’s, 
en's and children’s shoes. 


» > FOR OVER 43 YEARS 
GeectellY MOSINGER-COHN 


1235 Washington, St. Louis 3, Mo 

















Quick decision on your offers of discontinued and 
B A R I S surplus men's, women's and children's shoes. 
THE NATION’S FINEST Also complete stores considered 
CANCELLATION SHOES Jobs in Fine Shoes From Fine Sources Since 1931 


79-81 Reade St. © New York 7, N.Y. © Tel: WOrth 2-5180 N 








TOPPS PAYS THE TOPS 
WE ARE RETAILERS 


We buy Men's, Women's, Children's Shoes 
Complete Stores FOR OPERATION 


TOPPS SHOE STORE 
4116 Bergenline Avenue 
Union City, N. J. UNion 3-6413 
Phone or Wire Collect 








WE PAY MORE [osc WE _ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN'S BRANDED SHOES 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, L. I., N. Y. 
Max L. Meltzer, Pres. Ivanhoe 1-9830 














B. & R. PAYS THE LIMIT 


WE BUY CLOSE OUTS C 
COMPLETE SHOE STOCKS A 

an LEASES ASSUMED S 
anaes YOUR NAME PROTECTED Hf 





B.&R. SHOE CORP. 74 Reade Street, New York 7,N. Y. WOrth 2-6358 
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Any quantity. . any time. Weil 
buys for cash... quality shoes, 
complete stores, closeouts or 
surplus from manufacturer or 
retailer. For quick action write, 
wire or phone immediately 


M. K. Weil Shoe Co. 
1215 Washington Avenue 
St. Louis 3, Mo. 
CE. 1-4898 CE. 1-3762 
Quality Shoes Since '32 
“While in Town See Weil” 











T COMPLETE STORES 
‘WANTED: 


Confidential negotiations by 





rated . . . experienced retailers : 


. ARRONSON BROS. & BAYROFF . 


4 100 Chambers St., N.Y.C. RE 2-4170-4171 § 
BHeHeH Hee & 


WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCK 


Write or Phone 
WAInut 5-2062 








CAMITTA SHOE CO. 


120 No. 4th St. Phila. 6, Pa. 











e discontinued 
lines 
¢ complete stores 


BROITMAN- 
GAFFIN SHOES 


inc. © BE 3-7290 
146 DUANE $T., ©. ¥.C. 





Appointed... 


CONTINUED FROM PAGE 110} 
Malcolm TT. Murray, 
president in charge of 
products sales for Brown Company, 
Berlin, N. H. With headquarters at 
the company’s office, 
he will direct sales of Onco inner- 
soles and varied other specialties 
of the forest products manufactur- 


vice- 


as 


specialty 


soston sales 


ing firm. 

Norman W. Ekberg, as supplies 
sales representative in the South 
Shore and western areas of Massa- 
chusetts for Compo Shoe Machinery 
Corporation, Waltham, Mass. 

Gale H. Perkins, as a specialist 
on equipment planning for Compo 
Shoe Machinery Corporation, work- 
ing out of the home office. 

Ned Heminger, as sales agent in 
the Cincinnati, O., area for Regano 
Box Toe Company, Haverhill, Mass., 
maker of soft box toes and box toe 
materials. Mr. Heminger 
owner of John Spille Company of 
Cincinnati, sales representative in 
that for leather and 
manufacturers’ supplies. 

Joseph L. Pangle, to represent 
North & Judd Manufacturing Com- 
pany, New Britain, Conn., producer 
of fastenings and metal trimmings, 
in an expanded southern territory. 
With in Jackson, 
Miss., Alabama, 
Arkansas, Mississippi 
Florida 


is sole 


section shoe 


headquarters 


he will sell in 
Louisiana, 
of 


Missouri. 


and parts Tennessee, 


and 


Resigned... 


Mrs. 
fashion 
& Sons, 
She 


Dorothy Fox Davies, as 
director of E. 
Inc., Philadelphia tanning 


did future 


Hubschman 


firm. not disclose 
plans. 


SPORT KING 
BOWLING 
SHOES 


A top value at popular 
prices. 


Rehabilitated Jeweler 
Makes Shoe Figurines 

BARNEY Worthman, well-known 
producer of men’s slippers, period- 
ically finds the time to conduct a 
therapy group at a state mental in- 
stitution. When the therapy really 
“works” his satisfactions are un- 
bounded. He told moving 
human-interest story the 
origin of the little cobbler statuette 
pictured below. 

“About two years ago, the insti- 
tution admitted a patient who ap- 
parently was in the first stages of 
schizophrenia, result of a 
nervous breakdown. He ignored all 
my efforts to get him to join the 
therapy group. From a member of 
his family I learned that he was a 
very skilled jewelry designer. 


us a 
about 


as a 


“One day I approached him and 
said that I had informed he 
was one of the most skilled jewelry 
designers in the country and chal- 
lenged him to produce some small 
shoe charms from the collection of 
miniature shoes that I have. He 


been 


ignored me completely and I had 
very little hope of accomplishing 
anything for him. Nevertheless, I 
selected from my collection some 
men’s, women’s children’s 
shoes of different types. 

“For about a month, Mr. So and 
So paid no attention to them what- 
ever. But one day, one of the atten- 
dants phoned me to say that Mr. 
So and So was beginning to show 
an interest. In the course of time he 
became more and more absorbed in 
working out these miniature shoe 
molds. The result was molds of a 
dozen styles of shoes in miniature, 
none more than three-quarters of 
an inch in length. He was released 
within a period of six months. 

“That was about a year and a 
half ago. He is now back at work 
at his trade and grateful for his 
rehabilitation. He spends his spare 
time trying to work out new forms 
of ornamental jewelry, especially 
those with shoe motifs. 

“T understand he worked during 
evenings at home for’ several 
months creating this ‘cobbler at his 
trade.’ It intricate piece of 
work, involving six molds. It 
three inches high and the bench is 
two inches wide. The shoe-capped 
picks are three and three-quarter 
inches high and are inserted into a 
one-eighth inch hole; three on each 
of the bench. There are two 
of shoes, men’s group 
that includes a wing tip. straight 
tip, casual, bush boot, slipper type 
and Italian styled dress shoe. The 


and 


is an 


is 


side 


sets one a 


family shoe group includes a child’s 
shoe, woman’s opera, mule, cowboy 
boot, ballet slipper and men’s 
straight tip. The statue, picks and 
shoes are made of jeweler’s white 
and untarnishable gold 


metal an 


plating.” 








Littleway stitched 








Men's: Black or Smoke 
Sizes 6-12, $4.00 




















Women's 
Red or Smoke 
Sizes 4-9, $3.60 


Athletic Footwear Division 


BERNED SHOE CO., 207 ESSEX ST., BOSTON 11, MASS. 


Oe¢ 


WELLCO SHOE CORP., WAYNESVILLE, N. C. 
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DESTROYED BY LUBRICATION FAILURE 
Ruined ports (right) contrast sharply with replacement 
parts (left), This costly damage could have been eliminated 


by preventive maintenance 


PREVENTIVE MAINTENANCE is maintenance to 
prevent trouble. It is a form of insurance that may 
save you many times the expense. The failure of a shoe 
machine is costly. Shoes pile up, repairs are expensive 

, om and make-up time runs into money. Breakage or faulty 
= a> rn ? ry y= operation of a minor part can cause damage to more 
Fae thy Pid =m i important parts with attendant high repair costs. 


Under United’s PREVENTIVE MAINTENANCE program, 


> ao, “ty j , a qualified UNITED MAN inspects each machine you 
.e. Ww ry f “ select. Wearing parts are carefully examined. 
=F az 
ce’ 


Adjustments are corrected for best operation. 


Lubrication and hydraulic systems are thoroughly 


a. Ry CF i Ree § : ; 
ane is ex ¢ = checked. Evidence of pending trouble is traced to its 
Rage” oR : f i) 


source. You receive a full report of the condition of 


the machine and any recommended repairs. 
= The UNITED MAN averages fifteen years of experience 
| in shoe machinery maintenance and repair. His 
{ knowledge, skill and continual training make him the 
J best fitted for this job. 
ry) He can spot trouble and eliminate it before it 
causes you trouble. 
Periodic PREVENTIVE MAINTENANCE is a wise 
investment. The UNITED MAN can check over your 
machines quickly and thoroughly. Ask him for details. 


= 
(BAT SHOE MACHINERY 
CORPORATION 


BOSTON, MASSACHUSETTS 
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Style 9780 
MONACO Last 


Black Hudson 
also in Turf Cordo 


Division of Nunn-Bush 


cilonw 


i 


Style 9425 
MONACO Last 
Oak Cameo 
also in Black Cameo 


Style 9871 
ALBANY Last 
Genuine Shell Cordovan 
also in Black 


Style 9276 
CARVILLA Last 
Mahogany Hudson 
ind Brown Siroeeco 


also in Black 


Edgerton’s Rich Heritage of 
Style and Fit can be Yours... 


The buyer who seeks pedigree gets more for his 
money. Edgerton Shoes are made by a Division of 
Nunn-Bush! Lasts, patterns and workmanship re- 
veal character usually found only in shoes at a much 


higher price. Choose Edgertons. Get more! 


from “10-95 


See Your Local Edgerton Dealer 


NUNN-BUSH SHOE COMPANY e MILWAUKEE 1, WISCONSIN 
Makers of Nunn-Bush Ankle-Fashioned Oxfords 


Style 971 
WVWONACO Last 
Black Hudseor 

in Turf ¢ 





Firsties are never out of season. When the back-to-school rush is over, or after the pre- 
Easter peak, or before the holiday period. . . there’s 
always a baby just about ready to walk, just about 
ready for that first pair of Stride Rites. Advertise to 
your Firstie customers, fit them carefully...and keep 
in touch. They have a long way... and a lot of shoes 
...to go. The Stride Rite name is one of your greatest 
assets in making sure they go with you. 





Green Shoe Mfg. Co., Boston, Mass. 





